








Eh 





nanan 


— 














National Association of Insurance Agents 


HE EASTER 


A WEEKLY NEWSPAPER 





(SUCCEEDING THE JOURNAL OF INSURANCE ECONOMICS, ESTABLISHED IN 1899) 
Published by The Eastern Underwriter Co., 41 Maiden Lane, New York, N. Y. 


INTERPRETING THE TRUE SPIRIT OF 


Printed in U.S.A. 






Oli 17 250 


DERWAITER 


INSURANCE 


Entered as second-class matter April 5, 1907, at the Post Office of New York, N. Y., under act of Congtess, March 3, 1879 


rifty-first Year, No. 41 


NEW YORK, FRIDAY, OCTOBER 13, 1950 


$5.00 a Year; 25c. per Copy 








Italian Company Has 
Completed Purchase 
Of Buffalo in N. Y. 





| Weiss, American Representative of 


Assicurazioni Generali, Who Con- 
ducted Deal, Is Chairman 





| PALMER IS VICE CHAIRMAN 
> Other Officers Continued; Principal 


Offices to Stay in Buffalo; Com- 
pany Plans to Expand Lines 


Generali di Trieste e 


home 


Assicurazioni 
Venezia, having 
Rome and Trieste, Italy, one of Europe's 


its offices in 


) oldest and largest insurance companies, 


has completed the purchase of a con- 


F trolling number of the outstanding and 


issued shares of capital stock of Buffalo 
Insurance Co., Buffalo, New York. 
This announcement is made by the 


| representative of Assicurazioni Generali 





in the United States, Ottocaro Weiss, 
who directed the negotiations leading to 
the acquisition of American com- 
pany. The election of Mr. Weiss of 
New York as chairman was announced 
by the company in Buffalo. The new 
chairman is the American representative 
of the European insurance concern. 
William Palmer of Buffalo, who has 
been chairman, was elected vice chair- 
man under the new management setup 
at an organization meeting of directors. 


the 


Palmer Is Vice Chairman 


As vice chairman, Mr. Palmer will be 
the ranking executive in the Buffalo 
headquarters of Buffalo Insurance Co. 
Continuing in their present positions 
are President George E. Houck, First 
Vice President George W. Sailor and 
Vice President and Secretary John W. 
Dillon. 

Mr. Weiss said it is planned to ex- 
pand the business of the company to 
include marine risks and other lines of 
surance “as the wider territory and 
greater size of General Insurance of 
Trieste and Venice make possible.” The 
business of Buffalo Insurance Co. has 
been largely in the field of fire and 
allied lines of insurance. 


Principal Offices Continue in Buffalo 


The new owners intend to continue 
the business of the company from its 
Principal offices in Buffalo with its pres- 
ent organization, he declared. 

Two Buffalonians who are new mem- 


(Continued on Page 50) 
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Worthwhile things deserve the best in protection 


. .. with Comprehensive 
Personal Liability 


When selling insurance, 
remember this 

Whether selling a man, or 
selling a Miss 

There’s plenty of protection 
with CPL* 

Especially when placed 
with the L. & L. 


*Comprehensive Personal Liability 






There’s a broad market for the broad coverage offered 
in L. & L.’s Comprehensive Personal Liability policy. 


Send for illustrated sales ammunition. 


tHe London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. © ORIENT INSURANCE COM- 
PANY © LAW UNION & ROCK INSURANCE COMPANY, LID. © SAFEGUARD INSURANCE 
COMPANY OF NEW YORK 7 STANDARD MARINE INSURANCE COMPANY, LID. 
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An Honor Earned 


The following Pennmutualists have newly acquired the desig- 
nation of CLU from The American College of Life Underwriters: 


R. Starr Northrop, Jr., CLU, Fresno, Calif. 
Ralph E. Myers. CLU, Los Angeles 

J. Dodge Hampel, CLU, Champaign, III. 
Kenneth L. Keil, CLU, Springfield, III. 
Walter F. Lockwood, CLU, Evansville, Ind. 
Henry K. Duke, CLU, Cumberland, Md. 
George L. Chapman, Jr., CLU, Toledo, Ohio 
Robert L. Smith, CLU, Harrisburg, Pa. 
Harry A. Abrams, CLU, Philadelphia 
Richard P. Hart, CLU, Philadelphia 

Jerome H, Pennock, CLU, Philadelphia 
Frederick K. Stewart, CLU, Chicago 


In addition, two Pennmutualists have passed all CLU examina- 
tions but have not yet met the field experience time requirement: 


Harry Phillips, II], New York City 
Arthur E. Hendrix, Raleigh. N. C. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 

















New York Life’s Big 
Chicago Housing Site 
To Cover 100 Acres 


City Commission Acquiring 724 
Parcels of Land for Unusual 
Project 


NO RACIAL’ RESTRICTIONS 


Development “Would Transform 
Large Section of Chicago’s Tene- 
ment South Side 








Chicago’s biggest slum clearance proj- 
ect covering 100 acres in the South Side 
area, which will be financed by New 
York Life, will transform the closely 
packed tenement district into a garden 


Provision will be 


type development 
made for a shopping center, schools and 
underground parking facilities for 750 


cars, with parking for more than 2,000 
cars on the surface. For the New York 
Life the project is under the supervision 


of General Otto L. Nelson, Jr., vice 
president in charge of housing. 
An unusual feature of the plans is 


that only 8% of the land will be occu- 


pied by buildings. The project will be 


bounded by 3lst Street on the North, 
South Park Way on the west, 35th 
Street on the south and the Illinois 


Central Railroad tracks, Groveland Park 
and Cottage Grove Avenue on the east. 
The Chicago Land Clearance Commis- 
sion is acquiring the site for the project 
The project would be 
and managed by New York Life. 


operated 


owned, 


No Racial Discrimination 


It was announced in connection witl 
the plans that there would be no racial 
discrimination as to tenants. Four Chi- 
cago Negro life imsurance companies, 


according to present plans, are to build 
single family houses on ten acres of the 
site. The New York Life project will be 
two tall structures containing 1,288 
dwelling units and many unusual fea- 

hey will be 23 stories high, 832 
long, but only 40 feet wide—the 
f an apartment. Each apartment 
will thus have cross-ventilation with 
both north and south exposures. At 
each floor there would be a gallery-type 
corridor known as “street-in-the-air,” 
enclosed with grille work and glass t 
serve as porch or play space for each 
apartment. 

It was stated that rentals would prob- 
ably be approximately $25 per room 
with units from two to six rooms. Liv- 
ing and bedroom windows will extend 
the full width of the rooms 

While some clearance contracts have 
been let, definite closings for the New 
York Life will await action by the City 
Council and acquisition of the balanc 
of 724 parcels of property in the are 
by the city. It has been estimated that 
completion of the project would take 
two to three years. 
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ECENT MEDICAL discoveries have 

brought new hope to the seven 
million people in our country who 
have arthritis and other rheumatic 
diseases. 


Medical science is definitely on the 
march against these afflictions. For 
example, experiments with many new 





substances have shown great promise 
in test cases, even though they have 
not as yet been completely verified 
on a broad scale. These substances, 
however, are very scarce and at pres- 
ent are available only for research 
purposes and for limited use in treat- 
ment in certain hospitals. 


Even without such substances, 
doctors today know more than ever 
before about arthritis and how to 
treat it. They also know that one of 
the big problems is to get people to 
have prompt medical attention in 
the early stages of the disease. 


Too often those with arthritis rely 
on so-called ‘“‘sure cures’”’ which may 


Insurance Company 


(A MUTUAL COMPANY) 


1 Madison Avenue, New York 10, N. Y. 
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Metropolitan Life 


weapons help fight 


temporarily relieve pain but gener- 
ally do little or nothing to correct 
the fundamental situation. Accord- 
ing to the Arthritis and Rheumatism 
Foundation, if proper treatment is 
started early, about 60 percent of the 
arthritis patients can be greatly 
helped and in some cases completely 
relieved. 


There are many different forms of 
arthritis. The two most common are 
rheumatoid arthritis which usually 











begins before age 40, and osteoar- 
thritis which is found most often in 
people past middle age. Using ap- 
proved diagnostic methods, includ- 
ing a complete physical examination, 
the doctor can usually determine 
what type of arthritis is present and 
prescribe the treatment best suited 
to the patient’s individual needs. 


Among other things the doctor 
may recommend bringing the weight 
down to normal. Even as little as 10 
































or 15 pounds of extra weight may 
appreciably increase the pain of ar- 
thritis, especially in the weight-bear- 
ing joints. He may also suggest fol- 
lowing a nutritious but moderate 
daily diet, maintaining proper pos- 
ture, and paying careful attention to 
daily hygiene. 

While great strides have been 
made in treating the disease, medical 
research is continuing its efforts to 
develop more effective weapons 
against the many forms of arthritis. 
Today, doctors believe that the fu- 
ture holds real hope for the millions 
of people with this condition. 

For other information about the 


disease, send for Metropolitan’s free 
booklet entitled ‘‘Arthritis.’’ 





This advertisement is one of a continuing series spon- 
sored by Metropolitan in the interest of our national 
health and welfare. It is appearing in two colors in maga- 
zines with a total circulation in excess of 34,000,000 in- 
cluding Collier’s, Time, Newsweek, Saturday Evening 
Post, Ladies’ Home Journal, Good Housekeeping, Cosmo- 
politan, McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic, Parents’, and Redbook. 
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As an appropriate tie-in with its 100th 
Anniversary, the United States Life’s 
Centennial Agency Meeting held at the 
Sagamore Hotel on Lake George, N. Y., 
September 27 to 30, was the company’s 
first agency meeting in many years in 
/ honor of its leading producers in do- 
mestic territory. During a six-month 
qualifying period beginning March 1 
through August 31 the agents compiled 
the necessary commission credits from 
the sale of life, accident and health, hos- 
pitalization or Group insurance to qual- 
ity for the meeting. Among the sixty 
| guests were four agents from the com- 
pany’s Brainard & Black Agency in 
Hawaii. 

The program began on September 27 
with registration and a welcome recep- 
tion for all guests followed by dinner. 
The next three days covered specific 
phases of the business: the first day 
was devoted to life insurance under the 
chairmanship of Robert W. Staton, su- 


perintendent of agencies; the second 
day to Accident and Health and Hos- 
pitalization with Douglas J. Moe, 


Four agents from Brainard & Black, 
Ltd., general agent in Hawaii for the 
| United States Life, qualified for the 
company’s Centennial Agency Meeting 
at Lake George. The agents who at- 
tended this meeting from Hawaii along 
with others of the company’s leading 
producers from the mainland were: 
Rufo Z. Alhambra, Soo Bok Kim, Ed- 
rg Y. H. Leong, and Takao Yamau- 
chi, 
Messrs. Alhambra, Kim and Leong 
left the Territory, September 9, one 
week before Mr. Yamauchi. Accom- 
panying the three men was Cary Chun, 
son of a famous merchant prince and 
one of Mr. Leong’s policyowners. 

Mr. Alhambra, a graduate of the Uni- 
versity of Washington, began his life 
insurance career with United States 
Life’s Brainard & Black Agency in Jan- 
wary, 1944, after previous sales experi- 
€nce in other fields. He has earned the 
coveted National Quality Award for ex- 
cellent Production and high persistency 
of business throughout 1949 and has 
Produced approximately a quarter mil- 
_ dollars of new business during the 
"st eight months of this year. Mr. 
tmbra, serves every race represented 
n Hawaii’s cosmopolitan population and 








Field Conference at Lake George, N. Y., Tied-in With 100th 
Anniversary; Sixteen Awards to Leaders; 
Four Agents From Hawaii 


manager of Accident and Health Un- 
derwriting as chairman; the third day to 
Group insurance under the chairman- 
ship of Fred O. Becher, Jr., manager of 
the group department. Ample opportun- 
ity was given the delegates to partici- 
pate in a variety of recreational activi- 
ties, including a golf tournament under 
the direction of James F. MacGrath, Jr., 
general agent. 


E. J. Moorhead on Company Expansion 


On Thursday morning, September 28, 
Mr. Staton as chairman opened the 
meeting on life insurance by introducing 
E. J. Moorhead, executive vice president 
who discussed “You and the U. S. Life.” 
Mr. Moorhead spoke of the relationship 
between the agent and the home office 
in the light of the company’s present 
expansion and its future plans, and how 
they will affect the agent and his oppor- 
tunities. Delegates were impressed by 


Mr. Moorhead’s description of the solid 
progress the company has made in size, 
strength and services. 
interests of all 


He felt 
be best 


that the 


will served if 


i 


E Left to right (clockwise): Morris Weinberg, Mrs. Graham C. Wells, Richard 
Rhodebeck, Mrs. Weinberg, Graham C. Wells and Mrs. Rhodebeck. 


Four Agents From Hawaii Attend 





is a much sought after leader and coun- 
selor by the Filipino residents of the 
island. Mr. Alhambra previously visited 
the company’s home office in 1948 with 
Mrs. Alhambra, who operates the 
Fairyland Kindergarten and takes a 
leading part in the Honolulu YWCA. 

Mr. Kim, an American of Korean an- 
cestry, entered the life insurance busi- 
ness in June, 1939, as a U. S. Life agent 
after having been a successful salesman 
for a large savings and loan associa- 
tion. A consistent producer of high 
quality business, Mr. Kim is presently 
one of the company’s leading agents. 
His production at its present rate indi- 
cates a probable volume of over $500,- 
000 for the year. He is married, has 
four children, and is active in com- 
munity affairs. 

Mr. Leong, a graduate of St. Louis 
College, began his insurance career with 
Brainard & Black in June, 1943, after 
previous experience as a Statistician with 
the Mutual Telephone Co. For the past 
two successive years he has won the 
National Quality Award for excellent 
production and high persistency. Mr. 
Leong is also one of the company’s 


leading producers for the year, having 
(Continued on Page 17) 


United States Life Holds Centennial Agency Meeting 





Aerial View of Hotel Sagamore on Lake George, N. Y. 


agency development is regarded as a 
joint responsibility. He promised that 
the company will strive always to be 
competitive in product and in service as 
it already is in tradition. 

Mr. Staton followed with a talk on 
the “Highlights of The U. S. Life Rate 
300k,” in which he discussed how each 
of the company’s life contracts fill spe- 
cific needs of the insuring public, with 
special emphasis on some of the best 
sellers, including the Retirement Income 
Plan, the Mortgage Reducing Term 
Contract, Independence Plan and the 
recently announced Centennial Income 
Agreement. He reminded his audience of 
the flexibility to be achieved through 
various Riders and the seven Settlement 
Options in all contracts. 


Norman, Stapleton Heard 


Louis Norman, general agent, Hart- 
ford in a talk entitled: “Blue Print to 
Peace of Mind” discussed the advan- 
tages of programming and emphasized 
how agents, contrary to common belief, 
can use this device among the small as 
well as the large buyers of insurance, 
his contention being that small buyers 
need programming as much as those in 
high income brackets. He said that the 
use of programming is not time-consum- 
ing, that it eliminates high-pressure sell- 
ing, brings prestige and satisfaction, de- 
creases agent’s leg work and increases 
his income. 

Dalton C. Stapleton, general agent, 
Buffalo, in a talk entitled: “Income Se- 
curity Through Retirement Income In- 
surance,” stressed the importance of an 


organized sales talk when selling re- 
tirement income insurance. He com- 
pared the investment advantages of this 
plan with other forms of saving and in- 





Takao Yamauchi before leaving Hawaii 
for Lake George. 


vestment, and said it is one of the most 
needed kinds of insurance if a person 
can save money, especially since it com- 
bines the three features of saving, in- 
vestment and insurance in one contract. 
(Continued on Page 16) 





Left to right: Edward Y. H. Leong, Rufo Z. Alhambra and Soo Bok Kim 


before leaving Hawaii. 
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Wilde Appraises Direct Placements 


Chicago—The fast-growing investment 
trend that by-passes the public bond 
market in favor of the direct negotia- 
tion of loans between the borrowing 
corporation and the lending institution 
has yet to meet its greatest test. That 
test will come in the next period of seri- 
ous business readjustment, Frazar B. 
Wilde, president of Connecticut General 
Life, told the Financial Section of 
American Life Convention, last week. 

Mr. Wilde cited the investment trend 
of the past 16 years, which has seen 
the volume of corporate bonds placed 
directly with lenders grow until in 1948 
and 1949 it excéeded the amounts that 
have been offered to the public through 
markets. Life insur- 
ance companies, he said, do almost all 
the direct placement financing. At the 
end of 1949 they owned about $11 billion 


the conventional 


of corporate bonds which had _ been 
placed by direct negotiation. 
Direct placement of securities has 


many advantages both to the lender and 
the borrower, Mr. Wilde said. It is 
likely to be less expensive, less time- 
consuming and less cumbersome than 
the conventional sale of bonds in the 
market. Securities Exchange Commis- 
sion registration, with accompanying 
routines and fees, is not required. The 
terms of the debt arrangement can be 
tailored to fit the needs of both bor- 
rower and lender. From the lender's 
point of view the return from the in- 
vestment may be a little higher when 


loans are placed directly than it is when 
bonds are bought in the open market. 
Moreover the transaction is a relatively 
simple one from the borrower’s point 


of view and the close relationship be- 
tween lender and borrower continues 
through the life of the loan. Mr. Wilde 
said that the advantages of the direct 
placement method, however, “are not 
unmixed.” He said that perhaps the 
most serious objection to direct place- 
ment as an investment medium is the 
claim that it operates to channel a huge 
volume of choice securities away from 
such investors as colleges, hospitals, 
bank trust departments, pension funds 
and the smaller life companies into the 
portfolio of a few very large companies. 
He said that in 1949 the 22 largest life 
companies purchased almost $2.4 billion 
in directly Placed corporate loans, out 
of the year’s total of between $2.5 and 
$3 billion. 
Growth of 
method is a 
the country’s 


the direct placement 
“particularly bitter pill” to 
investment bankers, Mr. 
Wilde said. The direct placement me- 
dium reduces the volume underwritten 
through investment banking channels. 
Since to a large extent the securities 
placed directly are of the highest grade, 
the investment banker finds that the 
tendency is for him to be left with those 
where the risk is higher and the sale is 
more difficult. 

“A continued upward trend will fur- 
ther injure the investment banking ma- 
chinery. This unquestionably would be 
extremely harmful to the economy,” Mr. 
Wilde said. New enterprises needing 
money may suffer, “and along with 
them the public generally,” if invest- 
ment banking is weakened. 

Mr. Wilde said the direct placement 
method had given some encouragement 
to a “dangerous tendency” to over- 
borrowing by corporations. “To the ex- 
tent that insurance companies, through 
inexperience in direct placement financ- 
ing and excessive competition among 
themselves, have not been conservative 
lenders either in the amounts lent or 
the terms of the indenture, they have 
made a contribution to future trouble.” 


T. S. Burnett Warns on Changes 
In Mortgage Lending Outlook 


Chicago—Intensified competition lies 
ahead for mortgage lenders, with both 
volume and yield constituting their 
problem under the near-wartime econ- 
omy on which the nation has embarked, 
T. S. Burnett, vice president of Pacific 
Mutual Life, told the American Life 
Convention, last week. Mr. Burnett 
spoke before the Convention’s Financial 
Section on the last day of the annual 
meeting, in the Edgewater Beach Hotel. 

“Good real estate will lose no repute 
as a desirable source of investment dur- 
ing the war program,” Mr. Burnett said. 
“The only trouble is that there prob- 
ably won’t be enough of it to go around 
—or shall we say meet the demand for 
investment. The probability is that lend- 
ers are going to have to look more 
to conventional type loans for mort- 
gage volume. With the almost complete 
dependence heretofore on FHA and GI 
loans by numerous originating sources, 
there are many in the business who do 
not know a mortgage loan from a val- 
entine by conventional standards. This 
of itself suggests a potential source of 
unorthodox competition and troublesome 
conditions for the mortgage lending in- 
dustry in the period ahead.” 

Real estate will be no exception to 
the things into which money will flv 
under a war program, Mr. Burnett said. 
Real estate will inevitably increase in 
value because people will buy it as a 
hedge against inflation, and because the 
cost of reproduction will mount and 





scarcity factors become operative. The 
meat of the mortgage lender’s problem 
will be to determine which real estate 
properties are good security and most 
likely to remain so. The situation pre- 

vailing prior to World War II offers a 
little guidance, he warned. 

“We should be careful about drawing 
inferences from the last war,” the 
speaker said. “The stage is set differ- 
ently today. Government spending will 
have a more complicated effect and will 
not necessarily bring increased profits. 
At the start of World War II business 
and real estate activity were below nor- 
mal, the country had just emerged from 
a depression and building activity and 
rents were low. Today we are riding 
on the crest of a boom in housing and 
commercial properties, industrial plant 
and capacity are at an all-time high, 
and rents, with the exception of housing 
in those areas still under control, are 
much more favorable in relation to the 
accepted value of properties.” 

We are certain of two things, he 
said, which will produce factors affect- 
ing the mortgage outlook. One is con- 
stantly mounting taxes at least for our 
generation and the other is the position 
taken in international affairs, which we 
are determined to maintain at any cost. 
In their wake he predicted these things: 

The higher cost of living will progres- 
sively depress both the rental and mar- 
ket value of larger residence properties. 

The automobile industry will contract, 
decreasing the demand for auto sales 


R. L. Hogg on Washington Situation 


Chicago—While there appears to be 
no serious threats of direct Federal 
supervision over the life insurance busi- 
ness, said Robert L. Hogg, executive 
vice president of ALC at the annual 
meeting last week, in a broad sense 
the Federal Government is now regu- 
lating the business. 

“Companies, policyholders and bene- 
ficiaries are affected by this regulation 
more than by the over-all operation of 
state laws,” he said. “This type of regu- 
lation is increasing and I believe it is 
here to stay. It would be wishful think- 
ing to speak of a reversal of the proc- 
ess. As our economic existence has 
changed with years and technical de- 
velopments, so our Government has 
changed. We are not alone in this. 
Every other business is undergoing a 
similar process.” 

As examples of how important Wash- 
ington decisions and Washington legis- 
lation now are in the life insurance 
business, Mr. Hogg cited fiancial poli- 
cies which have reduced the earning 
rate of insurance investments; the stop- 
gap tax legislation which became law 
two weeks ago; income tax regulations 
which affect income, gift and—estate 
taxes; the field of soctal security, and 
many other areas. 

“The field of social security has pre- 
sented to the life insurance industry an 


opportunity to make available to the 
Congress the knowledge and eXPerience 
it possesses on this subject,’ Mr, Hogg 
said. “Providing the individual with the 
opportunity to establish his own and his 
family’s ‘social’ security has long been 
our business. We have wider experience 
in this field, extending over a greate 
period of time, than any other group 
in the country. We are vitally intereste 
in social insurance and have felt ay 
obligation to assist Congress so that 
such legislation should be workable 
equitable, and place no greater burdey 
on the economy than necessary. 
“One interesting development on the 
Washington scene last year was a series 
of hearings before a special subcommit. 
tee of the House Judiciary Committee 
appointed to study monopoly power” 
said Mr. Hogg. “As one aspect of this © 
study, the committee held hearings on 
possible monopoly power in the life 
insurance business, during which repre. 7 
sentatives of both small and large com- 
panies were questioned. The result of 
the testimony was that the members of 
the subcommittee were convinced that 
no company or group of companies in 
the life insurance business has a monop- 
oly or occupies such a commanding 
position in the business that smaller 
companies suffer. The small company 
representatives testified that they re- 
ceived their full share of the business, 
and that the activities of the larger 
companies in the investment field had 
not prevented them from securing a 
fair share of desirable investments,” 


i 





space and allied properties, so that 
rental reductions will follow. 

Higher taxes will mean less savings 
accumulated; smaller venture capital will 
lessen speculation in real estate. 

A large portion of public and private 
construction, except for war needs, will 
stop, reducing opportunity for mortgage 
and other investments. 

Much unimproved property that would 
otherwise be developed will lie idle, and 
faced with a waiting period, be less val- 
uable. 

Contrariwise, residential property 
which has social and address value will 
increase in value with the increased de- 
mand occasioned by curtailed construc- 
tion. 

Industrial and warehouse properties 
will be much sought for, particularly in 
the interior regions having greater se- 
curity value. 

Good retail store property will com- 
mand a premium with the lack of gen- 
eral investment opportunity. At the 
same time, sales volumes will gravitate 
to the larger merchants and possibly 
make marginal some retail business 
property now regarded as desirable. 

Good farm and ranch properties are 
showing increased strength at advancing 
prices. 

Rentals and property values in smaller 
cities may depreciate through syphoning 
off of manpower into armed forces and 
war work in large communities. 

While all these results appear likely, 
the only safe thing to do is to go slowly, 
as it will take an intelligent manage- 
ment and mortgage policy for a com- 
pany to hold its own in the next few 
years, Mr. Burnett cautioned. “It is in- 
advisable to adopt a policy based on too 
definite conclusions at any time when 
we are faced with the certainty of 
change,” he warned. “Few if any of us 
are smart enough to guess the answers 
today and the best we can do is average 
out, which to me means again following 
the middle course of the road we used 
to hear so much about.” 
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Covering the four big gaps in the 
family's security. 


*Disability 
*Death 
*Unemployment 
*Old Age 
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Service Since 1886 















































Over $52,000,000 paid to disabled 
policyholders or their beneficiaries. 


If you are interested in selling "the 
complete circle of personal protec: 
tion" ask us for details. 
NORTH AMERICAN 
ACCIDENT INSURANCE CO. 


209 S. LaSalle St., Chicago, Ill. 

























13, 1959 October 13, 1950 











—— 











=—=—:_ 


) 


———__ eS 





re 


ition 


le to the B 
experience | 
Mr, Hogg 
1 with the 
vn and his 
long been 
experience 
a greater 
her group 
interested 
e felt an 
S so that 
workable 
er burden 
ry. 
nt on the 
AS a Series 
ubcommit- 
“ommittee. 
VY power,” 
ct of this 
arings on 
the life | 
ich repre- | 
arge com- | 
result of 
embers of 
need that § 
Ipanies in 
a monop- 
mmanding 
t smaller 
company 
they re- 
business, © 
he larger 
field had 
ecuring a 
nents,” 





ORT 





ALTH 


One of a series of advertisements illustrating how a repre- 
sentative of The Equitable Life Assurance Society serves 
his community by selling life insurance. 


| 
isabled | 
| 


iciaries. | 


LISTEN TO “THIS IS YOUR FBI"... official crime-prevention broadcasts from the files 
of the Federal Bureau of Investigation...another public-service contribution spon- 
sored in his community by The Equitable Society Representative. 


EVERY FRIDAY NIGHT » ABC NETWORK 
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The EVIDENCE in the 
case of Edgar Le Blanc 


The weight of evidence was overwhelming. 


Exhibit A—scores of old folks who have not 
become public charges—who are self-supporting 
and self-respecting on Retirement Incomes. 


Exhibit B — the large number of college boys and 
girls who owe their degrees to Equitable Edu- 
cation Funds. 


Exhibit C — the business men who have profited 
by Equitable Group Life Insurance and Part- 
nership Insurance. 


Exhibits D, E, F, etc. — covered home owners, 
widows, orphans, etc. 


THE VERDICT — Edgar Le Blanc, Representative of 
The Equitable Life Assurance Society is guilty 
as charged, on every count. (1) Guilty of having 
done a vast amount of good for his fellow citizens. 
(2) Guilty of being one of the most valued citi- 
zens of Madison County. 
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THE EQUITABLE 


LIFE ASSURANCE 
SOCIETY 
OF THE UNITED: STATES 


THOMAS |. PARKINSON, President 
393 Seventh Avenue, NewYork I, N.Y. 
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BROOKLYN ASSOCIATION MEETS 





Hear Talk on Planning of Estates by 
Joseph A. Cox; Annual Sales 
Congress, January 11 
The opening meeting of the 1950-51 
season of the Brooklyn branch of the 
Life Underwriters Association of the 
City of New York, was held last week 
at the Hotel Bossert, Brooklyn. Ber- 
nard M. Ejiber, CLU, general agent, 
Mutual Trust Life, presided and intro- 
duced the guest speaker, Joseph A. Cox. 
Mr. Cox, who is an authority on wills 


and trusts and who has taught these 
subjects for many years, discussed 
“Planning of Estates and Their Pit- 
falls.” He has been the attorney for 


the Public Administrator of the County 
of New York for the past 18 years and 
is a partner in the law firm of Cox and 
Arenson. In addition to this position as 
attorney to the Public Administrator, 
he is presently a professor of Law at 
the New York Law School. 

In his talk, which was non-technical, 
Mr. Cox outlined some actual cases 
where the intricacies of the law became 
apparent after the death of the testator 
in probating and executing the will. 
Pointing out that estate planning can 
be a complicated and difficult subject, 
Mr. Cox offered some helpful sugges- 
tions that a life underwriter may be 
guided by in his relationships with at- 
torneys and clients. Following his talk, 


Mr. Cox answered questions from the 
floor. 
President Eiber announced that the 


association’s annual sales congress will 
be held January 11. Speaker at next 
month’s meeting will be Halsey D. 
Josephson, general agent in New York 


for Connecticut Mutual. 
; 


Hancock Promotions 

Several home office promotions in the 
district agency department, as well as 
three changes in the field, have been 
announced by the John Hancock. 

Maurice F. Hungerville and Denzel 
have been made district administrative 
supervisors, and Ivor V. Campbell and 
James H. Hamilton, have been pro- 
moted to agency assistants. Before their 
promotions, Mr. Hungerville was 
sistant manager of the department, Mr. 
Haywood was a regional supervisor in 
the East central territory, Mr. Camp- 
bell was manager of the bureau of trans- 
fers and Mr. Hamilton as assistant 
manager of the bureau of employment. 

In the field, Owen P. Sweeney, for- 
merly district manager at Cincinnati, re- 
placed Mr. Haywood as regional su- 
pervisor in the East central territory. 
John P. Kugler, previously a regional 
supervisor in the Southeastern territory, 
became manager of the Pittsburgh No. 
3 district office. His place as regional 
supervisor was taken by Ralph E. Hale, 
formerly assistant district manager at 
Germantown, 


as- 





Penn Mutual Leader 

For the second straight month, pro- 
duction leadership of Penn Mutual Life, 
was shifted from the East coast to the 
West coast of the country. The Fred- 
erick A. Schnell Agency, Los Angeles, 
during September, led the entire com- 
pany with the largest one-month pro- 
duction in the history of the agency. 
This follows the August record-breaker 
of the Curry Agency of San Francisco. 

During September the Schnell Agency 
wrote a total of $1,903,000 of paid new 
business. This represents an increase 
of 359% over September of 1949. 

The Schnell Agency’s new business 
for the first nine months showed a 39% 
increase. During the past two months 
the agency has written about $3,000,000 
in new business. 


G. E. KEDDY’S NEW POST 
Equitable Life of Canada has named 
G. E. Keddy, branch manager at Kirk- 
land Lake, Ontario, as assistant superin- 
tendent of agencies. 








Devereux Josephs Sees 
Era of Testing Ahead 


SACRIFICES FOR WAY OF LIFE 


New York Life’s President Addresses 
Field Leaders at White Sulphur 
Springs Meeting 
Speaking before the New York Life’s 
Top Club Council at The Greenbrier, 





General Agent-Managerial Opportunity 


General agent's or manager's contract available to someone who has a 
proven brokerage or personal production record. Agency is established and 
requires no investment. Please, only individuals of proven ability. Agents 
of this company have been notified and all replies will be held confidential, 
Address Box 1974, The Eastern Underwriter, 41 Maiden Lane, New York 7, N.Y, 





White Sulphur Springs, W. Va., last 
week, Devereux C. Josephs, president of 
the company, made a thoughful and 
illuminating talk on the world situation 
sacrifices, he 


is nothing new in the world, Mr. Jo- 
sephs pointed out. But there are histori- 
cal precedents in which two systems in 
direct opposition to each other have 
made enough adjustments to live side 
by side. 

“Two conditions are prerequisite to a 
mutual adjustment of differences be- 
tween the democracies and the Soviets,” 
said Mr. Josephs. “First, without which 
there can be no second, both sides in 
the conflict must have respect for the 
power and determination of the oppo- 
nent. This should make the war party 
hesitate, and so give time for a perma- 
nent solution to grow. Secondly, there 
must be acceptance by both sides of the 
right of each to live according to its 
own. beliefs. 
think in the first condition—pre- 


which will require such 
said, that it is important that people, 
especially life insurance agents who are 
in touch with their communities, keep a 
proper perspective on developments. 
“There is no escape from the fact,” he 
emphasized, “that if we want to preserve 
our way of life we are all going to have 
to fight during the next decade in one 
way or another; perhaps with arms, 
certainly with contributions of time, of 
effort and of money.” 

Rivalry between irreconcilable  sys- 
tems which have kept peoples in a state 
of war or fear of war much of the time * “I 








in a series of advertisements outlining advantages enjoyed 
NUMBER TWO by field underwriters of the Equitable Life of lowa - 


TRAINED FOR 


SUCCESS 


Feta underwriters of the Equitable Life 
of lowa are expertly trained. New associates are 
enrolled in a combined study and field project 
known as the Basic Training Course. The next step 
in the training process is attendance at a Home 
Office School. Then follow two Intermediate Train- 
ing Courses featuring estate plans, business insur- 
ance fundamentals and programming. Cooperation 
is given eligible associates in their attainment of the 
Chartered Life Underwriter designation. Continu- 
ous personal supervision is given to the training 
progress of all recruits. 


HOUITABLE 


OF OWA 


FOUNDED IN 1867 IN DES MOINES 




















ee 


paredness—we have failed and have hot 
notified our opponents of our firm Dur. 
pose. In the second—the right to dif. 
fer—the communists are as yet Ch. 
pletely intolerant although we hope that 
they will not remain permanently gg? 
said Mr. Josephs. “I do not believe that 
it is possible within our day to convert 
the communists to our way of life an 
I know that they cannot convert US to 
theirs. The best that can be hoped js 
that, by a show on our part of real 
power, we will avoid unlimited armed 
conflict long enough until both sides cay 
make adjustments to live in reasonable 
competition. Even that can be secured 
only if we are tough-minded, wel. 
armed and prompt in action. If we be. 
lieve that some magical, effortless soly. | 
tion is possible, we will be destroyed | 
by our own complacency. Our oppo. 

nents are clever and they expect to ob- : 
literate us by whatever method is most) 
effective. : 
Battles Being Fought on Three Front; | 


“This battle with the communists js) 
being fought on three main fronts— 
the military, the economic and the go. & 
cial. If we lose any of these battles © 
the democratic nations will be destroyed | 
and it will be a long time before reason | 
can again replace force upon this globe, 
The Soviets have given ample evidence 
that they are trained fighters in each of 
these three fronts. 

- “Hitherto we have spent our surplus 
upon factories, other instruments of 
production and the enjoyable things of 
life. It is hard for us to admit that 
we must now spend our resources in 
unproductive ways for the foreseeable | 
future. Yet if we do not we will surely | 
be conquered. ‘ 

“To preserve our economic strength | 
we can no longer afford all the things 
which we have been enjoying and still 
do what we must to build our defenses 
To an extent not yet defined we must 
make a series of choices. This nation 
cannot afford to support so many highly 
desirable social advances as are now it 
contemplation, nor will the individual be 7 
able to have as much free spending | 
money as is now the case. The time for 
greater effort with less reward is upon 
us. 





Union Labor Life’s Employes | 
Now Taking LOMA Courses” 


The Union Labor Life of New York 
has inaugurated a course of life insur 
ance for its home office employes, us 
ing the facilities of the Life Office 
Management Association to set up the 
program. 

It is anticipated that employes taking 
the course will be prepared to take @ 
least examinations 1 and 2 of course | 
Examinations will be given by the 
LOMA during May of each year. 

Union Labor Life has obtained the 
services of Gilbert Peters, FLMI, # 
instructor. Having obtained a Fellow: 
ship with the LOMA Mr. Peters has 
taught such classes at the Metropolitat 
Life where he is Supervisor of Method © 
and Planning. i 

Formal class instruction will be com | 
ducted by Mr. Peters -each Wednesday © 
evening following a buffet supper Pm © 
vided by the company. Supplemented © 
outside study will be necessary so as ! 
insure complete preparation for the 195 
examinations next May. 5 

Union Labor Life announces that sult 
able awards will be given to those emt 
ployes who successfully complete coursé 
I and II. 
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Joins Levine Agency 





DANIEL H. KALISH 


Daniel H. Kalish, who was formerly 
associated with Liberty Mutual and the 
Prudential in various agency and Group 
insurance capacities has joined the 
Henry Levine Agency, 15 East 40th 
Street, New York, as Group sales man- 
ager and agency supervisor. Nelson 
3roms, who was formerly Group man- 
ager, was recently called back to active 
duty as a captain in the Army. 

Mr. Kalish has been in the insurance 
business since 1936 when he became 
associated with the New York Compen- 
sation Insurance Rating Board’s Actu- 
arial Department. He is also a member 
of the faculty of the School of Insur- 
ance of the Insurance Society of New 
York, 

The Henry Levine Agency, organ- 
ized six years ago, has for the past five 
years been the outstanding agency of 
the Security Mutual Life in both Ordi- 
nary and Group production. Group 
plans in effect through the Levine 
Agency cover over 250,000 persons. 





Death of Joseph Alshuler 


Joseph Alshuler, a business man of 
Aurora, Ill., who several years ago mar- 
ried Mildred Hammond, who at the 
time was an officer of American Life 
Convention, dropped dead at their home 
in Aurora on October 6. 


iis - leis Life 


The direct mail advertising material 
of Mutual Life of New York has been 
cited as “Best of Industry” in a com- 
petition sponsored by Direct Mail Ad- 
vertising Association, Inc. An award 
Was presented to Richard B. Thompson, 
director of sales development, and Rob- 
ert J. Walker, supervisor of field serv- 
ice for Mutual Life, at the DMAA 
annual conference in New York this 
week. 

















TEN BIG FEATURES 


Sub-standard Term . Disability Income 
$10 per M... Non- madica—0 to age 40 

. Non-Can. A. & H.... Liberal con- 
sideration for overweights, members of 
armed services, aviation personnel, dia- 
betic and epileptic risks and waiver of 
Premiums to females. 





Samuel D. Rosan Agency, Inc. 


General Agent 
CONTINENTAL ASSURANCE COMPANY 


76 William Street, N. Y. C. 





WHitehall 3-7680 





MISTER 
BROKER: 


Now you can offer your clients non- 


eancellable disability income protection 


with 


ALL ‘THESE 


UNIQUE FEATURES! 


1) 


2) 


3) 


4) 


Call or write the nearest Guardian manager 


for full details on this important coverage. 


modern definition of total 
disability ; 
Availability with Term con- 


tracts; 


$10 monthly income to age 65 
and maturity as an endow- 


ment at age 65; 


Special income option at age 
65, based on a disabled life 


table; 


Higher dividends on policies 
containing disability income 


protection. 


The 
GUARDIAN 


LIFE INSURANCE COMPANY 


50 Union Square 


OF AMERICA 


New York 3, N, Y. 




















Life Advertisers Program 
At Atlantic City Complete 


Complete program for the 1950 meet- 
ing of Life Insurance Advertisers Asso- 
ciation, to be held October 23-25 at the 
Claridge Hotel, Atlantic City, has been 
released by H. A. Richmond, of Metro- 
politan Life, president of the associa- 
tion. The theme of the meeting is 
“Building Better Bridges—for Sales, 
for Service, for Good Will.” 

The program is the work of several 
committees under the direction of gen- 
eral chairman H. M. Kennedy, Pru- 
dential, and program chairman A. H. 
Thiemann, New York Life. Others 
working on the plans for the meeting 
are: Joseph B. Treusch, advertising 
manager, United States Life (commit- 
tee treasurer); Russell V. Vernet, direc- 
tor of advertising, Mutual Life of New 
York (registration and reception); A. 
L. E. Crouter, administrative assistant, 
New York Life (exhibits); William C. 
Gentry, assistant director of agencies, 
New England Mutual Life (promotion 
and attendance); Robert J. Walker, 
supervisor of field service, Mutual Life 
(printed program); Frederick J. Kief- 
ner, editor of publications, Provident 
Mutual (hotel arrangements); Jerome 


Leary, administrative assistant, 
Metropolitan Life inane). 
Canadian chairman is J. Ferguson, 


supervisor of publicity pare Life; act- 
ing as adviser to the general chairman 
has been H. G. Kenagy, vice president, 
Mutual Benefit Life, who was general 
chairman of last year’s annual meeting. 

Dr. Millicent C. McIntosh, dean of 
3arnard College, Columbia University, 
has consented to act as one of the 
panel of 18 judges of exhibits for LAA. 
Other members of the panel include 
Dr. Laurance F. Shaffer, Teachers 
College, Columbia University; Fred 
Rudge, president, Fred Rudge, Inc.; 
Martin W. Carrick, art director, Ketter 
linus Lithographic Manufacturing Co.; 
O. Alfred Dickman, advertising pro- 
duction manager, New York Herald 
Tribune; Horace H. Nahm, president, 
Hooven Letters, Inc. 





Blakley Buys Scranton Life 


Scranton Life has been sold to Wil- 
liam A. Blakley of Dallas, chairman of 
Guardian International and Girard Life. 
The deal involves close to $1,000,000. 
Scranton Life had at the end of 1949 
assets of $14,063,859 and insurance in 
force of $51,589,579. Robert Merriman 
is president of Scranton Life. 


Actuaries’ Program 


The following will be among speakers 
at annual meeting of Society of Actu- 
aries at Greenbrier Hotel, White Sul- 
phur Springs, November 9-11: R. A. 
Hohaus, Joseph Musher, Joseph C. 
Noback, Walter L. Grace, Cecil J. Nes- 
bitt, Preston C. Bassett, W. A. Poissant, 
Charles M. Sternhell, Walter G. Bower- 
man. Subjects to be discussed include 
war problems, underwriting, income dis- 
ability, sickness and_ hospitalization 
plans, pensions. F. J. McDiarmid, Lin- 
colin National, will preside at a forum 
on investment matters. 





RCSA 
ROY CLARK SERVICE AGENCY 


Personalized Credit Reports 
Long Island—Metropolitan N. Y. 


390 Hillside Ave., New Hyde Park, L. 1. 
Fieldstone 7-0047 








HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 
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Pension Conference Is 
Held in Pittsburgh 


FEATURE PROMINENT SPEAKERS 


Judd C. Benson, Dr. G. Rollin Collins, 
J. H. Ayres, Stefan Hansen, on 
Program of All-Day Session 


A National Pension Conference, fea- 
the 
industrial 


turing some of country’s leading 


authorities on relations and 
employe pension and benefit plans, was 
held on Thursday of last week in Pitts- 
burgh, the the 
Pittsburgh and National Associations of 
Life Underwriiers. 

Attending the conference were indus- 
trial and business executives, bankers, 
attorneys, educators, and labor leaders, 
who are concerned with economic and 
social developments closely related to 
life insurance, as it applies to employe 
relations and benefit plans. Chairman 
of the Pittsburgh committee was M. Jay 
Ream. 

Appearing on the morning session was 
Judd C. Benson, Cincinnati, immediate 
past president of the National Associa- 
tion of Life Underwriters and Dr. G. 
Rollin Collins, Dean of New York Uni- 
versity. J. H. Ayres, authority on pen- 
sion planning and staff supervisor of 
employment and insurance of Armco 
Steel Corp., Middletown, Ohio, opened 
the afternoon and spoke on 
“Two Roads to Retirement.” Closing 
speaker was Stefan Hansen, Group ac- 
tuary, Great-West Life, Winnipeg, who 
analyzed the risks involved in pension 
planning. Henry S. Stout, Dayton, 
chairman of the association’s committee 
on industry development and informa- 
tion, presided at the all-day session. 


under sponsorship of 


session 


Underlying Philosophy 


Mr. Benson, in his interpretation of 
the underlying philosophy of pensions, 
said that labor, industry and business 
jointly must make their choice between 
private industrial pensions, mutually 
agreeable to labor and management, and 
a greatly expanded system of Govern- 
ment Social Security which will be sub- 
ject to constant bickering, and the re- 
sults of which will be determined by the 
political and economic climate in which 
the system will thrive or wither. 

“It is the joint responsibility of labor 
and management,” Mr. Benson said, “to 
see to it that every worker understands 
the basic philosophy, including the hu- 
man and economic factors, upon which 
pensions are based and workers must be 
constantly aware of the part they must 
play to make a pension plan successful. 
After determining what portion of to- 
day’s wages shall be devoted to pen- 
sion benefits, the worker should clearly 
understand that only he and his fellow 
workers finally pay the bill for pensions. 
Unless pension plans are properly and 
adequately financed, the workers have 
no better guarantee than the future 
generosity of their employers or the fu- 
ture bargaining fortunes of their labor 
leaders.” 

Basic Factors 


Mr. Benson cited three basic factors 
upon which the future security of the 
worker finally rests. First the opportun- 
ity to work in a healthy economy so 
that his efforts will produce more than 
he consumes during his working years; 
second, that his thrift, necessary to 
provide the capital for a system of free 
enterprise, imposes upon him a_ high 
degree of personal responsibility for his 
own well-being and that of his family, 
and third, that the higher he pushes the 
wage level, the more he dilutes the effec- 
tive purchasing power of his savings 
which represent the stored up fruits of 
his past efforts. 

Mr. Benson called for clear thinking 
and courageous leadership on the part 
of industry whose timidity to assert 
their leadership to chart a safe and sane 
vehicle to carry the workers’ pension 
fortunes is, he felt, accentuated by a 
lack of understanding of the basic prin- 


ciples of pensions and the fact that well 
advised industrial pension plans will be 
overtaken or scuttled by a Government 
with socialistic aims. He said that in- 
dustry must accept his responsibility 
to manage and conserve its human re- 
sources as skillfully and efficiently as it 
manages its plants, raw materials and 
the distribution of its products. 


Economic Aspects of Pension Planning 


Dr. Collins, who discussed the 
nomic aspects of pension planning, said 
that there is only one sound way to 
build a bridge to our industrial and 
economic future that will bear our 
weight and that of our commitments as 
we advance, and that is by multiplying 
the production of and services 
and do away with public policies that 
seem to promise only an_ inflationary 
mark up of dollar figures. 

Dr. Collins told the Conference that 
the problem of governmentally manag- 
ing the economy in the interests of full 
employment has a very direct relation- 
ship to the problem of providing pur- 
chasing power for persons who live 
longer than they are able to work, how- 
ever that old age purchasing power may 
be provided, whether by governmental 
Social Security, by private pension 
plans, by accumulated individual  sav- 
ings, or by a combination of all three. 

The speaker highlighted four public 
policies that our governmental political 
economists have followed in implement- 
ing the philosophy of expansionism, as 
follows: 

1. A determination to emphasize pur- 
chasing power, first, last, and always. 
even at the expense of saving and of 
business investment, bv continuing sub- 
sidies and by expanding welfare pro- 
grams and adding to their number. 

2. A determination to gear wages 
rather directly to any rise in productiv- 
ity by passing out to the wage earner 
at once all the benefits of increased 
output per man hour irrespective of 


eco- 


goods 






— 





| Supervisor's Opportunity 


Vigorous agency seeks wide-awake, capable supervisor. Salary 
or commission unlimited, commensurate with production ability, 
Our own agents know of this ad. Your answer will be treated 
confidentially. Address Box 1975, The Eastern Underwriter, 4] 
Maiden Lane, New York 7, N. Y. 
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whether it might not be more beneficial 
for the general economic welfare to use 
a portion of our increases in produc- 
tivity to lower prices. 

3. A determination to 
rates at a very low level. 

4. A determination to offset any de- 
clines in business investment for plant 
and equipment by liberal credit, by 
making it easier for business enterprise 
to borrow, to substitute debt for what 
it really needs, name risk capital. 


hold 


interest 


Pension Scene Changed Rapidly 


Mr. Ayres, speaking on “Two Roads 
to Retirement,” said that we must con- 
sider pensions as in a changing rather 
than a final, static situation. “We should 
realize that the pension scene has 
changed rapidly within recent months 
and years,” he said, “and, undoubtedly, 
further changes will be effected. Even 
the somewhat violent reaction against 
contributory pension plans may reverse 
itself. Compulsory retirement which is 
much malignéd under present employ- 
ment demands may look quite different 
a few vears hence as jobs are not so 
plentiful.” 

Whatever pension plan is undertaken 
for the provision of retirement pension 
for employes, he pointed out the im- 
portance of each company making a 
definite effort to meet its financial re- 
sponsibilities under some sound method 





HE STRENGTH AND CHARACTER 
of the Sun Life Assurance Company 
of Canada reflect the approval of 
one and a half million 


policyholders the world over and the 


public confidence in the sound principles 


i 


HEAD OFFICE *e* SUN LIFE ASSURANCE 





of service on which 


the Company is founded 


COMPANY OF CANADA +» MONTREAL 







of funding. He suggested that the m 
complete way to fund pension liabilities | 
is through an insurance contract pro 
viding guaranteed benefits. He said that. 
while the public has been learning about” 
pensions in big doses, they have 9 
been learning about the plans which 
have been in the headlines of our news. 
papers and urged that an_ educational 
job is still needed to see that there jg 
a better understanding on the parts of 
both labor and management of the 
methods under which retirement income 
may be provided. Very few people, he 
said, have any idea of the amount of 
money necessary to provide pension in 
come. He urged that all should be very 
conscious of the one main objective of 





any business—that is its service to 
mankind. 
Risks Involved 
Mr. Hansen, analyzing the risks in. Joht 
volved in pension planning, said that the # genet 
hazard of uninsured pension plans in & Hartt 
industry is vastly greater than the haz. § ance 
ards of accident, fire, or early death, p the © 
He based his statement on the history § @se"“ 
and experience of many uninsured pen- F agenc 
sion plans and the application of simple — a5 4 
logic to an abundance of statistical evi- © '°r C 
dence available to life insurance com. © ater 
panies. dent's 
“The perilous venture into uninsured — ™0St 
pension plans in the past has been durin; 
taken, for the most part, without cal- § succes 
culating in the clearest way the risks ond | 
involved,” he said. “Actuaries today are § 'me @ 
much too conscious of the very great In 
risks involved in annuitant mortality to reliev 
advocate to employers that they substi- 28°" 
tute for the risk taking capacity and ex- time t 
perience of the insurance industry their 7 ‘Ut @ 
own ability for risk taking in a field the H 
so totally foreign to them.” tual. 
In the case of the insured pension He 
plan, Mr. Hansen pointed out that the BY | 
insurer is able and does give a guar- Insur 
antee of performance. Ae 
“One of the important hazards in pen- § ° th 
sion planning today,” Mr. Hansen said, North 
‘is longevity, and life insurance com- 7 The 
panies are studying this hazard very p shire 
carefully before assuming risks of a § 4! 
large volume of pension business at cur — “*Y ‘ 
rent rates. It is a well known fact that j tober 
men and women are living much longer 
these days and insurance companies © 
inust be sure to include this fact when i T. 
calculating the risk element.” Bp Th 
> point 
ee ) denti: 
E was | 
Insures Depositors hee 
Life Insurance Co. of Georgia has is- B ruth 
sued a Group contract to the Fulton Na F pit 
tional Bank of Atlanta to insure de pa 
positors for the difference between © Pew 
amounts deposited and amounts set a © if : 
savings goals in a “Life-Insured Savings Pacif 
” 
Plan. ovens 


The Bank intends to start accepting § i 









deposits under the plan November | MIL h 
Savings goals mav be set at $1,000, $500, actia 
$250, or $100 with monthly deposits o © pC 
$20, $10, $5, or $2 for 50 months plus oon 
a level premium insurance charge 0! 2 of th 
cents, 10 cents, five cents, or two cents §& 
Age limits are three months to 56 years 
Maximum total amount for any ind- § 
vidual is $1,000. ; P 
All transactions with depositors ate J. 
to be handled by the bank. Certificates Mut 
stating the insurance is carried wit Ager 
Life of Georgia will be issued each de FF 21 q 
positor with his savings pass book. The Mi 





conti 
her 

agen 
Office 





bank will pay monthly premiums to the 
insurance company on the amount ol 
insurance in force at the end of the 
month. 
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Appointed General Agent 
|” At Hartford for Berkshire 
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jective of 
TVICE to 
JOHN A. RAMSAY 
risks jn. @ John A. Ramsay has been appointed 
that the P general agent for Berkshire Life at 
plans jn @ Hartford. He entered the life insur- 
the hay. @ance business in 1931 and served in 
y death | the capacity of personal producer and 
> history agency supervisor with the Penn Mutual 
red pen- fp agency at Newark. In 1937 Mr, Ramsay 
f simple F Was appointed general agent at Newark 
ical evj. | for Connecticut Mutual. Within a_year 
ce com. (alter his appointment, he won the Presi- 
Pdent’s Award for having attained the 
ninsured | most outstanding organization record 
as heen @ during 1938. The following year he 
out cal. | succeeded in building his agency to sec- 
he risks @ ond place nationally in paid life vol- 
sday are | ume among his company’s 72 agencies. 
ry great In 1949 Mr. Ramsay requested to be 
tality to relieved of the pressure of general 
> substi. | agency work to enable him to devote his 
and ex. | time to personal production in Connecti- 
ry their @ cut as an associate general agent with 
a field @ the Hartford agency of Connecticut Mu- 
; tual, 
pension He has served as president and secre- 
hat the @ tary of the Northern New Jersey Life 
a guar- Insurance General Agents and Mana- 
gers Association, and also was president 
in pen- & of the Life Underwriters Association of 
en said, ' Northern New Jersey. 
e com | . lhe New Haven office of the Berk- 
-d_ very © Shire has been transferred to Hartford 
s of a) and is under the direction of Mr. Ram- 
at cure | SAV Who assumed his new duties Oc- 
rect that tober 1. 
. longer he, 
npanies © 
t when | T. A| CARRUTH APPOINTED 


| Thomas A. Carruth has been ap- 
© pointed assistant manager in The Pru- 
) dential’s Long Beach, Cal. agency, it 
» Was announced by Walter B. Furman, 
» CLU, agency manager. 
has is B A native of Helena, Ark., Mr. Car- 
on Na @ tUth attended public schools of that 









re de @ “lly and later studied at Santa Monica 
etween be and Long Beach city colleges. Prior to 
set as | J!ning Prudential, he represented other 
Savings Ie life insurance firms in the Mid-West, 
* & Pacific Coast and southern California 
cepting “TEAS. 
ber | An Air Force veteran of World War 
), $500, II, he is active in Long Beach veterans 
sits of  *tlvities. He is a member of the local 
s plus me /UMor chamber of commerce and is a 
. of 20 & Past member of the board of directors 
cents. @ °! that organization. 
years 
- indi- a 
ca gy MUTUAL AGENT DIES 
ficates HP Mutual 7 Goff, veteran member of Penn 
swith & Pesca Life's Giaus W. Diggs & Son 
ch de Be 2} ao Richmond, Va. died August 
. The mt a, ee of 81. | 
to the & Mkts st signed his first Penn Mutual 
nt of Ml he, act in 1901 and had been a mem- 
ot the 





Richmond 


His 


mi ; Penn Mutual's 
i for almost half a century. 
lice Was in Roanoke. 





»f the 








1951 CLU Institute 


The Institute Board of the American 
Society of Chartered Life Underwriters 
has announced that the 1951 CLU, In- 
stitute will again be held at the Univer- 
sity of Connecticut. The dates will be 
July 30 through August 10. 

Although plans had been made for the 
expansiom of the Institute to other parts 
of the country following its success at 
Connecticut the last five years, it was 
felt by the Board that present uncer- 


tain conditions made it expedient to con- 
fine the activities of the Society to one 


APPOINTS E. L. ARCHER 
North American Life announces the 


appointment of Edward L. Archer, 
M.A., as branch manager at Sudbury, 
Ontario. He succeeds J. O. Skilling, 
CLU, who will devote his full time to 
sales and service. 





Institute for at least another year. 

Participation in next summer’s Insti- 
tute will be limited, as in past years, to 
members of the Society. Leroy G. Stein- 
beck, executive manager of the Society, 
Philadelphia, is handling inquiries about 
the program, details of which will be 
announced later. 





HEAR WESLEY S. BAGBY 

“Korea’s Effect on Underwriting” was 
the subject of an address made recently 
by Wesley S. Bagby, Pacific Mutual 
Life, before the Life Insurance Mana- 
gers’ Association of Los Angeles. Mr. 
Bagby, who is manager of Pacific Mu- 
tual’s policy issue department and a 
Fellow of the Life Office Management 
Association, explained how life compa- 
nies are working to set up underwrit- 
ing rules which will discourage specu- 
lative, “war scare” buying, yet will not 
curb the field agent in his efforts to 
arrange adequate coverage for the appli- 
cant who may have a potential military 
hazard. 









































































(3) LIFE INSURANCE 









(4) MAKES GOOD SENSE 


This is the fifth in a series of advertisements on the peace-of-mind which 


comes with ownership of life insurance. Each one is presented as a serious 


tribute to every life underwriter in the business who is helping people 


to understand and to use life insurance to solve life’s financial problems. 


HomeE LIFE INSURANCE Co. 
256 Broadway, New York, N. Y. 


“4 Career Underwriters’ Company” 
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Stop Worrying About 
Headlines, Says Evans 


THAT’S NOT AGENTS’ CONCERN 





Colonial Life President Tells Field Men 
to Concentrate on Making People 
Insurance Conscious 

There never was a time in life insur- 
ance history when insurance has been 
so popular as at present President 
Richard B. Evans, of Colonial Life, told 


field men of that company at their 
convention in Niagara Falls, Ontario, 
on Friday of last week. This is not 


only because of the Korean war or fear 
that the Soviets may decide to invade 
Western Europe or take other action 
intensifying the international situation, 
but it is also based on the public’s be- 
lief in life insurance as the best medium 
for economic protection of the individ- 
ual and also the widespread confidence 
in life insurance performance. 

“Whether the fears of part of the 
population so greatly inflamed by pro- 
phecies of commentators and column- 
ists rest on a sound foundation or not— 
and Mr. Evans thought they did not— 
nothing can stop the growing life in- 
surance demand,” he said. 


The Small Policy 


A lot is being published about the 
great lines of life insurance and its 
affiliated coverages purchased by the 


big corporations, but he wanted to em- 
phasize that small policies are being 
purchased in greater quantities on indi- 
vidual lives. 

“We must never forget,” he said, 
“that the time for an agent to find a 
new client is when he encounters or is 
told of a young man who is starting 
an income-making career. That is when 
the prospect should become acquainted 
with insurance. That is when he should 
learn that insurance will protect him 
from that stage on and, therefore, is 
the time when he should begin formu- 
lation of insurance habits. It makes not 
much difference how small that policy 
may be, he will be happier in its owner- 
ship and happier, too, if when circum- 
stances improve he can increase it. A 
young married man is always serious 
when he contemplates future responsi- 
bilities or emergencies, but if he owns 
insurance he will have worrying 
to do. 

“And one of the functions of 
agent is to lighten worries. 
deaths occur or policies mature the 
prestige of the agent increases as he 
was the medium through whom insur- 
ance was purchased. As time goes on 
he becomes more important in the com- 
munity.” 


less 


the 
Later when 


Pay Less Attention to Headlines 


In Mr. Evans’ opinion insurance 
agents should avoid trying to follow 
war and other international situations 
from day to day headlines. If they do, 


their spirits will rise or fall, according 
to headlines. He pointed out that in 
the early days of the Korean war it 
looked as if the small American Army 
would be driven back into the sea. 
However, a few weeks went by and 
now victory is in sight, the North 
Koreans having been driven back of the 
38th parallel. “Attend to your own 
business,” he cautioned, “and let the 
State Department and the Army and 
Navy worry about matters so far from 
home.” 

Mr. Evans also discussed 
and the present purchasing 


inflation 
power of 














BARCLAY 
7-1070 





JOHN 








Colonial Life Agents 

Meet at Niagara Falls 
150 FIELD MEN IN ATTENDANCE 
Eldon B. Stevenson and Lewis W. S. 


Chapman Guest Speakers; Directors 
of Company Also at the Falls 





The Colonial Life ‘e East Orange, 
N.. 4. president of which is Richard 

Evans, held its 53rd annual conven- 
tion on October 4-6 at Hotel General 
Brock, Niagara Falls, Ontario, and pres- 
ent were more than 150 members of 
the field force. Among guests were a 
number of directors - the company. 
They included George meee presi- 
dent, Provident a pth for Savings. 
Jersey City; Duncan M. Findlay of 
Findlay-Noves Co., insurance affiliate of 
Charles F. Noyes Co., leading real es- 
tate firm in downtown New York; 
Richard D. Nelson, vice president, 
Equitable Securities Co.; George F. 
Perkins, vice president, Perkins, Squire 
& Co.; Paul Scheerer. president of 
Alderney Dairy Co.; William C. Hep- 
penheimer, vice president, Bailey, 
Dwyer & Co., investment brokerage 
concern; Mark A. Sullivan, Jersey City 
lawyer; and Frederick C. Vogt, chair- 
man of the board, Vogt Ice Cream Co. 


Stevenson and Chapman Guest Speakers 

Guest speakers were E ldon B. Steven- 
son, executive vice president, National 
Life and Accident Company of Nash- 
ville. Tenn., who spoke at the banquet 
in Niagara Falls, and Lewis W. S. 


Chapman, director of company rela- 
tions of Life Insurance Agency Man- 
agement Association. Both made in- 


spirational talks which went over big. 

Prior to the official opening of the 
convention a one-day seminar was held 
for Colonial’s branch -managers and 
home office personnel who are alumni 
of the School in Agency Management. 

Thursday morning’s business session 
was under the supervision of James G. 
Bruce, CLU, vice president and secre- 
tary. One of the highlights of this 
meeting was the demonstration of 
Colonial’s Life’s “House of Security 
Calculator.” This scientific device re- 
cently developed by the company is a 
method for calculating a _ prospect’s 
present life insurance estate and co- 
ordinating it with his future require- 
ments in a single operation. 

A luncheon in honor of the company’s 
National Quality Award winners was 
held. On Thursday afternoon members 
of the President’s Club, Colonial Life’s 
highest honor organization for agents, 
met with President Evans and it was 
followed by an informal reception for 
all attending the convention. On Fri- 
day—the last day—a breakfast meeting 
of the Clic Club, honor organization 
for field managers, was given in Hotel 
General Brock. That was followed by 
a business session, one feature of which 
was showing of a motion picture, “How 
to Make a Sales Presentation Stay 
Presented.” 
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your name. Messages and orders 
taken; mail forwarded. $5 per mo. 
Hudson Term. Bldg., 30 Church St. 
WO 2-4596 
A. L. WYNNE 











Bruce Urges Mastery 
Of Sales Techniques 


SEES HARM IN HIGH PRESSURE 


Colonial Executive Says Prospect 
Should Be Motivated by Clear, 


Logical Buying Reasons 


James G. Bruce, CLU, vice president 
and secretary, Colonial Life, in his talk 
to Colonial Life field men at Niagara 
Falls last week on conduct of salesmen 
said in part: 

“Tf you have the ambition to succeed 
in selling life insurance you should 
start training yourself to follow the 
procedures and methods that have been 
proven to be the conduct which pro- 
duces sales. Starting with prospecting, 
going into the approach and presenta- 
tion, advancing to the close, and com- 
pleting the circle by obtaining referred 


leads are all steps which have _ tech- 
niques which can be made a part of 
vou. Reading a book will not do it; 


wishing and dreaming certainly cannot 
do it, but practice is the thing which 
counts. Drill for skill makes the differ- 
ence.” 

Mr. Bruce warned against high pres- 
sure methods. In life insurance such 
salesmanship can do insidious damage. 
Aside from possible disappointment or 
bitterness over a sale made through 
fast or double talk to a reluctant buyer 
there is the economic waste caused by 
the high lapse ratio bound to ensue. 

“As selling life insurance is as fine a 
social service as there is in the world, 
it should not be sold except by straight, 
logical, inspiring motivation by which 
the prospect actually sells himself as 
the agent skillfully explains the need 
for protection against financial hard- 
ship whether life ends or continues,” 
he continued. 

During his address Mr. Bruce gave 
high praise to the book on life insurance 
salesmanship written by Frank Bettger, 
Philadelphia Agent. 





At times the situation may 
look depressing, especially when an 
agent meets a banker or lawyer or 
businessman wanting to talk about dol- 
lar valuation instead of needed insur- 
ance protection. Mr. Evans discussed 
dollar valuation at various times in our 
history. The situation is never a static 
one. While the nation is now on a 
spending spree naturally resulting in 
price increases, there is no assurance 


the dollar. 


that when the present demand for 
products and raw material diminishes 
that the purchasing power of the dollar 
will not grow. “In brief,” he said, “the 
situation in 1955 may be entirely differ- 
ent than it is today. Whatever happens, 
we know that our contracts of life 
insurance will be as good in 1955 as 
they are today, and the dollar valuation 
situation may well arrive at some satis- 
factory adjustment.” 





EQUITABLE Basis | °°" 
RENEWAL PURCHASE COMPANY “tes 

60 Cedar Street, New York 5, N. Y. BOwling Green 9-0109 
a Mi 
York 
WE SERVE AS YOUR OFFICE ACTUARIAL STUDENT |p): 
Our address and phones listed in as 


Large midwest life insurance company 
with sizable Group business, desire; 
the services of an Actuarial Student | 
25 to 35 years of age, who has passed | 
at least 4 examinations and who plans 
to continue for his Fellowship, ee 
lent opportunity for advancement j in | 
actuarial and administrative work, | 
Write Box 1969, The Eastern Under. | 
writer, 41 Maiden Lane, New York 7, | 
N. Y 





Home Life Field Assisi 











Pach Bros., N.Y. tion 

PAUL F. SAINT 1950 

agen 

> anno 

Home Life of New York has &@ Life’ 
nounced the appointment of Paul!) nine 
Saint, CLU, as an agency field assistat!y peric 


This new assignment follows succe 


ex 


sistant manager in the compi any’s Bos 
ton-Murphy agency. 






§ 32% 


perience as field underwriter and ®— (Jan 


Mr. Saint will wot 











out of the home office agency depat TI 
ment, assisting in various phases ey 
agency management and training of neve ee 
field personnel. Si : 

Mr. Saint joined the Boston agent re 
in 1945, was appointed assistant may) 
ger in 1947. His previous backgrowh} 4 


includes sales work and military servi 


OV 


He is a 


SALES PROMOTION SUPERVIS0 


cy 


Wi 


tion. 






captain in the infantry 


Cross graduate. 


erseasS aS a 


Holy 












Rex H. Anderson has joined the agt 
department of Great-West Life 
innipeg as supervisor of sales promiy 
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's Leading Producers Dined in 
n of Paid-for Increase of 
Nine Months of 1950 





Company § | 
Recognitio 
70% in 







25th anniversary 
Life of New 





In anticipation of its 
f:, May, 1952, the Eastern L 
York has set its goal tor $50,000,000 of 
fe insurance in force by that date. 
Initial announcement ot this objective 
at an agency dinner Thurs- 



















DENT 


€ company 
SS, desires 
al Student 
has passed 
who plans 
hip. Excel. 
cement jn 
ive work, 
rn Under. 
w York 7, 


was made 


\ 
i 
: 
i 


\ssistant | 


MURRAY APRIL 


day, October 5, at Hotel New Yorker, 
New York, and the slogan “$50 million 
in '52” was adopted. The company, 
which has made great strides in the 
past few years, now has $42 million in 
force and there was both determination 
and enthusiasm evidenced at the dinner 
that in the next 20 months the $50 mil- 
lion mark will have been realized. 

At the dinner leading general agents 
F and agents of the company were guests 
of the home office officials in recogni- 
tion of their outstanding production for 
© 1950 to date. Murray April, director of 
agencies, who served as_ toastmaster, 
announced the good news that Eastern 
Life’s paid-for business for the first 
nine months was 70% ahead of the same 
© period of 1949. This compares with a 

Successitis 32% production gain for the 1949 period 
er and *— (January to September 30) over 1948. 
any’s Bos 
t will wor 
cy depatt 
phases 
ing of ner 


Bros., N.Y. 


kK has ae 
f Paul Fg 
d assistat!) 


Louis Lipsky in Spotlight 


_ The dinner was a happy homecoming 
tor Louis Lipsky, president of the com- 
pany, who recently returned from a 
month’s trip abroad. He was one of 50 


on agent : P ice ‘ 
Prominent Jews from the United States 


ant mat 


vackgrou who visited Israel last month to obtain 
arv serie 'tSt-hand information as to its eco- 
‘infants "OMic problems. This group will meet 
in Washington, D. C., the latter part 

ot this month. 
) As the first speaker of the evening 
| Mr. Lipsky extended welcome to the 
ERVISOM Suests on behalf of the board of di- 
the ages TCtors. Although urged to do so he 
st Life @ did not go into detail on the results 


j 
f ot his Israel mission. However, Mr. 
§ April took the occasion to say that it 
Was a great tribute to Mr. Lipsky that 
his counsel and advice had been sought. 
Mr. April’s own remarks, sincere and 
® ‘0 the point, were indicative of his high 
lm ‘gard for the Eastern Life field organi- 
fm ZAtion. He pointed particularly to the 
fy CNtributions made in the company’s 
fm arly years by “the earnest group of 
Pioneers who tackled the difficult job 
ot establishing a new company in the 
Most competitive market in the United 
States.” 





si 






) ° = - 
- Proud of the company’s performance 
ni 199 Mr. April cited figures, com- 
piled by an independent source, to show 






that the Eastern Life ranks high on a 
comparative basis with 15 leading com- 
panies in (1) assets to liabilities— 
109.51%; (2) income to disbursements— 
204.82%; (3) liquidity—80.27%; (4) ac- 
tual to“expected mortality—31.94%; (5) 
Government and municipal bonds to ad- 
mitted assets—41.09%; (6) increase in 
assets—11.72%; (7) increase in surplus 
-38.12%, and (8) policyholders’ surplus 
to liabilities—9.51%. 


Recognition to Harry Yarin 





Recognition was also given to Harry 
Yarin, vice president and secretary of 
the company, for the yeoman job he has 
done in the past few years as invest- 











Life. In a 





ment officer of the Eastern 


brief talk Mr. Yarin touched on two 
highly significant addresses made re- 
cently: (1) that of Connecticut Com- 


missioner W. Ellery Allyn, NAIC presi- 
dent, on war clauses at the American 
Life Convention annual meeting, and 
(2) that of A. H. Johnson, vice presi- 
dent, J. Walter Thompson Co., who in 
speaking at the same meeting said that 
to provide the same degree of family 
protection now, as before the last war, 
calls for an immediate 60% increase in 
life insurance sales. Commissioner Al- 
lyn’s warning, he said, was that life 
insurance policies of tomorrow may 
contain a permanent war clause. This 













reflected the concern of life insurance 
companies over atomic bombings. 
Closing speakers were Col. Francis R. 
Stoddard, general counsel and one of 
the organizers of the company who 
was lauded by Mr. April for his fine 
job as toastmaster at the recent dinner 
in honor of Superintendent of Insurance 


Alfred J. Bohlinger and former Super- 
intendent Robert E. Dineen of New 
York, and Abraham Krumbein, vice 


president of the company, who demon- 
strated his high regard for life insur- 
ance both for business and family pro- 
tection. The evening closed with the 
showing of the Institute of Life Insur 
ance film, “For Some Must Watch.” 








"WELL, I'M CERTAINLY GLAD 
70 SEE YOU AGAIN!” 


This is the kind of relationship with our policy- 
holders that we want The Mutual Life’s Field 
Underwriters to cultivate. So we encourage 
such follow-up “service calls” by paying our 
Field Underwriters extra compensation for 


making them. 


These visits are primarily intended to offer 
our policyholders free professional counsel on 
family security problems. They are, of course, 
a natural extension of our INsuRED INCOME 
approach to life insurance selling—which is a 
visualization of the prospect’s needs. Since 
those needs inevitably change, so should the 


life insurance program. 






































One by-product of the service calls is the fre- 
quent development of repeat business among 
present policyholders. Take the case of the pol- 
icyholder who made the remark quoted above. 
Over the years, our Field Underwriter has been 


able to help him adapt his life insurance pro- 


gram to changing circumstances and responsi- 
bilities many times. 

Today, this client owns six times the amount 
of life insurance he had the first year of his 
marriage. He has become “many customers in 
one.” And he is a satisfied customer because— 


without having to request it—he has had 


continuing service. 


Our 2nd Century of Seruice 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 


eutvay 
s , 


BROADWAY AT 55TH STREET Fuounsd, WY Groom NEW YORK 19, NEW YORK 
Lond 
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C. H. “SmMoKey” KILLEN 
Freshman Nylic 
San Antonio, Texas 
Vice Chairman 
Advisory Board 


Epwarp J. Mintz, CLU 
First Degree Nylic 
Salinas, California 

Vice Chairman 
Advisory Board 















Epwin T. Gotpen, CLU 
Third Degree Nylic 
San Francisco, California 
President 









fae » ne 
Rosert A. Davies, CLU 
Third Degree Nylic 
San Francisco, California 
Vice Chairman 
Advisory Board 


Reep W. Brinton, CLU 
Second Degree Nylic 
Salt Lake City, Utah 

Vice Chairman 


Advisory Board 


——— 


NEW YORK LIFE is proud of the record of its 2,024 agents who 
are members of the 1950 Nylic production clubs. Club members must 
measure up to high standards in personal earnings and the quality of 
business produced, as well as in volume of paid-for production—they 


must be career life underwriters. 


During the 1950 Club year ending June 30, these agents had an 
average volume of more than $309,097 in life insurance placed with New 
York Life under Club rules. Of these, 265 qualified for the Top Club 
Council with an average volume of $687,649. In this select group are 
31 agents who qualified with $1,000,000 or more of business paid for with 
New York Life Insurance Company alone. 


Edwin T. Golden, CLU, of the Golden Gate Branch Office in San 
Francisco, won the highest honor open to the 5,000 agents of New York 
Life in all 48 States, Canada, Alaska and Hawaii. He is President of the 
Company’s 1950 Top Club. During the Club year he paid for 150 policies 
for $3,185,449 of new business under Club rules. For the past three 
successive years he has won second honors among the Company’s entire 
field force and has served as National Vice President of the Top Club. 
That record is outstanding in the 52 years since New York Life originated 


production clubs. 


New York Life is particularly proud of the records of the 1950 Top 
Club officers pictured on these pages. We salute and congratulate the 
entire membership of this year’s Nylic Clubs. 





National Vice President of the Top 
Club is Isidor Knopp, of the Madison 
Square Branch office in New York City. 
During the Club year he sold 74 poli- 
cies for $2.628.500 of life insurance 
in the New York Life under Club rules. 
In the single month of January, 1950, 
he paid for a total of $886,000, one 
of the best monthly records in the 
Company’s history. Mr. Knopp has 
represented New York Life since 1933 
and has maintained Top Club mem- 
bership since 1938. For the past three 
years he has been a member of the 
Top Club Council. He is a Third De- 
gree Nylic. 


New York Life Insurance Co., 51 Madison Avenue, New York 10, N. Y. 








Chairman of the Advisory Board of 
Directors of the Top Club for the fifth 
consecutive year is Harry A. McColl, 
of Colorado Springs, Colorado. The 
Advisory Board is comprised of for- 
mer Top Club Presidents who continue 
among the Company’s current produc- 
tion leaders. Mr. McColl has been a 
New York Life agent since 1926, a 
year after he was graduated from the 
University of Colorado. A member of 
the Top Club since 1933, he was its 
President in 1945 and has been Chair- 
main of the Advisory Board each year 
since. During the 1950 Club year his 
production under Club rules totalled 


$1,938,208. He is a Senior Nylic. 
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Fai Tells of Tax Bic coiee 


Chicago—Life insurance companies of 
the U. S. will pay $42,000,000 income tax 
this year on business of 1949 and will 
pay about $72,000,000 in 1951 under the 

Revenue Act of 1950 
passed by Congress and signed by the 
Alfred N. Guertin, actuary of 


provisions of the 


President, 


ALC, declared at the annual meeting 
last week. 
Mr. Guertin’s calculations show that 


if no new legislation had been enacted 
this life companies 
would had 
their 1949 business, as was the case for 
1947 and 1948, but they would have been 
taxed on 1950 business to the extent of 
$25,000,000.” 


Commenting on recent statements rel- 


year, insurance 


have no taxes to pay on 


“probably 


ative to the tax situation, Mr. Guertin 
said, “If we were the beneficiaries of 
‘loopholes’ and ‘exemptions’ as has been 


alleged, it is most unlikely that we 
would ever have become taxpayers un- 


der the old law again. What has hap- 
pened is that, as defined in the 1942 
law, taxable income was not received 
by the companies in sufficient amounts 
in 1947, 1948 and 1949 to produce taxes. 
Such income is now being received in 
sufficient amount that, even if the tax 
law had not been changed, we would 
resume our tax-paying status on the 


basis of 1950 business.” 

Since the revenue act of 1950 specifies 
a tax basis for 1949 and 1950, proposals 
will undoubtedly be made to Congress 


for the adoption of a new tax formula 
effective after this year. Mr. Guertin 
received a number of the proposals 
which have been made at various times 
for a permanent plan and stated that 
all these would be considered by the 
joint committee on income taxation of 
life insurance companies, composed of 
executives of member companies of the 
American Life Convention, Life Insur- 
ance Association of America, and Life 
Insurers Conference. A. J. McAndless, 
president of Lincoln National Life of 
Fort Wayne, is chairman of this com- 
mittee. 





Inflation on, Says Patrick 

Chicago — Further Government steps 
are urgently needed to prevent accel- 
erated inflation, R. B. Patrick told ALC 
last week. Financial vice president of 
the Bankers Life Co. of Des Moines, 
Mr. Patrick is this year’s ‘chairman of 
the convention’s Financial Section. 

“The American public is too well- 
heeled,” Mr. Patrick said, “to be deter- 
red from increasing its expenditures by 
the limited controls so far announced 
by the Federal Reserve Board or by 
the proposed tax bill. Also, it should be 
borne in mind that the public is well 
aware of the fact that those who held 
cash and bought bonds during the last 
war found their purchasing power sig- 
nificantly impaired. While the first steps 
of the board are in the right direction, 
one has to be cautious, based on the 
past, in forming an optimistic opinion 
about the board’s future course. 


“In my opinion, we need a vigorous 





AMERICAN LIFE CONVENTION MEETING AT 


CHICAGO MANAGERS LUNCHEON 


Lincoln, Adams and a Among 
Guests; Holgar J. Johnson 
Principal Speaker 


Chief speaker at the luncheon of Life 
Agency Managers of Chicago held at 
time of American Life Convention was 
Holgar J. Johnson, president, Institute 
of Life Insurance. He was introduced 
by Ferrel M. Bean, program manager of 
the general 
John Hancock. 


association and agent, 
In charge of the meet- 
ing was Hans A. Franke, general agent 
in Chicago of Ohio State Life. Among 
those in audience were Leroy A. Lincoln, 
president, Metropolitan Life; and Claris 
Adams, president of Ohio State Life; 
and John D. Moynahan, 
of NALU. 

In describing the work of the Insti- 
tute Mr. Johnson told of the cooperation 
of the insurance agents and their “grass 
roots work.” He said that while insur- 
ance executives can give leadership at 
the local level it is what happens at the 
local level that really determines the 
public’s attitude towards life insurance. 


new president 





anti-inflationary program immediately. 
In fact, if we do not have such a pro- 
gram, the next post-war period, when- 
ever it comes, will degenerate into an 
orgy of intense bidding for scarce con- 
sumer and capital goods as a result of 
an excessive money supply in the hands 
of individuals. Should this situation de- 
velop I am afraid our economy will be 
far, far along the inflationary road with 
little opportunity to turn back.” 


CHICAGO 


Associate Counsel Kastner 
Reviews Year’s Legislation 


life 


ed 


Chicago—The insurance implica. 
tions of legislation passed by Feder 
and state governments in 1950 were t¢. 
viewed before the American Life Cop. 
vention last week by Ralph H. Kastner, 
associate general counsel. Included wer 
the new 


summaries of social 


secu rity 


law, the new Federal tax law, Federal 
housing legislation and a number oj 
significant tax and other laws passe 


by the various states during the year. 
In his review, Mr. Kastner also 
touched upon significant litigation re. 
viewed by ALC during the year, Among 
these cases were 18 concerning war 
and aviation clauses and a number oj 
other cases concerning total and per. 
manent disability, unauthorized insurers 
taxation, death by accidental means and 
workmen’s compensation-unemployment 
compensation. 
None of 
health insurance made 
the year, Mr. Kastner reported, and he 
said he does not expect them to advance 
in 1950. He said that legislation Tevising 
national service life insurance is prob- 
able next year and that pressure for 
total and permanent disability benefits 


the Federal proposals on 


in social security are certain to con- 
tinue, and must again be resisted by 
the life insurance business. 


CELEBRATE ANNIVERSARIES 


G. Emerson Reilly, actuary, and Wil- 
liaam A, Howard, service 
Midland Mutual Life, have completed 
25 years and 30 years respectively, 
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ELL-BALANCED COMPANY 


"find the balance 


.«. determine accordingly” 


BENJAMIN FRANKLIN 


Consideration of all factors is 


fundamental in reaching a sound 


decision. In Life Insurance these 


factors include the company’s 


history, objectives, financial 


position, and policy provisions. 


A careful appraisal of Fidelity 


will indicate that 


Fidelity is a well-balanced company 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 




















THE MILLION 











sibility now his. 


Mr. Todd is representative of the high caliber life under- 
writers who are proud to be associated in Northwestern Mutual 
Life and who are playing so important a part in maintaining 
its reputation as one of America’s most progressive life insur- 


ance companies. 


WILLIS F. MCMARTIN, General Agent 
AND ASSOCIATES 


THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 
285 MADISON AVE., NEW YORK 17 
ORegon 9-5110 











Congratulations 
JOHN O. TODD, 


1951 Chairman 


DOLLAR ROUND 


With other Northwestern Mutual representatives we join 
in recognizing the honor which has been paid to John Todd. 
As Special Agent, Advanced Underwriter, Retirement Plan 
Specialist and, since March 1, 1944, General Agent of our 
company, his experience eminently qualifies him for the respon- 
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AMERICAN LIFE CONVENTION MEETING AT CHICAGO 





WEAKNESS OF THE SOVIETS 


‘al Halsey Tells ALC They Lack 
Steel Productivity and Their Trans- 
portation Is Not Good 


Admiral William F. Halsey, Jr., spoke 
pefore the American Life Convention 
on October 5 at the annual meeting in 
Chicago. Commenting on the interna- 
tional situation he said: “We all know 
about the Russians much advertised man 
> yme of us may not be too well 
about two of their weaknesses 
_lack of steel productivity and not too 
good transportation : It is reasonable 
to assume that their technical and pro- 
ductive ‘know how’ is below ours. 

“We should face things unafraid and 
steadfast. This should encourage the 
enslaved people of the world to a re- 
surgence of devotion to democratic prin- 
ciples. Their conquerors have fed them- 
selves lavishly at peoples expense, but 
they still continue hungry. They are 
out to conquer more of the world. We 
have said, ‘No.’ It is up to all decent 
freedom loving people to back that ‘No’ 
and make it stick. In my firm belief 
in our Government, in our ways of life, 
in the American people, I have no fear 
of the outcome.” 





A 


power. Sc 
informed 


Burgess Talks Off the Record 


The talk before ALC in Chicago last 
week of W. Randolph Burgess, chair- 
man, executive committee of National 
City Bank was off the record. Topic 
of his talk was financing the new de- 
fense effort here and in Western 
Europe. 

P. S. Burnett, vice president, Pacific 
Mutual Life, Los Angeles, spoke on 
outlook for mortgage loans, and James 
Coyne, Deputy Governor of Bank of 
Canada, addressed the meeting with a 
discussion of investing and economic 
developments. 








New ALC Directors 


George Avery White, president, 
State Mutual Life, has been elected to 
a three-year term as a director of 
American Life Convention, replacing 
the late Alexander T. Maclean, presi- 
dent, Massachusetts Mutual Life. H. P. 
E. Skoglund, president, North Ameri- 
can Life and Casualty, Minneapolis. 
was elected to a one-year term to fill 
unexpired term of Cecil Woods, elected 
president of ALC. S. J. Hay, immedi- 
ate past president, becomes a member 
of board of directors automatically. 





Some New Section Officers 


Malcolm C. Young, second vice presi- 
dent, John Hancock, was elected chair- 
man of the combination companies sec- 
tion of ALC at Chicago last week. 

tville E. Beal, vice president, Pru- 
dential, is now secretary. New officers 


of financial section are Willard N. Boy- 


en, vice president, Continental Assur- 
ance, chairman; Julian D. Anthony, 
President, Columbia National Life, vice 


| chairman; and Victor B. Gerard, man- 


ager of bond department, Common- 
Wealth Life, secretary. Other section 
omcers were published by The Eastern 


s Underwriter last week. 





ALC Hears Noted Canadian 


Bg his talk before ALC in Chicago 
ast week W. Frank Prendergast, as- 
'o the president of Imperial Oil, 
td., Said: 

Although Canada and the United 
Pee are each other’s best customers, 
ha Bd much of this trade is on a 

Nd-to-mouth basis under short term 
s.” He pointed out that 
countries could do a 


b ¢ iy. : 
: tome JOP tor their international cus- 
€rs 11 the border were “as free of 


arriers as it is of military 





Whipple Urges Fight on Inflation 


Chicago—Life insurance financial offi- 
cers cannot be expected to go against 
their policyholders’ interests and com- 
pensate for a basically faulty decision 
made by the monetary and fiscal au- 
thorities, Oliver M. Whipple, financial 
vice president of Mutual Life of -New 
York told the Convention here, Friday, 
last week. 

“Several years ago,” Whipple said, “a 
number of us believed that it was sheer 
the 
thorities to hold interest rates down in 


economic folly for monetary au- 


the face of rising inflationary pressures, 
and we said so. Our views were not ac- 
cepted. Since they were not, it was con- 
trary to common sense to expect us to 
refrain from maximizing the net return 
available for our policyholders, even 
though this entailed sales of lower- 
vielding government obligations to the 
Federal reserve. 


“Let us not,” Mr. Whipple declared, 
“make the mistake of 
softly again. Let’s really speak out loud 
to the Federal Government about infla- 
Let’s insist that non- 
expenditures be 


speaking too 


tion prevention. 
essential government 
curtailed, that the war effort be financed 
through taxation and savings to the full- 
est extent possible. Let’s insist that a 
much better job be done than in World 
War I or World War II. Let’s insist 
on these things and other orthodox pro- 
cedures for the sake of our policyhold- 
ers, our beneficiaries, and the validity 
of the dollars we invest in their behalf. 


“ 


But at the same time let’s urge that 


the Federal Government, particularly 
when it raises taxes, and if it utilizes 
direct controls, pay more attention to 


how production is increased and effi- 


ciencies realized. Let’s help to make it 





clear that this economy of ours can, if 
the accelerator is pushed down and the 
brakes taken off, so far outproduce our 
possible enemies in the world that no 
one would dare to attack us. There is 
no shadow of doubt that given a fair 
shake it can provide a standard of living 
and of satisfactions, spiritual as well as 
material, that would exceed any dreams, 
and be the ‘actions instead of words’ 
answer to any charms communist phil- 
osophy may seem to hold for the people 
of the world.” 

The atmosphere in which life insur- 
ance investment officers have been liv- 
ing since the end of World War II has 
contained a large mixture of contusion, 
obfuscation and just pure bunk, Mr. 
Whipple said. Among the charges lev- 
eled against their activities have been 
the charge that life insurance companies 
are “stagnant pools of capital,” he de- 
clared, which is contradicted by the fact 
that new life investments since the end 
of 1945 have been two and one-half 
times more than the amount by which 
total assets of life insurance companies 
have increased. 





founded. 


Social Security benefits. 











“Social Security?” 


There were no payroll deductions for Social Security back in 1875, when The Prudential opened 
its doors. It was to give the working man some degree of security that The Prudential was 


Today, survivors’ benefits under the Social Security laws help a lot. But they still aren't meant 
to provide more than a minimum standard of living for a widow and her family. That's why 
budget-minded prospects welcome Prudential's Temporary Income policy. It's decreasing Term 
insurance designed to provide income for from 15 to 50 years . . . ideal for supplementing 


Recommend the Temporary Income policy to your prospect. 


@ as a family income plan with no basic policy required, 
@ as a family income combination using an old or new policy of any company as a base, 
@ as a cost-cutting mortgage cancellation plan. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


HOME OFFICE 
NEWARK, N. J. 


WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 
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Lake George Sessions 


(Continued from Page 3) 
Social 
retirement 


In view of expanded Security 


benefits, he believes income 


insurance “creates” old age security by 
enabling people to provide a livable in- 
come on which to retire without work- 
ing, thus becoming eligible to collect so- 
cial security benefits which will supple- 
they have provided indi- 


ment what 


vidually. 
Treusch On Sales Promotion 

Joseph B. Treusch, advertising mana- 
ver, discussed “Sales Promotion—Your 
Partner In Building More Sales.” He 
urged agents to use regularly and sys- 
tematically the sales promotion ma- 
terial which the company prepares, say- 
ing that each piece of literature be- 
comes a Sales aid only when it is prop- 
erly used. 

To show the wide selection of sales 
tools available to help the agent increase 
his income, he referred to the approxi- 
mately 25 display exhibits of sales pro- 
motion material available to the agent 
upon request, literature covering all 
three phases of the business, including 
a variety of mailing pieces, proposal 
forms, sales demonstrators, interview- 
getters and other material. These dis- 
play exhibits were set up in the meet- 
ing room for all present to review. 
Among them was a specially hand-built 
model of the facade of a school to pro- 
mote interest in the field of Student’s 
Medical Expense insurance. Mr. Treusch 
also discussed direct mail in the agents’ 
pre-approach work. Playing up the use 





President Richard Rhodebeck making awards (top, left) to Nicholas V. Sichenze, while Joseph Treusch looks on and (right) 
to Julius Katz of Dascit Underwriters; (below, left) to Dalton C. Stapleton (Buffalo), and (right) Morris Weinberg (Brooklyn), 


made the presentation of awards to 
the company’s leaders. Three agency 
plaque awards were presented to: 
(1) Brainard & Black, Ltd. (Hawaii), 
for the largest paid life volume; (2) 
Keane & Warner, Inc. (New York), 


for the largest volume of new accident 
and health premium; and (3) Chapman- 
Stapleton Agency (Buffalo), for having 


Left to right (clockwise): Soo Bok Kim. Mr. and Mrs. James F. MacGrath, Jr., 
Robert J. Keane, whose agency received the A. & H. award, and George M. Selser. 


of the penny postcard as a direct mail 
device, he urged the agents to send pic- 
ture postcards directly from the hotel 
to ten “live” prospects back home, tell- 
ing them about the meeting and saying 
he would call on them upon his return 
to discuss something new that may help 
them. 

In the final talk of the morning ses- 
sion, James F. McGrath, Jr., general 
agent, discussed: “Know-How Sells 
3usiness Insurance,” in which he spoke 
of the need for learning the fundamen- 
tals and the philosophy of business in- 
surance and the importance of having a 
working knowledge of Buy and Sell 
Agreements and the capitalizing of life 
values. He stressed the importance of 
simplifving the sales presentation. He 
recommended asking for the medical ex- 
amination as soon as interest is devel- 
oped; working with the prospect’s bank 
as a means of bolstering the presenta- 
tion; and attending local Life Under- 
writers’ meetings to keep abreast of 
developments in this vast market. 

Presentation of Awards 

At the Centennial 3anquet that 

evening, Richard Rhodebeck, president, 


the largest number of qualifying agents. 
Individual agents’ awards were pre- 
sented to: Edward Y. H. Leong (Ha- 
waii), for the largest paid life volume; 
Nicholas V. Sichenze (New York), for 


the largest new commercial accident and 
health premium; and Robert E. Smith 
(Newark), for the largest number of 
applications. Other production awards 
went to agents who qualified for mem- 
bership in the company’s Ambassador 


Club which requires production of an 
application-a-week for 52 consecutive 
weeks: an award to Takao Yamauchi 


(Providence); J. L. Lewin, W. H. Lewin 
and N. V. Paone (Buffalo); and Rober 
A. Mendenhall and Donald H. Ruth 
(New York). An individual award was 
presented to Morris Weinberg (New 
York), in honor of being the oldest 
general agent in point of service, a 
to Harold A. Peters (Buffalo), as the 
newest agent who qualified for the 








Left to right (clockwise): Samuel Farber, Mrs. George M. Selser, Eugene Engel: 
hard, Sol Karnett, Edward Y. H. Leong and Mr. and Mrs. Carl Jacobson. 


(Hawaii); and Julius Katz (New York), 
who produced an application-a-week for 
almost eight consecutive years. Also the 
following who produced an app-a-week 
for over one year: Roy E. Eklund 





Left to right: Emanuel Dash, Richard Caldwell, and Julius Nocks. 
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5 suran 
meeting. Mr. Peters joined the com 30, w- 
pany in January of this year. B the cc 
Accident and Health Session ; _ 
Friday, September 29, was devoted 1 pars P 
accident and health insurance will the U 
Chairman Douglas J. Moe discussite§ ines 
“The U. S. Life’s Accident and Health that 
and Hospital Portfolio.” Mr. Moc olde 
pointed out how the company’s accidet! & under: 
and health portfolio placed them net ia 
the top in the competitive field. He from. 
cited such plans as the company’s wel: rate 
known Quality Series, the flexibility minist 
other individual plans, the introducti0! should 
in those states with compulsory sicknes dees 
plans of a new Extended Income Ride ing u 
to supplement compulsory coverage, tlt Group 
special plans for Professional Assoc },,.4 
tion Groups, and the variety of cove'i® rep... 
ages available to educational institution ye jy... 
for students. ie indivi 
Richard C. Caldwell, manager, Ne compa 
ark, in a talk entitled “Why Sell Aco yop). 
dent and Health Insurance” offett! chang: 
four reasons for selling it, saying (I) cial ex 
it is profitable, (2) It serves the public tie 
(3) It helps counteract the trend towaT Me cia. 


socialized medicine, and (4) It helps 
other lines of insurance. He discuss 
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average premiums, commissions, lapse 
: valsth life of an A. & H. policy, num- 
her of persons now insured, the public’s 
neec 
be sold, 
if, claims. 

Robert J. Keane, general agent, in a 
talk entitled “How To Get More Acci- 
dent and Health Business Issued In 


Less Time” discussed the importance of 


1 for protection, those eligible to 
and the value of paying A. & 


underwriting at the point of sale by the 
agent to save time-consuming investi- 
gations by the home office that result 

on im- 


from insufficient information 


properly prepared applications. He sug- 
gested the agent tell the home office 
jour things fully regarding an appli- 
cant’s medical history: What happened ? 
When? How severe was it? And how 
long did it last? This helps in policy 
issue and claim handling, he said. — 
Fred O. Becher, Jr., manager of the 
Group department and chairman of the 
fnal session on Saturday, September 
30, delivered the first talk entitled “Tn- 
troduction to Group Insurance” and out- 
lined briefly the history of the com- 
pany’s Group department and its com- 
plete portfolio of plans developed since 
its entry into the group business in 1941. 
He emphasized the importance to the 
agent and the company of good under- 
writing and explained what it consisted 
of. To help agents recognize Group 
prospects, he defined the types of 
groups that may be legally insured, in- 
cluding employer-employe, unions, wel- 
fare funds, and trade associations. 
William P. White, director of Group 
sales and service, spoke on “Prospect- 


Sing and Sale of Group Insurance,” say- 


ing that before effective prospecting can 










E pects, saying that 








eld. Heme co” cases known 


y's well: 
bility 0 : 
Fminish profits and that common sense 


h 
€presentatives and the company’s will- 
; 'ngness to be 
Individu 


take place, there must be a desire to 
sell. He listed four sources of pros- 
the agent’s contact 
must be a person in authority: (a) 
friends, relatives or acquaintances who 
are junior or senior executives in busi- 
ness today, (b) clients insured under 
State Disability Benefits laws, (c) indi- 
rect contacts through lawyers and cer- 
tied public accountants and (d) union 
contacts. He also brought to their at- 
tention the special service available to 
them through home office group repre- 
sentatives who are fully prepared to 
carry through with details. 

A summation of the activities of the 
three-day meeting was made by Execu- 
tive Vice President Moorhead who re- 
viewed the objectives of the meeting and 
showed how they had been achieved. A 
farewell luncheon attended by all guests 
officially closed the four-day conference. 


Director Anderson Talks 


On Group Life Insurance 
The final speaker on the Group in- 
surance program, Saturday, September 


FY, was Paul M. Anderson, a director of 
B the company. In a talk entitled: “Group 
| Horizons,” 


Mr. Anderson pointed out 
that _there were two horizons, namely, 
one for the agent or broker, and one for 


f the United States Life and the institu- 


tion of Group insurance. He suggested 
that agents should avoid asking for last- 


| Minute proposals and avoid “pressuring” 


underwriters with unnecessary problems 
not to be acceptable 
the beginning. He warned that 
rate competition may unnecessarily di- 


Irom 


should be used in the future. Mr. An- 
derson then pointed to the rapid build- 
Ps up of the U. S. Life’s extensive 
Toup portfolio and credited it to the 
ard work of agents and home office 


flexible in plan to suit the 
al employer's need. He urged all 
‘ompanies to keep awake to the new 
oe of labor and management, 
‘al £ economic needs, and new so- 
Hes gaa or we would be playing 
to the hands of those who want. so- 


Clalize , 
Cialized medicine and government insur- 
ance, 





Wertimer Agency’s 60th Anniversary 


Buffalo Agency of Prudential Started From Scratch; Sayre 
MacLeod and Julian S. Myrick Speak at Dinner 


The Sidney Wertimer agency of The 
Prudential in Buffalo is 60 years old and 
Manager Wertimer has been with the 
company 40 years. These anniversaries 
were celebrated at an agency dinner in 
Buffalo at Hotel Statler on Thursday 
last week. Toastmaster - was 
Holahan, Prudential’s regional 

Eastern Principal 


night of 
John J. 
manager, division. 
speakers were Sayre MacLeod, vice pres- 
ident in charge of Prudential Ordinary 
agencies; and Julian S. Myrick, chair- 
man, American College of Life Under- 
writers and former second vice president 
Mutual Life. Mr. Myrick is now New 
York head of the Hoover Commission 
which is doing such splendid work in 
creating nation-wide sentiment for Gov- 
ernment economies. Mr. Holahan, by 
the way, made his start in life insurance 
after being recruited for The Prudential 
by Sidney Wertimer and did fine work 
in the Wertimer agency before being 
transferred to the company’s agency di- 
vision. 

The speakers representing the agency 
were Laura M. Benham, its leader, who 
lives in Niagara Falls, and who recently 
returned from Washington, D. C., where 
she attended the Women’s Quarter Mil- 
lion Dollar Round Table annual meet- 
ing; Bernard Finton, William K. Thayer, 
youngest agent in point of service, and 
Senior Assistant Manager Daniel P. 
Sullivan who spoke for the staff. 

Among the dinner guests were Charles 
C. Fichtner, executive vice president, 
Buffalo Chamber of Commerce; Lewis 
C. Slesnick, manager of Prudential’s 
District No. 1 office, and appearing as 
representatives of all managers of the 
district agencies; Dr. Walter D. West- 
inghouse who represented the examiners; 
Ray C. Neal of the R. C. Neal Co., Inc., 
one of the agency’s largest policyhold- 





From Hawaii 


(Continued from Page 3) 
produced approximately $700,000 of busi- 
ness during the first eight months of 
this year. He is a member of the Ameri- 
can Chinese Civic Club, is married and 
has four children. 

Mr. Yamauchi joined the 
Black Agency in 1942 after previous 
sales experience in another field. He 
was an immediate success in life insur- 
ance, having qualified twice for the 
Million Dollar Round Table, won the 
National Quality Award for six consecu- 
tive vears, and been named leading 
agent for the company on three occa- 
sions. He also has a record of over 
400 weeks of consecutive weekly produc- 
tion which has made him a member of 
the company’s Ambassador Club for al- 
most eight successive years. His vol- 
ume of production for the first eight 
months of the year exceeds $500,000. 
Mr. Yamauchi devotes a great deal of 


Jrainard & 


time to civic affairs, especially the 
Parent Teachers Association of which 
he is Hawaii congress national head- 


quarters committee chairman and under 
whose sponsorship he broadcasts regu- 
larly over five radio stations. He is mar- 
ried and has four children. 

Among the awards presented at the 
meeting by Richard Rhodebeck, presi- 
dent of the company, was a handsome 
plaque to the Brainard & Black Agency 
as a whole for producing the largest 
paid life volume during the six months’ 
qualifying period from March 1 through 
August 31; another individual award 
went to Mr. Leong as the agent who 
produced the largest paid life volume 
during the period, and one to Mr. 
Yamauchi for his remarkable record of 
consecutive weekly production. 





ers; W. Merle Smith, Buffalo manager 
of the Mutual Life of New York and 
currently vice president of New York 
State Association of Life Underwriters; 
H. H. Williams, Buffalo manager of 
Prudential mortgage loan office; and 
Jeremiah Jenkins, editor of a business 
periodical which has wide influence in 
insurance. Mr. Slesnick is immediate 
past president of Buffalo Life Under- 
writers Association. 
History of the Agency 

The Wertimer agency was started by 
the late Henry Wertimer who was made 
general agent in Buffalo after having 
started in the business as an agent of 
The Prudential in Brooklyn and then 
being promoted to superintendent of the 
company in Buffalo. He died in Decem- 
ber, 1931. The agency started from 
scratch and at the present time has 
$40,000,000 of Ordinary and $30,000,000 of 
Group in force. In 1915 the agency 
became Henry Wertimer & Son, Sidney 
being taken into partnership. 

Sidney Wertimer, who is a CLU, was 
educated at Buffalo Grammar School, 
Lafayette High School and Wharton 
School of Finance and Insurance, Uni- 
versity of Pennsylvania. While still in 
college he was licensed as an agent and 
later became a special agent under his 
father in February, 1910. When his 
father died he became head of the agen- 
cy. During World War I he served 
in the United States Army in France 
with the 24th Air Squadron. He has been 
president of both the Buffalo Life Un- 
derwriters Association and the Buffalo 
Life Managers Association, and also has 
been active in National Association of 
Life Underwriters. He is a member 
of many clubs in Buffalo. 


Mr. Myrick’s Talk 


Mr. Myrick told the diners of the high 
esteem in which Mr. Wertimer is held 
by the life insurance fraternity. He also 
praised Buffalo as a city which was ori- 
ginally the home of a large number of 
men who became life insurance celebri- 
ties. Outstanding one is Leroy A. Lin- 
coln, president of Metropolitan Life, 
who was a young Buffalo lawyer when 
Superintendent of Insurance Jesse S. 
Phillips made him counsel of the New 
York State Insurance Department. Other 
prominent Buffalo men who rose to 
heights in life insurance included Robert 
Lynn Cox, who became manager of the 
old Association of Life Insurance Presi- 
dents before going to Metropolitan Life 
as vice president; Alfred Hurrell, who 
became vice president and general coun- 
sel of Prudential; Frederick H. Dunham, 
who became general counsel of Metro- 
politan Life; and George T. Wight who 
became manager of Association of Life 
Insurance Presidents. During his talk 
Mr. Myrick discussed the progress which 
has been made by the vigilant Hoover 
Committee some of whose recommenda- 
tions were adopted by the last Congress. 


MacLeod on Pru Decentralization 


In his talk Sayre MacLeod discussed 
decentralization operations of The Pru- 
dential which now has home offices in 
Newark, Los Angeles, Toronto and 
Houston. He said in part: 

“Under decentralization, over-all poli- 
cy, plans and objectives will be set as 
heretofore by the board of directors and 
executive management in Newark. Train- 
ing, research, sales promotion and allied 
services will continue to be developed 
in the home office, with their smaller 
units in the regional home offices adopt- 
ing and activating such plans in accord- 
ance with local circumstances. 

“Facilities for thorough collaboration 
and cooperation between the regional 
home offices and the Newark home office 
are being provided. As an example, Or- 
dinary agency committees representing 








Brokerage Supervisor Wanted 
Experienced brokerage supervisor in 
Metropolitan area required by large 


life insurance company. Established 
brokerage unit available. Salary plus 
over-ride. Box +1972, The Eastern 


Underwriter, 41 Maiden New 


York 7, N. Y. 


Lane, 














SIDNEY WERTIMER, CLU 


regional home offices and the Newark 
home office are being set up so that 
there can be a regular pooling of ideas, 
suggestions and plans for the develop- 
ment of a stronger and greatly enlarged 
Ordinary agencies organization for the 
company as a whole. 

“Within each region, decentralization 
will be closer contact for the field with 
its own regional home office. is will 
result in more helpful supervision and 
more frequent opportunities for discus- 
sion between field and regional home 
office representatives. It will also result 
in close contact with policyholders.” 

At the 7 talk Mr. 


conclusion of his 
Myrick sang his famous song 


hi 
iis 


ig, a feature 
of banquets in New York City for many 
years. It is called, “When Some One 
Like You; My Pals, Good and True.” 


+} 


The diners joined him in t 
Editor’s Talk 


Entertainment was provided by Editor 
Jeremiah Jenkins, Who gave a burlesque 
demonstration of how a speech for such 
an occasion should not be delivered. The 
speaker did this by adopting a discon- 
certing, hop, skip and jump style which 
put a strain on the audience and knocked 
out its concentration facilities; constant- 
ly changing the subject; starting stories 
but neglecting to finish them: discussing 
matters of irrelevance; getting the crowd 
upset by joshing a previous speaker who 
had won great favor with the audience; 
and sitting down without once mention- 
ing the host in whose honor the dinner 
was held. 


George W. Cheney 40 Years 
With Phoenix Mutual Life 


George W. Cheney, second vice presi- 


le song. 





dent and secretary, Phoenix Mutual 
Life, recently observed his fortieth 
anniversary with the company. After 
graduating from Yale University in 
1910, Mr. Cheney joined the home 
office staff of Phoenix Mutual. A mem- 


ber of the new business department, he 
was elected assistant secretary of 


company in 1930 and secretary in 1936 
He was advanced to second vice pres! 
dent and secretary in 1947. | tl 
past five vears Mr. Cheney is served 
as secretary of the Phoenix Mutual 
board of directors 

Mr. Cheney is president of the Home 
Office Life Underwriters Association, 1s 
a past president of the Yale Alumni 


1 


and a member 
Manches- 


Association of Hartf 
of the board of education in 
ter, Conn., where he resides. 
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L H “Tian? W Prudential Starts Its N. Y. Women Hear Huby 
e Th p 
awyers Tlost to jim ynne Southwest Home Office The League of Life Insira, | Ma 
Women met last week at the Wane ; ; 
~ . ay 
Sun Life of Canada’s Inspector of Taxation Toasted as GROUND BROKEN BY SHANKS pte ihr — bv an time th ia 
a m z : ae : » Sener fe H. 
Important International Figure Ultra modern Stracture of Houston Will agent, Mutual Benefit Life. Mr. tefl 
Seven States who discussed “Passing Through a Presid 
Tc > ” th ' 
One of the pleasant events in Chicago years at University of Wales after which etene Planning, : spoke on three . 
last week during the convention of he became a student at Metropolitan Houston, Oct. 7.—Carrol M. Shanks, phases, the semantic, the psychologic 
. ae eee anh xge College, St. Albans, where he was gradu- president of The Prudential, today and the philosophy of life ins 
American Life Convention was the testi- a, ae ‘ Urance = Mat 
a cas : ated with first honors and became a phroke ground here for the 18-story Mabel Cheatham, president of aS 
monial dinner at Edgewater Beach Hotel [United Kingdom gold medalist. oe : : ; I sided : _ OF the annive 
given in honor of “Jim” Wynne. His ee ' = ; building that will house the company’s .eague, presided at the meeting, Anton 
aE Sam —eving the college world he became pew Southwestern home office. ; Sat 
correct name is ( arey Griffith Morgan a _ CPA, _ Specializing in aya In Construction will begin immediately to 
Wynne, but that’s too long a monicker — ee < “ Sade i disastrous oy the ultramodern structure that  wiil ducers 
for use on this side of the St. Lawrence se edge snhaaagnoce a cic wcll 8.9 serve as Prudential’s headquarters for gather 
River. Members of the legal fraternity, > sac Sag ge j ttisers ue Merce py tem its transactions in Texas, Oklahoma, Hig 
: seen ara Ne eae te ee | ae sapitoees Lig ie ie he —} Louisiana, Missouri, Kansas, Mississippi ho | 
who were his hosts, give him credit as he was in an accident in a Welsh coal iat : : } wh 
; . 3 . . : and Arkansas. The skyscraper will be in 
being the sparkplug of the premium mine. He decided to come to the United Houston’s fast growing South End near or dur 
tax manual and the information at the States for a six months holiday which he i. “Shamrock Hotel and the Texas in Ju 
3 also thought would improve his health. Sudinat ¢ C leti ciate. sreset 
source manual. After being here for a time he went to Me = mer seg an etion is schec pres 
Among those on the dais were Bruce Montreal to appear before a medical uled for ear Spotciineyt vest, Thom 
E. Shepherd, manager, Life Insurance board. While in Montreal he joined the “The establishment of the office in ing of 
Association of America; Robert L. Hogg, Sun Life’s organization and has been Houston,” Mr. Shanks said, “is the Her 
executive vice president, ALC; John Mc- there ever since. He has almost a year result of three years of planning and o 
Govern, Mutual Benefit Life; Werner to go yet before his retirement. — a further step in Prudential’s program ine 
Haldeman, Penn Mutual Life; and A. A. : a to decentralize its operation, including accom 
Tousaw, Sun Life. Toastmaster was Also Authority on Bees top management. A Western home Club 3 
Orrin R. Brown, vice president, John Mr. Wynne is an authority on Maeter- office was established in Los Angeles . ———| F leader 
Hancock. Consensus of opinion of the  linck and can almost repeat verbatim last year and a Canadian head office ~, : yy = ‘a lives, 
speakers was that “Jim” Wynne has the text of the Belgian poet and novel- has been set up in Toronto. Our South- RS \\ \ atl 
been a hard, consistent, valuable, un-  jst’s “The Life Of a Bee.” “Jim” western home office will expedite our er ee 
selfish worker in cooperative legal Wynne goes in for bee keeping at investment program in seven South- s bury, 
activities of American and Canadian life his two acres home outside of Montreal, western states. Prudential executives in York, 
insurance. All gave testimony to his Some of his other hobbies are book- the heart of the area will have an ex- which 
fine character. binding, leather work and sculpture. cellent, first-hand opportunity to ob- “Spenc 
His Career serve and to pass on investments.” were 
Mr. Wynne was born in Cardigan- : Mr. Shanks spoke at a luncheon fol- | 
shire, Wales, where he attended private W,H. King Agcy.’s Big Sept. lowing the ground-breaking ceremonies, -~ 
school in Colwyn Bay; then spent two . attended by 50 of Houston’s top civic p The 
And 5th Milestone Observed and business leaders. Former Governor j Aneel 
The Wheeler H. King Agency of W. P. Hobby, president of the Houston ewe 
C. H. Schaaff Welcomed As New England Mutual Life in New os was a — hia Bient’s 
: : York marked its recent fifth anniver- COM), Mayor Oo ouston, extendec sion | 
New Agency Vice President sary by a combination sales meeting City’s welcome to Mr. Shanks. eRe 
Charles H. Schaff assumed his new’ and outing at the Tamarack Country George E. Potter, vice president of | The 
duties as agency vice president of Club, Greenwich, Conn. During Sep- Prudential, W. Jackson Letts, second the cli 
Massachusetts Mutual Life October 4, tember the full time associates of the vice president, and Gerald A. Eubank, Eyolum 
and received numerous welcoming and agency made an extra production effort special assistant to Mr. Shanks were ; In] 
congratulatory messages from company _ in recognition of the milestone with the other executives of the company present phies 
officials, field representatives, and local result that the month’s submitted busi- for the ground-breaking. “New” 
business leaders. ness was over $1,000,000. This repre- More than 1,000 persons will be em- III, t 
Prior to his present appointment, Mr. sented three times the submitted busi- ployed in the new office in Houston. pemerg 
Schaaff was general agent for the com- ness of September, 1949. Key personnel will be transferred from } 
pany in Rochester, N. Y. He will as- Two home office men—William C. Prudential’s home office in Newark, but is 
sist Vice President Chester O. Fischer Gentry, CLU, assistant director of a majority of employes will be de- The 
in the general administration of the agencies, and Merton Sayles, CLU, field  cruited from the Southwestern area. a 
agency department. assistant — conducted the morning’s Charles Fleetwood, Prudential vice 
The new agency vice president en- Sales meeting and staged a sample inter- president and Mr. Letts have been 
tered the life insurance field in 1931 as View on business insurance. Mr. Gen- named as top executives for the South- 
a Massachusetts Mutual representative try reviewed the growth of the King western home office. 
at Rochester, was appointed general Agency since its inception on Septem- 
agent at Syracuse in 1937, and returned ber 1, 1945, and commended its 5-year 
to Rochester in 1941 as general agent. production of $27% million. The session Payid D. Stowell, chief examiner in 
A Chartered Life Underwriter, he is a closed with the showing of two films— New York of New England Mutual; 
member of the Million Dollar Round a he Attitude That Gets Business and (2) low net—Harry Cammann; (3) 
able, and is a past president of the Overcoming Sales Resistance. kickers’ handicap—a tie with prizes go- 
Massachusetts Mutual General Agents Winners in the afternoon golf tourna- ing to Daniel Friedman and Louis D. 
Association. ment were (1) low gross (85)—Dr. Zeidler, Jr. 








The Curtains Are Always Open 


We don’t have to put on an act when we say our 
Accident and Health contracts are top billing. As 
an example, Accident Medical Expense provides in- 
creases in protection of 100% in the first five years. 
$500 becomes $1000 protection without increased 
cost. Class A premium for $500 basic is $15 an- 
nually. Riders? Yes. Features? Many. 
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hattan Life Holds 
“ Antonio Meeting 


iy, GINSBERG GETS 4 AWARDS 
‘ h s E. Lovejoy, Jr., Re- 

— a eene of Club Your at 

Anniversary Conference 





Manhattan Life will hold its 100th 
: cy conference at San 
Antonio, Texas, Monday, October 16 
re Saturday, October 21. Leading pro- 
ducers from all over the country will 
vather at Hotel Plaza, 

* High spot of the meeting for those 
who led in sales during the club year 
or during the President’s I rophy event 
in June, July and August, will be the 
presentation of awards by President 
Thomas E. Lovejoy, Jr., on the morn- 
ing of October 20. 
Henry Ginsberg, Ranni Agency, Mi- 
ami, Fla, will receive four for his 


anniversary agen 


F accomplishments during the Manhattan 
‘Club year, when he was first to qualify, 


‘leader in volume, combined volume and 
lives, and paid premiums. He paid for 
more than $1,000,000. T. Lucile Salis- 


‘bury, of Campbell & Demarest, New 
York, won the number of lives award 
F which she also won last year. Clarence 
= Spencer, general agent, Trenton, N. J., 


took top honors in general agents’ per- 
sonal volume. 

The Richard M. Grosten Agency, Los 
Angeles, won three company-sponsored 
awards, one in the Manhattan Club for 


greatest agency volume and two Presi- 


dent’s Trophies, for leadership in Divi- 


‘sion I and for greatest over-all produc- 
tion regardless of division. 


The Ranni Agency, New York, won 


‘the club award for largest paid premium 


volume. 
In Division II of the President’s Tro- 


iphies event, Campbell & Demarest, 


New York, placed first, and in Division 


PIII, the Kelley-Baum Agency, Detroit, 
emerged the winner. 


Conference Program 


The educational meetings which will 







































HENRY GINSBERG 


feature the Manhattan Life’s Agency 
Conference get under way on October 
18 with Vincent W. Edmondson, vice 
president, serving as chairman for the 
day. President Lovejoy will deliver 
the address of welcome. 

Chairman for the second day’s meet- 
ing will be Harry J. Nelson, superin- 
tendent of agencies, Midwest Division. 
H. O. Seale, Jr., recently appointed 
director of agencies, will serve as chair- 
man for the third and final morning 
meeting, on October 19. 

In addition to Messrs. Edmondson, 
Lovejoy, Nelson and Seale, those at- 
tending the conference from the home 
office are: J. P. Fordyce, chairman of 
the board; Elder A. Porter, vice presi- 
dent and chief actuary; Vincent. T. 
Shanley, field auditor; Wendell Buck, 
assistant to the president. 





LOAN FROM MUTUAL LIFE 

Prairie Petroleum Properties, Inc., has 
placed with Mutual Life of New York 
$3,100,000 of 4% 10-year mortgage notes, 
due in 1960. The Union Securities 
Corporation was the agent in the trans- 
action, 





New Executive Committee of MDRT 
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© new executive committee of the Million Dollar Round Table gets together 


T 
NAL ((llowing its election during the 1950 meeting in Atlantic City, September 29- 
c 









at 


ETTS 










hicago, 
outgoing 
tanding are William T. 


ctober 






3. Seated, left to right, are John O. Todd, Northwestern Mutual Life, 
new chairman; Theodore Widing, Provident Mutual Life, Philadelphia, 
chairman, and Walter N. Hiller, Penn Mutual, Chicago, vice chairman. 
Earls (left), Connecticut Mutual, Cincinnati, and G. Nolan 
Bearden (right), New England Mutual, Los Angeles. 
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NAIA RESOLUTIONS 
was when the National 
Agents 
a forthcoming year 





Time Associa- 


tion of Insurance declared its 


course of action tor 


adopted at the annual 
fall. 


tions of importance were passed at gen- 


In resolutions 


convention each Sometimes resolu- 


eral convention sessions with little or 
no debate; at other times arguments 
were hot and heavy on these proposals 
vhich often originated within the ex- 
ecutive conunittee and were passed on 


to the membership through a_resolu- 


This 
received recommendations for 


others 


lions committee. committee also, 
{ course, 
irom interested in 


NAI \ policy. 


week at Chicago the five 


resolutions 
shaping 
Last resolu- 


tions adopted, all non-controversial, il- 
clearly the practically complete 


NAIA 


pre yper to 


lustrate 


transition of policy-making from 


the convention the national 


board of state directors. The change has 


been good. The directors, one from each 


state, District of Columbia and Puerto 


with their alternates, re- 


the 
upon which their mem- 


Rico, together 


ceive recommendations from execu- 


tive committee 


bership is represented—from standing 
and special mmittees and from indi- 
viduals. 

These proposals’ affecting NAIA 
‘ourse of action are then generally 
studied closely and debated fully before 


veing ultimately accepted or rejected. 
While this is not always followed, it is 
the general order of procedure. Thus, 
vhen the directors have completed the 
genda of important subjects to be con- 
sidered, there is usually little left which 
equires action by convention § resolu- 


n, except in relatively few cases when 


the directors desire convention support 


some vital action of their own. 


It may be noted also that the directors 


the resolutions committee and 


constitute 


resolutions that go before the conven- 
tion have already received directors’ en- 
dorsement. This does not restrict any 
agent from proposing a resolution from 
he fl of the convention but during 
e last decade very fe resolutions 

] e come before the membership from 
the floor. Thus, under present methods 
peration, NAIA decisions are fairly 

é n to represent the will of the ma- 
ority of members and likelihood of 
rried, unstudied and possibly ill-timed 





tion is definitely reduced. 








ADMIRAL’S VIEW OF RUSSIA 

Ata commentators 
and columnists are throwing scares into 
American public by reckless obser- 
vations and prophecies about war possi- 
bilities it was refreshing to hear the 
speech delivered before American Life 
Convention last week by Admiral Wil- 
liam F. Halsey, Jr. 

Aiter discussing the tremendous as- 
sets and potential industrial power of 


time when radio 


the 


America’s intelligent free citizenry he 
stopped to make some comment on the 
We all the Rus- 
much advertised power, he 
said, but many Americans are not too 
well informed about two of their weak- 
nesses. Both of these would count 
heavily if they were to be a World War 
III, but would count in our favor. The 
principal weaknesses pointed out by the 
admiral lack of steel productivity 
and not too good transportation. It is 
also reasonable to assume, he continued, 
that the technical and 
the Soviet is below ours. 

America has held up the “Stop” sign 

Korea, and we must make sure that 
sign continues aloft, said the admiral. 
Continuing he made this statement: 

We are now or should be facing facts. 
We have held up the “Stop” sign. We 
must make sure it continues aloft. Let 
us face things unafraid and _ steadfast. 
This should encourage the enslaved 
people of the world to a resurgence of 
devotion to democratic principles. Their 
conquerors have fed themselves lavishly 
at the peoples expense, but they still 
continue hungry. They are out to con- 
quer more of the world. We have said 
“No.” It is up to you and me and all 
descent freedom loving people to back 
that “No” and make it stick. It entails 
many sacrifices. No matter how severe, 
any sacrifice is preferable to being a 
Russian slave. We are free American 
people, and with the help and by the 
Grace of God we shall so remain. The 
solution of the issue is squarely in front 
of us. On what we do, and what we 
say depends the outcome. In my firm 
belief in our Government, in our ways 
of life, in the American people, I have 
no fear of the outcome. The most won- 
derful thing in the world is the dignity 
of the individual man. We will keep 
this inherited gift sacred. 


Soviets. know about 


sians’ man 


are 


“know how” of 


D. G. Williams of the foreign accident 
department of London & Lancashire, 
chief administration, has been appointed 
assistant branch manager at Buenos 
Aires. 


Canadian subscriptions, 















DR. ROBERT L. WEAVER 

Dr. Robert L. Weaver, medical direc 
tor of Penn Mutual Life, is in Paris 
having been asked to collaborate with 
Dr. G. L. Dunnahoo, Chief Medical Di- 
rector of the Division of Foreign Quar- 
antine, U. S. Public Health Service. They 
are making an intensive one-month sur- 
vey of the medical examination pro- 
cedures followed in American Consulates 
in France, Germany and England. Aliens 
seeking entry into the United States 
are given medical examinations at 
American Consulates abroad in order to 
sift and weed out those who might be- 
come public charges here because of 
physical deficiencies. The inspection by 
Dr. Dunnahoo and Dr. Weaver exam- 
ining this country’s medical activities 
will take them into other European 
countries in addition to those in which 
they are to study our Consulates’ medi- 
cal techniques. In response to Dr. Dun- 
nahoo’s personal invitation Dr. Weaver 
will serve as consultant during the one- 
month survey. Dr. Weaver was formerly 
associated with Dr. Dunnahoo in U. S. 
Public Health Service. 


* * * 


Alfred J. Bohlinger, New York State 
Superintendent of Insurance, will be 
honor guest on October 30 at the annual 
dinner of the Brooklyn insurance divi- 
sion of the Federation of Jewish Philan- 
thropies. Affair will be held at the Bilt- 
more Banquet Halls, 2230 Church Ave- 
nue, Brooklyn. Louis Lehman is chair- 
man of the Brooklyn insurance division. 
Objective of the 1950 campaign of the 
Jewish Philanthropies is to raise $20,- 
000,000 to maintain its 116 medical and 
social welfare agencies in Greater New 
York. These agencies, including many 
hospitals and medical centers, serve al- 
most 500,000 persons annually on a non- 
sectarian basis. Tickets may be ordered 
from Alfred I. Jaffe, chairman of the 
dinner committee, and are payable to 
Emanuel Stein, treasurer. 


* * * 


Robert Z. Alexander, vice president 
and director, American Automobile In- 
surance Co., St. Louis, has been appoint- 
ed chairman of the 1951 St. Louis Red 
Cross fund campaign, according to an 
announcement by J. Garneau Weld, 
chairman of the St. Louis Chapter of 
the American Red Cross. Mr. Alex- 
ander, who is also an officer and director 
of the American Associated Cos., has 
been active in Red Cross campaigns for 
several years. In 1940, he was chairman 


of the downtown division. Mr. Weld 
heads the Charles L. Crane Agency Co. 
of St. Louis. 
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Dr. Solomon S. Huebner, president ¢' 
American College of Life Underwrite: 
and Professor of Insurance and Com 
merce at University of Pennsylvani: 
was given a reception and dinner in hi 
honor in Philadelphia October 10. 
took place at the Overbrook Countr 
Club, where colleagues gathered to pa 
tribute to the well-known educator, 

The reception and dinner in his hono 
was sponsored by the Philadelphia Chap- 
Chartered Life Underwriter = 
with Charles H. Smith, of Penn Mutu: 
president of the Philadelphia Chapter 
presiding. 


Among the guests were: Julian § 
Myrick of New York, chairman of th 
board of American College; Malcoli 


Adam, president Penn Mutual Life; VP 
Albert Linton, president Provident Mv 
tual Life; E. A. Roberts, president Fide: 
ity Mutuz al Life and Dr. David McCahat 
dean of the American College of Lit 
Underwriters. 
x * x 

James L. Richards, prominent Ne 
England industrialist who is a direct: 
and chairman of Massachusetts Bont 
ing’s executive and finance committee 
was honored to receive recently fro 
Carl S. Ell, president of Northea 
University, a presentation copy of t 
biography, ‘ ‘james Loring Richards, T 
Story of a New England Industrialis 
Written by William T. Cloney, Jr., ass 
ciate professor of English at Nort 
eastern, the biography was published 
the University in the conviction that th 
life and deeds of Mr. Richards as finat: 
cier, philanthropist and friend of Nort 
eastern would serve as an inspiration! 
generations of its students. 

x 





Roland A. Mangini, manager ot ! 
planning department, John Hz ancock, hi 
been loaned to the Army for two to fof 
weeks, at the request of the Adjutat 
General. During his tour of duty © 
W ashington, D. C., Colonel Mangini w! 
review administrative methods and pt 
cedures now used by the Army, S¢ 
gesting improved systems _whenele 
necessary. In World War II, he W@ 


awarded the Legion of Merit. 
* 4 






William L. Kleitz, president and 2° 
rector of the Guaranty Trust Co. ° 
New York, has been elected a mem 
of the board of directors and a memb é 
of the finance committee to the \" 
ginia Fire and Marine of Richmo 

x * Ok 

















Don Porter, agent for the John Hes 
cock Mutual Life in the North Pa! 
delphia District, has been elected se® 
tary of the Haverford Township Lio# 





























Oct 


-—=x 








































eR 


resident ( 


nderwritese 


and Con. 


‘nnsylvani 


nner in hi 


ber 10, 
k Countr 
red to pi 
ducator. 


1 his honor 
phia Chay- 


derwriter: 
nn Mutua 
a Chapter 


Julian | § 
ian of t 
Malcois 
| Life; \ 


ident Mv-§ 


lent Fide 
McCahar 
re of Lite 


nent Ne 


a director 


tts Boni: 
ymmittees 
ntly 


rtheaster 


yy of tit 
ards, T! 
istrialist 
Tr., ass0- 


t North-i 
lished b 


1 that t 
as finat- 
yf Nort!: 
ration t 


r of th 
cock, | 
o to tou! 








Adjutat! 
duty "§ 
1gini Wl 
and pr 
ny, sue 
vheneve’ 
he wom 


nd ace 
Co. (& 
memb¢’ 
membe 
he Vit 
chmot 

















October 13, 1950 


Page 21 














The International Marine 
Insurance Union 
The International Marine Insurance 
Union, which has successfully survived 
two major world wars, dates back to 
1874 when it was formed at a meeting 


in Germany a few years after the 
Franco-Prussian war, a boom period 
from which date several still existing 


German and Swedish marine insurance 
companies. The London in 
its September 15 edition prints a long 
lead story about the Union. 
For a period of 26 years 
was presided over by The Lange of Ber- 
lin. Today, there are from 
34 countries in the Union. 

Although there had 
exchange of views with the Institute of 
London Underwriters since the incep- 
tion of the Union and from 1893 
wards representatives of Lloyd’s 
guests at the annual meeting it was not 
until 1925 that British and French un- 


Review of 


the Union 
companies 


been a regular 


on- 
were 


became connected 
with the organization. That 
achieved through the untiring 
and enthusiasm of the late Alex Rinman 
of Gothenburg, Sweden, who was presi- 
dent of the Union from 1923 to 1937. 

The Review said: “The influence. of 
the Union had been greatly extended by 
the participation of delegates from the 
United States in the meetings from 1925 
onwards, and the organization continued 
to expand until the outbreak of war in 
1939 when 191 companies representing 
24 countries were associated with it. 
Previous to the appearance on the scene 
of British and French underwriters the 
regular meeting place had for some 
time been Baden-Baden. A new era 
began in 1926 when the meeting was 
held at Scheveningen, Holland. Later, 
there were meetings at Ostende, Vichy, 
Lido of Venice, Montreux, Switzerland, 
and London. The Union had up to the 
second World War a series of excellent 
general secretaries of whom the writer 
from personal meetings recalls Dr. Bru- 
ders, Miss Margareta Frenzl, who died 
so sadly in harness a few hours before 
the opening of the annual meeting at 
Montreux in 1933, her successor Frei- 
herr von Ritter, who also died shortly 
after having assumed office, and Hans 
Hoppenstadt. The Baden- Baden meet- 
ing scheduled for 1938 was canceled ow- 
ing to the Munich crisis and that of 
Aix-le-Bains was canceled in 1939 owing 
to the outbreak of the second World 
War.” The 1950 meeting is at East- 
bourne, England. 

he Japanese Fire and Marine Insur- 
ance Association has applied for mem- 
bership of the Union. The Review says: 

“We are hoping at an early date to 
give some information on insurance con- 
ditions in Japan. Meanwhile, we may 
mention that the authorities are willing 
lo place the necessary currency at dis- 


derwriters officially 
was 


energy 











posal of Japanese insurers to allow them 


to get that essential international 
spread commitments which prudence 
dictates. The currency required is not 


thought to be more than $500,000 per 
annum. However, as far as the treaties 
for 1950-51 are concerned these have 
largely been placed internally as owing 
to inflation outside reinsurance without 
reciprocity would mean higher expense 
ratios owing to the consequent loss of 
internal reciprocity. Some of the com- 
panies, however, are willing to take the 
long view and reinsure abroad without 
reciprocity, with a view to building up 
good will abroad by the quality of the 
business. Claims experience in general 
has been favorable although claims 
ratios are a little higher owing to some 
reduction in fire premuim rates.” 


* * * 


New School Brokerage Course 
Opened in September 

ration for the Insurance Brok- 
given under the auspices 
of the New School for Social Research 
is now in progress. The course, which 
is approved by the Insurance Depart- 
ment of the State of New York, will 
qualify students to take the December, 
1950, Insurance Broker’s License exam- 
ination. All classes are held at the Mc- 
Millen Institute, 347 Madison Avenue, 
New York City. Tuition for the com- 
plete course, including a specially pre- 
pared text, policy forms and specimens 
and other instructional material, is $50 
plus a $5 registration fee. A_ special 
brochure fully describing this course and 
two other insurance courses is available 
upon application to the New School, 66 
West 12th Street, or the McMillen In- 
stitute, 347 Madison Avenue. 


* * * 


Regist 
er’s Course 


Sports Publisher Comments on 
His Policies 
Some pretty sharp comments on insur- 
ance were made in the September issue of 
The Sporting Goods De aler by Publisher 
J. G. Taylor Spink who ts also general 


manager of the publication, but in view 
of its large circulation readers of this 
page might like to look over what Mr. 


Spink said. Spink’s outfit is an important 
one in the sporting world as it consists 
of a chain of papers and othe r publica- 
tions including The Sporting News, The 
Sporting News Record Book, The Base- 
ball Guide Dope Book and The All-Sports 
News. Spink’s caption on his comments 
was this: “It’s Good Policy to Check 
Your Insurance Policies.” Here is what 
he said: 

If you have not recently looked at 
your insurance policies, I suggest that 
you do so—and don’t walk, BUT run. 

For a number of years I have read 
advertisements asking, “Do you know 
whether you are amply protected by in- 
surance?” “Do you know what your in- 
surance specifies ?” 

I always had the comfortable 
that I was well protected. Like 
other people, who were kept busy pay- 


feeling 
a lot of 








ing their premiums as well as earning 
enough money to pay them, I figured 
my insurance would take care of any- 
thing that might arise. I dismissed it 
with no more thought than I would give 
to the safety of any train ‘or plane in 
which I was planning to take a trip. 

But, brother, did I find out otherwise! 

I learned that having a fire is only a 
start of your troubles. Trying to 
straighten out your insurance stretches 
out the grief. 

My home was hit by a fire early on 
the morning of March 23. It came so 
suddenly that I found myself trapped 
on the second floor and had to climb 
down a ladder from a second floor win- 
dow with the help of a fireman. 

After surveying the damage and try- 
ing to adjust yourself to the odor of 
smoke that hangs over the entire house 
for months, you call the insurance com- 
pany and report the blaze. 

You are told to make an itemized list 
of everything that was damaged, and set 
down the amounts. Then you go into 
a session with the adjusters, who ask 
one question after another. All this is 
inconvenience enough, but not unex- 
pected. It is what is known as standard 
procedure. 

However, my troubles started to mul- 
tiply when I found that one of the com- 
panies handling my insurance had just 
gone into the hands of receivers. 

Here is the clause you will find in 
your policy: “Pro rata liability. This 
company shall not be liable for a greater 
proportion of any loss than the amount 
hereby insured shall be to the whole 
insurance covering the property against 
the peril involved, whether collectible or 
not.” 

I thought I was fully covered against 
fire loss, but the two going companies 
under this provision shifted one-half of 
the loss to the company in receivership. 

How different when three fellows sign 
a note at the bank! The bank doesn’t 
care if one of the signers goes broke. 
The bank collects from the other two or 


even one. But not so with insurance 
companies! 
While I was still trying to recover 


from*the shock of this news, my insur- 
ance-man friend, who I had supposed 


was taking care of the full account, 
came up with the information there 
would be a “depreciation” of 20%. I 


only took out the policy in January! 

I used to wonder, when I phoned an 
insurance man at 4 o'clock in the after- 
noon, why I was usually told he had 
gone for the day. Then I heard about 
how many insurance men are expert 
golfers. Some of them, I see by the pa- 
pers, are even champions on the links. 
I frequently thought, “Ah, for the life 
of an insurance man.” 

There are many fine insurance men, 
of course. I’ve known some who are 
businesslike, thoroughly experienced and 
helpful to their clients. 

But just the same, I’d suggest you go 
to your safe, or your safe deposit vault, 
get your insurance policies. Then go to 
another insurance man, or to your law- 
yer, or your banker, and have them look 
over the policies. Maybe it will spare 
you a lot of trouble later. 

And don’t walk, but run. It 
later than you think. 


may be 


* * * 


The Late B. A. Glanvill 
One of the best known of Lloyd’s un- 
derwriters was Benjamin Andrew Glan- 
vill, joint founder and former chairman 
of Glanvill, Enthoven & Co., Ltd., who 
died at the age of 79 in September. At 
one time he was assistant marine under- 


writer of the Commercial Union. 
With F. V. Enthoven, he founded the 
firm of Glanvill, Enthoven & Co., in 


1902, being senior partner until the firm 
became a limited liability company in 
1938, when he became chairman. He 
held the office of chairman until 1946, 
when he retired from active business 
and from the board of Glanvill, Enthoven 


& Co., Ltd. A substitute at Lloyd’s since 
1899, he was elected an underwriting 
member in 1907 and underwrote marine 


risks under the agency of Glanvill, En- 


thoven & Co. Ltd., and non-marine 
risks under the agencies of Glanvill, 
Enthoven & Co., Ltd., Sir Stanley Au- 
bery and A. L. Sturge & Co. He was, 
from 1921, for many years a member: of 
the committee of Lloyd’s Benevolent 
Fund and, prior to that, of Lloyd’s Mu- 
tual Aid Society. He was president in 
1927-28 of the Corporation of Insurance 
3rokers. 

Mr. Glanvill had a great variety of 
interests and played a prominent part 
in local civic life. He was a councillor, 
alderman and twice mayor of Bromley, 
Kent, and represented Bromley on the 
Kent County Council. He was a Justice 
of the Peace and, in 1943, was High 
Sheriff of Kent. He was also interested 
in religious activities and in sport. He 
was one of the founders of the Amateur 
Football Association, of which he be- 
came~ president and, when the A.F.A. 
became associated with the Football As- 
sociation, he represented the A.F.A. on 
the council of the F.A. He had been a 
vice-president of the F.A. since 1943. He 
was also president of the Surrey County 
Cricket Club from 1939 to 1946 and a 


vice-president since that date. 


* * * 


Springfield Covered Wagon Awards 

An oil painting of “The Covered 
Wagon,” famous trade-mark of the 
Springfield Fire and Marine Insurance 
Co., awarded at the final general ses- 
sion of the National Association of In- 
surance Agents Convention in Chicago, 
was won by Lewie Lacy of Lacy Insur- 
ance Agency, Oklahoma City. 

The Springfield has been keeping a 
register of guests at its headquarters at 
NAIA conventions since 1933, when it 
instituted the custom of awarding an oil 
painting of its trade-mark to the lucky 
registrant whose name was drawn from 
its list of guests. 

The first agent to win the painting 
was C. H. Derrick, Ernest Townsend & 
Son Agency, LeRoy, N. Y. Among 
other winners have been Mrs. Persis 
Stebbins, wife of Raymond H. Stebbins, 
Cobb and Stebbins, Denver; Robert 
W. Thompson, Kirkpatrick-Thompson 
Agency, Dallas; and W. W. Steele, Jr., 
Canton, Ohio. 

* * * 


German Insurance Companies 

A Retuer news message from Bonn, 
Germany, says that German insurance 
companies will be allowed to cover in 
any currency any risks associated with 
the transport of exports or imports be- 
tween foreign countries and the West 
German Republic or the Western sec- 
tors of Berlin, according to a new AIl- 
lied High Commission law. It also al- 
lows German insurance and reinsurance 
companies to conclude reinsurance 
agreements with foreign companies in 
any currency and to insure the property 
of West German and West Berlin resi- 
dents while they are temporarily abroad. 

The law represents a considerable lib- 


eralization of the original Allied Con- 
trol Council law, which restricted Ger- 
man insurance companies operating in 


Germany and only in marks. Allied offi- 
cials stated it largely met a recent re- 
quest from the West German Chancel- 
lor, Herr Adenauer, for the repeal of 
all restrictions upon the operations of 
German insurance companies. 


* * * 


New Director Elected 

Horace C. Flamigan, board chairman of 
the Manufacturers Trust Co. of New 
York, has been elected to the board of 
directors of Excess Insurance Co. of 
America. James S. Kemper, chairman ot 
the executive committee, in making the 
announcement, indicated Mr. Flanigan’s 
prominence in banking, industrial and 
philanthropic affairs. Among ot! ! 
a director of New York Fire 
Co. 

The Excess Insurance Co. is the excess 
and reinsurance carrier for the Kemper 





Insurance 


Group of insurance companies which 
have combined assets of over $159,- 
000,000. 
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Mallalieu to Retire 
From National Board 


VINCENT TO BE GEN. MANAGER 





Change Effective on December 31, 1950; 
Both Long With Organization; 
Their Careers 





Wilbur E. Mallalieu, general manager, 
National Board of Fire Underwriters, 
for many years an outstanding figure in 
world of fire insurance, engineering and 
fire protection, will retire at the end of 





W. E. 


MALLALIEU 


the year. He will be succeeded by Lewis 
A. Vincent who has been assistant to 
the general manager since 1942. 

Mr. Mallalieu received his academic 
education at Hasbrouck Institute, Jersey 
City, Wilbraham Academy, Wilbraham, 
Mass., and Stevens Institute of Tech- 
nology. His first position was with 
Worthington Steam Pump Co., Brooklyn. 
In Spanish American War he was sent 
to Montauk Point, L. I., to install pump- 
ing engines for the water supply. After 
being a construction engineer, he joined 
National Board in December, 1900, start- 
ing as an electrical inspector. He be- 
came general manager in 1910. In both 
World Wars the work of National Board 
engineers under Mr. Mallalieu’s direc- 
tion was an outstanding achievement. He 
was formerly president of National Fire 
Protection Association. 


Mr. Vincent’s Career 


Mr. Vincent, a native of Meriden, 
Conn., attended Wesleyan University 
and was graduated from U. S. Military 
Academy. He joined National Board as 
an engineer in November, 1929; was 
assigned to Chicago office until Novem- 
ber, 1933, after which he was transferred 
to the general manager’s staff. In 1938 
he was made assistant secretary of Na- 
tional Board. In 1942 he became assistant 
to the general manager and since 1945 
has been in charge of the actuarial 
bureau. 


A. N. Butler’s New Post 


Albert N. Butler, Jr., has been ap- 
pointed manager of the New York office 
of Newhouse & Hawley, Inc., surplus 
and excess line underwriters. Mr. But- 
ler was formerly vice president and New 
York manager of George F. Brown & 
Sons. 


Exchange Inaugurates 
New Program Feature 


DONOVAN IS FIRST SPEAKER 





Standen Reports as Program Committee 
Chairman; Magrath, Moderator; All 
Writing Offices in Area Invited 





The New York Fire Insurance Exchange 
inaugurated a new feature at its meet- 
ing, October 11, when Francis J. Dono- 
van, assistant manager of the exchange, 
addressed an audience composed of 
members and all metropolitan writing 
offices located in exchange territory. Mr. 
Donovan’s subject was: “A Review of 
Recent Changes in the General Rules, 
Clauses and Forms, Rating Rules and 
Rating Organization Operations.” 

At the June meeting, the exchange 
membership approved appointment of a 
program committee to be charged with 
the responsibility of formulating a com- 
prehensive and interesting program for 
presentation to the membership and 
guests and Harry B. Standen, who was 
appointed chairman of the new commit- 
tee, submitted his first report at this 
week’s meeting and introduced Mr. 
Donovan. 

Magrath Is Moderator 

Joseph J. Magrath, secretary, Federal 
Insurance Co., vice president of the 
exchange, acted as moderator of the 
meeting which included an open forum— 
a question and answer period in which 
all present were invited to participate. 

Officers of the exchange included all 
writing offices in the territory in ad- 
dition to the exchange members because 
they felt that the meeting which was 
devoted to pertinent subjects affecting 
rating and underwriting in the whole 
metropolitan was one at which all writ- 
ing offices would want to be represented. 





New Home Directors 

Election of three new directors of 
the Home Insurance Co. to succeed 
directors recently deceased is announced 
by Harold V. Smith, president. 

The new directors are Henry C. Von 
Elm, president of the Manufacturers 
Trust Co., who succeeds the late Har- 
vey D. Gibson; Maj. Gen. John M. 
Franklin, president of the United States 
Lines, who succeeds the late Charles G. 
Meyer, and Lou R. Crandall, president 
of the George A. Fuller Co., who suc- 
ceeds the late Edwin A. Bayles. 


REDUCES COOK COUNTY RATES 


North America Cos. File Deviations 
Extending Reductions; Change Dwell- 
ing Saving From 10% to 15% 


A further reduction in fire insurance 
rates for Cook Co., Ill., has been an- 
nounced by Insurance Co. of North 
America and its affiliate, Philadelphia 
Fire & Marine Insurance Co. These 
companies, filed “deviations” from 
standard rates in Cook Co. in 1947 and 
have been allowing 10% lower rates on 
dwellings, and 15% on certain other 
kinds of property since that time. 

Due to favorable experience for the 
past three years, the companies applied 
to the Director of the Illinois Insurance 
Department for an extension in the 
number of classes to which the reduc- 
tion should apply and have changed 
the percentage of reduction applying to 
dwellings to 15%. The Director ap- 
proved the filing effective October 9 
and the companies have notified their 
agents and brokers accordingly. 

In addition to the greater saving on 
dwellings, the reduction affects food 
and food products manufacturing plants, 
theatres and sprinklered non-manufac- 
turing properties, not heretofore in- 
cluded in the classes for which reduc- 
tions were available. 





HOME PROMOTES I. M. HUGHES 


Makes Him Manager at Oklahoma City; 
Mugg Is State Agent; Also Makes 
Changes in Georgia Field 

I. M. Hughes, state agent for Home 
Insurance Co. in charge of its Okla- 
homa City office, has been promoted to 


manager. R. E. L. Mugg, formerly 
associate state agent, has been pro- 
moted to state agent, both changes 


effective immediately. 

The Home also announces the trans- 
fer of Special Agent E. S. Fertsch from 
its Atlanta office to Savannah, Ga. Mr. 
Fertsch will make his headquarters at 
409 Liberty National Bank and Trust 
Company Building, Savannah. 

D. Robert Marsden, trainee at the 
company’s Atlanta office, has been pro- 
moted to special agent with headquar- 
ters at Atlanta. Mr. Marsden will serve 
under the supervision of Managers 
Ramspeck and Willcoxon. 





CHEEK CALLS AUTO HEARING 

Commissioner of Insurance Waldo C. 
Cheek of North Carolina announces 
that a public hearing will be held Oc- 
tober 31 to consider proposed changes 
in automobile (physical damage) in- 
surance rates as filed by the North 
Carolina Fire Insurance Rating Bureau 
on October 4. The proposed changes 
contemplate an overall reduction of 
about $2,005,800 in the cost of this type 
of insurance. The proposed changes 
are to apply to private passenger and 
local haul commercial automobiles only. 
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Cary W. Jones, 74, Dies 
In Kansas City Hospital] 


WAS A WELL-KNOWN CITIZEN 


Executive Vice President, R. B. Jong 
& Sons, Was Also Treasurer of 
Kansas City Fire & Marine 


Cary W. Jones, 74, executive vice 
president, treasurer and co-founder of 
the agency of R. B. Jones and Sons 
Kansas City, Inc. died October 1 is 
Kansas City. He had been ill in the 





CARY W. JONES 


hospital there since September 19 from 
a heart ailment. 

Mr. Jones was also treasurer and one 
of the original corporators of the Kan- 
sas City Fire & Marine Insurance Co, 
His wife, Mrs. Bertha Mayer Jones, 
died suddenly about ten days before, 
also a victim of heart disease. 

3orn in Covington, Ky., Mr. Jones 
began his insurance career as a boy of 
18 when he joined with his father, the 
late Richard B. Jones, who had five 
years earlier entered the local agency 
business in Kansas City. In 1931 when 
R. B. Jones & Sons had reached a 
dominant position in the central west 
area it was incorporated and Cary 
Jones became its first treasurer. Still 
later he also assumed the title execu- 
tive vice president. Meanwhile. his three 
brothers had entered into the family 
business, as the agency was operated 
in its early days; Cliff C. Jones becom- 
ing president, Morton T. Jones chair- 
man of the board and R. Bryson Jones 
chairman of the executive committee. 


Contributed to City’s Growth 

In the founding days of Kansas City, 
Mr. Jones was an active member of 
the Commercial Club, forerunner of 
the present-day Chamber of Commerce, 
and contributed greatly to the growth 
of Kansas City. In addition to his busi- 
ness and civic duties, he was an ardent 
hunter. He was a member of various 
hunting organizations and on the walls 
of his office were photographs and 
newspaper clippings indicating his suc- 
cess at his hobby. 

In addition to his three brothers, 
Mr. Jones leaves three sons, Richard 
B. Jones of Balboa Island, Cal., Mor- 





ton T. Jones and Cary W. Jones, Jr, 
of Kansas City, both directors of R. B. 
Jones and Sons, Inc.; two sisters, both 
of Kansas City, and four grandchildren. 
_ Funeral services were held October 3 
in Kansas City. 





Bray Heads Atlanta Agents 


C. Sims Bray, Jr, of Lipscomb-Ellis 
Company, has been elected president of 
the Atlanta (Ga.) Association of Insur- 
ance Agents. He succeeds Dan Sutter, 
of Adams-Cates Company. Cobb Tor- 
rance was elected vice president. 

New members of the executive com- 
mittee are Travis Johnson, Hank Wilson 
and Mr. Sutter. Holdover members are 
William G. Mitchell, Joseph M. Fam- 
brough and Frank Ridley. 


‘ 
a 















Octo 


Th 
Asso 
Chic: 
class 
ering 
gram 
dive 
of 1 
forut 
of g 
sessi 
wom 
varie 
tere! 
sales 
advi 
clini 

5c 
grat 
to < 

And 
mor 
tion 
tion: 
met 
cour 
neal 
by | 
ager 
adic 
ing 
sit 
clin 





3, 1959 


—=>= 

Dies 
Spital 
ITIZEN 


s. Jones 
ar of 
2 


Ve vice 
nder of 
d Sons, 
ro in 
In the 





) from 
nd one : 
» Kan- 
ce Co, 
Jones, 
efore, 


Jones 
oy of 
‘r, the 
d five 
gency 
when 
hed a 
west 





Cary 
— Still 
‘XeCU- 
three 
‘amily 
rated ff 
com- f 
chair- J 
Jones 

Littee, 


1 
City, 
er of 
or of 
1erce, 
owth 
busi- 
rdent 
rious 
walls 

and 

suc- bh 





hers, 
hard 
Mor- 
, Je 
t. B. 
both 
lren. 
yer 3 


























THE EASTERN UNDERWRITER—LOCAL AGENTS’ CONVENTION 





13, 1950 


October 


Page 23 





————— 


— 


NAIA Convention Gets High Rating 


Well Diversified Program Commended by More Than 1,700 Men and Women at Chicago; 


Sales Forums Vie With Directors’ Debates on Commissions and 


The 1950 convention of the National 
Association of Insurance Agents at 
Chicago last week can definitely be 
classified as one of the top-notch gath- 
erings of local agents. fi he ov er-all pro- 
eram was excellent in quality, well 
diversified with intelligent discussions 


of major problems, sales and_ safety 
forums, regional meetings and_ plenty 


of good fellowship in between business 
sessions. The more than 1,700 men and 
women who registered had a _wide 
variety of subjects to engage their in- 
terest and those who sought to improve 
sales opportunities were offered fine 
advice at the NATA workshop and sales 
clinic sessions. 

Both these forums were held in the 
erand ballroom of the Stevens in order 
to accommodate the large attendance. 
And the sales clinic last Wednesday 
morning drew heavily despite competi- 
tion from an open session of the na- 
tional board of state directors, which 
met at the same hours and which, of 
course, not only was attended by the 
nearly 100 directors and alternates but 
by also a fairly large “third house” of 
agents. This session of the directors did 
adjourn during the middle of the morn- 
ing in order to permit those present to 


sit in on the latter half of the sales 
clinic. 

Sales Forums 
This clinic had as speakers [Iemil L. 
Lederer, Chicago, and Elmer C. Ander- 


son, assistant secretary of the Surety 
Association of America, as participants 
in discussion of dishonesty insurance; 
Austin T. Flett, Chicago, assisted by 
John T. Even, assistant manager of the 
Fireman’s Fund Group at Chicago on 
meeting mutual competition, and Dr. 
Laurence J. Ackerman, dean of the 
School of Business Administration, Uni- 
versity of Connecticut, on the value of 
proper allotment of time in sales de- 
velopment. 

The workshop session last Tuesday 
morning was devoted to an agency cost 
survey by William B. Glassick, chair- 
man, NATA agency management com- 
mittee, assisted by J. Huell Briscoe, 
Chicago cost accountant; to discussion 
of a comprehensive householder’s policy 
and simplified policy forms by Arthur 
M. O'Connell, chairman, NATA property 
Insurance committee, assisted by Mau- 
tice J. Hartson, New Orleans, and two 
Pretty young ladies, and an up-to-date 
treatise on fire legal liability by Robert 
M. Babbitt, Jr., CPCU, Chicago. 


NAIA Leaders 


Leadership of the National Associa- 
tion during the last year under Presi- 
dent O. Shaw Johnson and Vice Presi- 
dent Melvin J. Miller—who was elevated 
to the presidency last week—was strong. 
Mr. Johnson is able, firm, learned in 
association work. He kept directors’ 
and convention sessions moving along 
In lively fashion and had full knowledge 
of all the many activities in which the 
NAIA is presently engaged. For the 
last month before the convention Presi- 
dent Johnson, accompanied by Mrs. 
Johnson, was making a tour of the 
northwest, addressing many state con- 
Yentions of local agents and not even 


Other Current Problems for Agents’ Interest 


By Epwin N. EacgEr 


having time to return to his home at 
Clarksdale, Miss., before the Chicago 
meeting. At the annual banquet the 
night before the convention closed the 
association presented Mr. and Mrs. 
Johnson with a _ beautiful silver can- 
delabra and platter as a token of appre- 
ciation of years of service for the NAIA. 

Mr. Miller, the new president, is a 
worthy successor to Mr. Johnson. He 
is what may be loosely termed “typically 


Texan,” rather quiet and not a fast 
talker, possibly less incisive than Mr. 
Johnson, but fully capable of deter- 


mined action when he moves. Mr. Mil- 
ler was elected vice president a year 
ago in a hot three-cornered race be- 
tween himself, J. F. Van Vechten of 
Ohio and Walter M. Sheldon of Chi- 
cago. Mr. Miller was supported basically 


New Members of Administration Are 


by the small town and rural agents; 
Mr. Sheldon was candidate of metro- 
politan producers and others who looked 
for a leader from a large city, and Mr. 
Van Vechten had general support. 

Last week Mr. Van Vechten was 
elected vice president by an overwhelm- 
ing majority. He is a veteran agent, 
dignified and learned, who has accepted 
his new honor and responsibilities with 
the thought that service to the National 
Association is a duty owed by success- 
ful producers who can afford to render 
such services. Mr. Van Vechten played 
a leading role in bringing the Ohio 
Association back into NAIA ranks a 
few years ago and fully deserves elec- 
tion to his present post. 

The NAIA board of directors broke 
a tradition when they nominated him, 


Experienced in Association Work 





MELVIN J. MILLER 


As announced last week, Melvin J. 
Miller, Fort Worth, Texas, was elected 
president of the National Association of 
Insurance Agents at the annual meeting 
in Chicago last week, while the board of 
directors reelected Dana J. Lowd, 
Northampton, Mass., as a member of 
the executive committee and elected 
Charles A. Dawson, Fargo, N. D., as a 
new member. These men are all well 
known in the local agency field and are 
all experienced in organization work. 

Mr. Miller is the second Texan to 
serve as president of the association, the 
other one having been the late F. W. 
Offenhauser of Texarkana, who was 
president in 1907-1908. A number of 
Texans have served on the executive 
committee. If precedent is followed and 
Mr. Van Vechten becomes president 


JAMES F. VAN VECHTEN 


next year, he will be the third Ohio 
president, the others having been the 
late Thomas H. Geer, Cleveland, 1907- 
1908; and A. W. Neale, also of Cleve- 
land, 1910-1911. 

Melvin J. Miller’s Career 

Mr. Miller, a native Texan, has been 
in the local agency business for 35 
vears. He is principal owner of the 
Fort Worth agency of Dubose, Rutledge 
& Miller. A graduate of Texas A. & 
M. College in civil engineering, his first 
insurance experience was in fire rating 
bureau work, following which he en- 
tered the local agency field. He joined 
his present firm in 1919. 

Mr. Miller first joined the NAIA ex- 
ecutive committee in 1947 and was re- 
appointed in 1948. Last year, when there 

(Continued on Page 41) 


for Mr. Van Vechten was not this year 
on the executive committee from the 
ranks of which vice presidential nomi- 
nees come generally. However, it must 
be recalled that Mr. Van Vechten 
served on the executive body for sev- 
eral years up to a year ago, and all 
during the last year had been men- 
tioned often as a likely successor to 
Mr. Miller. Mr. Sheldon also had con- 
siderable support at Chicago but re- 
fused to enter the vice presidential race 
again. 


Stott Gets High Honor 


John C. Stott, Norwich, N. Y., re- 
cipient of the coveted Woodworth 
Memorial, was a “natural” for that 


honor. Scarcely another name was men- 
tioned at the convention as a likely 
winner and had Mr. Stott not been 
named there would have been uncon- 
cealed surprise. The Woodworth Me- 
morial is presented “to the member 
who has performed the most outstand- 
ing work for insurance during the 
year,” and rarely goes to a president at 
the time of his retirement from office. 
Mr. Stott was president of the NAIA 
in 1948-49. 

In accepting his award Mr. Stott re- 
iterated what he has so often told NAIA 
members, that every agent has a duty 
to accept his share of responsibility in 
the task—often difficult—of keeping the 
insurance business on a high standard 
and free from such Government and 
other interference as would weaken the 
system of free enterprise. 


Commissions 


state directors 
“hot” subjects 


The national board of 
handled many so-calied 


and while final decisions were _ not 
reached on all matters, real progress 
was made. Now al-out eight years old, 
the board of directors has long since 
attained a marked degree of self-con- 


fidence, which at the same time gives 


full respect to wishes of home state 
associations. This was fully evidenced 
by the move to defer action on the 


report of the commissions committee 
until the board of directors meets next 
in New York City next spring. 

While a few directors were obviously 
irked by inaction at Chicago the ma- 
jority felt that consultation with home 
states should precede, rather than fol- 
low, a final vote. Recommendations of 
the commissions committee, set forth 
fully elsewhere in this issue, are broad 
and general; but at the same time rep- 


resent such a general departure from 
past tradition that many directors did 
not want to risk the danger of having 


their votes upset by failure to secure 
home support. It was recalled at Chi- 
cago this year that a few directors have 
been, in the past, none too gently 
treated for failure to consult the home 
front before registering a 
ciation’s decision on a matter of im 
portance. 

Russell M. L. Carson, New York 
State and chairman of the commissions 
committee, assured those directors who 
are ardent advocates of states’ rights, 
that the broad policy proposed in the 
committee recommendations fully guar- 
antees to each state and to each agent 

(Continued on Page 39) 
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Johnson Evaluates Current Problems 


In Annual Report of Administration 


Weighs Commissions and Operating Costs, Independent 
Contractors’ Status, Insurance Connected With Install- 
ment Sales, Installment Premium Payments, 
and Functions of Organization 


The present status of the major prob- 
the National Associa- 


tion of Insurance Agents, such as com- 


lems now before 


missions and agency operating costs, 
agents’, independent contractors’ status, 
handling of bonds on Government em- 
ployes, installment premiums and revoca- 
tion of endorsement of the model agents’ 
licensing law were treated in the report 
of the administration delivered by retir- 
ing President O. Shaw Johnson, Clarks- 
dale, Miss., at the opening general ses- 
sion of the NATA at Chicago last week. 

From the viewpoint of the internal af- 
fairs of the NAIA, his most interesting 
comment was made at the close of the 
report as to a growing difference of 
opinion as to the functions of the NAITA, 
one view being that state associations 
should be able to veto actions taken by 
the national association, while others 
believe that more authority should be 
accorded the national body to deal with 
problems on a national basis. 


Pays Tribute to Insurance Press 


At the outset of the report, Mr. Johnson 
paid warm tribute to the insurance press 
for its cooperation. He expressed regret 
over the resignations during the year of 
Charles P. Butler, formerly executive 
vice president, and Richard E. Farrer, 
who was educational director. He then 
voiced his satisfaction over the appoint- 
ment of John F. Neville as executive 
secretary of the NATA. 

Of the major problems now before the 
association, Mr. Johnson first took up 
the matter of commissions, calling atten- 
ion to the comprehensive paper delivered 
by Mr. Butler at the convention last 
year, following which a special commit- 
tee made up of a representative from 
each rating jurisdiction was appointed 
to study the problem and endeavor to 
prepare a plan of action to effect a 
stabilization of the commission picture. 
“It was recognized,’ Mr. Johnson said, 
“that commission wars can be just as 
destructive as rate wars and_ only 
through stabilization can the entire view 
of the agents’ prosperity be protected 
and preserved.” 

Mr. Johnson said that a survey was 
instituted to ascertain the actual pre- 
vailing conditions nationwide and that 
upon this survey, the committee based 
its recommendations which were ap- 
proved at the midyear meeting in St. 
Louis calling for a standing committee 
on commissions whose duties are “to 
frame a recommended policy for submis- 
sion to the national board (of state 
directors), to consult whenever and 
wherever it requires with any other seg- 
ment of the business or Government 
ind to keep the national board informed 
of every phase of the commission prob- 
lem. That this committee performed 
its difficult and vital task intelligently 
will be revealed at this convention. 

Agency Operating Cost Survey 


“Collaterally, agency operating costs 
are essential and vital to any commis- 
sion determination. Consequently the 
agency management committee was au- 
thorized to conduct a scientific survey 


that will disclose not only the over-all 
operating costs but a breakdown of ex- 
penses involved in the handling of indi- 
f A prominent 
has been re- 
During 


vidual lines of business. 
accounting consultant 
tained to assist in this study. 


cost 





the past few months over 2,000 selected 
agents were asked to answer a prelimi- 
nary auestionnaire analyzing production 
expense, internal office expense and 
management expense. At this conven- 
tion you will be given the findings of 
this initial survey. From these returns 
some 200 agents who by their prelimi- 
nary figures disclosed well balanced 
agency operations, will receive a more 
detailed questionnaire which will aim at 
finding the real costs of operation by 
lines of business and premium totals. 

“The final analysis will produce an 
accurate guide from which an agent will 
be able to prove his production costs 
as separated from servicing costs, or 
solve a commission problem that may be 
facing him. The importance of this 
project is understood should the day ar- 
rive when an agent is compensated on 
the basis of services rendered.” 


Considers Social Security Program 


Mr. Johnson said that expansion of the 
Federal Social Security program to em- 
brace self-employeds reopened the ques- 
tion of the independent contractorship of 
the local insurance agent. 

“Conflicting operating philosophies of 
the life insurance agent and the prop- 
erty insurance agent and the inability 
of Congress to distinguish between the 
two methods of insurance distribution, 
represented a real threat to the main- 
tenance of our position,” he said. “Alert 
to the membership’s desire to retain 
their individual independence and _ fore- 
seeing a possible abrogation of this 
status through inaction on our part, 
your officers and staff vigilantly watched 
this legislation as it progressed through 
the houses of Congress. 

“The ‘grass roots’ contacts with mem- 
bers of Congress were activated, a defi- 
nition of the services performed by a 
property insurance agent was drafted 
and placed in the hands of the members 
of the respective committees in each 
house of Congress for their guidance in 
differentiating from the life insurance 
agent and ourselves. A _ special state- 
ment pleading our case was read into 
the Congressional Record when the bill 
was being considered in the lower house, 
and staff members coordinated this ef- 
fort and carried on active missionary 
work with members of Congress on a 
personal basis. All of this concentrated 
effort did bring results. 

“Clear cut statements of intent toward 
ourselves were obtained from the House 
and Senate committees which consid- 
ered this legislation. In the final enact- 
ment the employe definition under Social 
Security was continued as at present 
under the common-law rule. 

“From a not too bright beginning, we 
can feel now that our efforts to protect 
our ‘independent contractor’ status and 
at the same time not interfere with 
those local agents who desired Social 
Security benefits has been successful.” 


Government Employe Bonds 


Mr. Johnson touched on the recom- 
mendation made in the Hoover Report 
to review the handling of bonds of 
Government employes with the idea of 
either consolidating the purchase of this 
cover or. self-insure the risk with the 
primary objective of effecting economies. 
Pointing out that a number of radical 
hills were presented in Congress, Mr. 
Johnson said that a representative of the 








O. SHAW JOHNSON 





National Association appeared as_ ob- 
server upon invitation of the companies 
at several hearings and conferences on 
this matter. 

After considerable negotation, he con- 
tinued, a program was developed to con- 
solidate policy forms, substantially re- 
duce the number of contracts issued, and 
transfer the cost of the insurance from 
the individual employes to the Gov- 
ernment. He said that at the time the 
Hoover recommendation was being con- 
sidered by Congress, “there was every 
indication that it was a question of 
accepting the plan or losing the entire 
business for corporate suretyship by 
permitting the Government to enter the 
field. 

“In a move which caught all parties 
concerned wholly unexpectedly and after 
previous unanimously favorable action 
by the House of Representatives, the 
Senate committee considering this leg- 
islation suddenly tabled the matter and 
so the issue is dead for this Congress.” 


Relations With NSRB 


Mr. Johnson spoke of the program for 
building better relations with the Fed- 
eral Government and Congress and said 
it was furthered materially by an offer 
of the National Association’s coopera- 
tion and assistance to the National Se- 
curity Resources Board. NSRB, he said, 
suggested that members of the NATA 
and local organizations throughout the 
country establish liaison with their state 
civilian defense directors for the pur- 
pose of organizing and activating an ef- 
fective local and state civil defense pro- 
gram. Mr. Johnson said the response 
to the NATA’s offer of service to the 
NSRB from the state associations was 
spontaneous and every state association 
reaffirmed its offer of assistance to the 
Government in this time of emergency. 

Mr. Johnson mentioned the develop- 
ment of multiple cover dwelling forms 
and “one write” policy forms, both of 
which were treated in the report of the 
property insurance committee to which 
these matters had been referred. With 
respect to insurance in connection with 
installment sales, Mr. Johnson spoke as 
follows: 

Study Installment Sales 

“In an effort to control certain abuses 
which may have existed in the writing 
of insurance in connection with install- 
ment sales the Insurance Commission- 
ers have appointed a committee to study 
the problem. 

“This Commissioners’ committee pro- 
posed a draft of rules to regulate this 
phase of the business, which was ex- 
amined and commented upon by the 
NAIA representatives at the Quebec 
Commissioners’ meeting. 

“Your representatives directed their 
attention to certain proposed rules in 








eS 
which commissions were involved x 
such. 4 

“Believing that the subject of cor 
missions is outside the proper a 
of the Insurance Commissioners’ activ 
ties, your representatives made repre. 
sentations at Quebec which led to tl 
deletion of some objectionable matte 
from the proposed rules. P 

“This work by the Commissioners 
committee is by no means complete 
and further refinements of these pro- 
posed rules may be expected before this 
committee makes its report. 

NAIA Watches Developments 
“You may rest assured that the 
NAIA representatives are Watching the 
developments on this subject with a vie, 
toward protecting the best interes 
of the local agent. 

a recommend | that the incoming a¢. 
ministration maintain a_ continuity of 
agents’ representatives at Commissiop. 
ers’ meetings. It is important for the 
agents at all times to be well repre- 
sented at Commissioners’ gatherings no} 
only at their annual and semi-annual 
meetings but at their zone meetings 
Many matters of importance are dis. 
cussed at both zone meetings and com. 
mittee meetings, and it is essential tha 
representatives of the agents attend 
these committee meetings in order t 
express the views and position of the 
agents. Because committee meetings are 
held between annual and_ semi-anntl 
meetings of the Commissioners. the 
same representatives that attend th 
Commissioners’ meetings should als 
make themselves available to be pres. 
ent at committee meetings and zone 
meetings.” 

Model Licensing Law 
Speaking of the Association’s revoca- 
tion of its endorsement of the model 
agents’ licensing law, Mr. Johnson said 
-“The model agents’ licensing law ané 
the fundamental principles of agency 
qualification which were drawn and ap- 
proved by this association, the National 
Board of Fire Underwriters and_ the 
Association of Casualty & Surety Com 
panies on October 10, 1943, have caused 
considerable hardship among our state 
associations. Although these principles 
were intended to serve as guides only, 
the companies have opposed any devia- 
tion or amendments to meet local con- 
ditions and problems. This inflexibility 
of interpretation has prevented the en- 
actment of sound licensing laws in many 
states and the failure of any such legis- 
lation in others. . . 

“It was therefore recommended that 
the National Association withdraw it 
approval of these agreements and the 
national board of state directors unani- 
mously approved this action at St. Louis 
on March 30, 1950. Although our Ne- 
tional Association has withdrawn its 
approval to this model agents licensing 
law, we consider that we are now in2 
position to work with the NAIC to the 
end that strong licensing laws might be 
enacted in every state in this country 
The importance of strong licensing laws 
is of vital concern to the insurance 
agents of this country. It helps to wee 
out the incompetent and the unfit aget! 
who might reflect on the more intelli 
gent and conscientious agent.” 

Opposes Installment Premiums 

Mr. Johnson devoted a short portion 
of his report to the much  discusseé 
question of the installment premium 
payment plan, saying: 

“Pursuant to the action of the national 
board, your association has vigorously 
opposed the installment premium pay 
ment plan on term fire insurance por 
cies in hearings before Insurance Com 
missioners and also assisted those state 
which requested counsel to meet this 
situation. No conclusive action or de 


cision has been reached and the enti ® 


problem stalemated at the 
moment. 


“However, an auxiliary problem hi 


appears 


(Continued on Page 25) 
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Fastern Agents Weigh Live ‘Topics; 


Chairman Cowles Conducts Session 


Members of the 
astern Agents Conference devoted 
their session this morning at the Na- 
tional Association of Insurance Agents 
convention principally to bringing them- 
selves up-to-date upon developments in 
the fire insurance business which have 
reached final decisions. These 
subjects included the whole general 
problem of broadening fire policies, 
writing fire coverage with large deduc- 
tibles, rate competition resulting from 
the issuance of package policies, and 
related matters. 

The only motion passed by the nearly 
100 agents from the 11 states and_ the 
District of Columbia within the East- 
ern Underwriters Association territory 
stated that it was the sense of the meet- 
ing that the NAIA ask the laws com- 
mittee of the National Board of Fire 
Underwriters to study the broad ques- 
tion of changing the hour of attachment 
of fire policies from noon to midnight. 
Many agents feel that problems of 
coverage are sometimes complicated 
when one policy expires and another 
attaches at noon, while other agents 
are of the opinion that a switch to the 
middle of the night is not desirable. 

Edwin S. Cowles, Jr., Hartford, chair- 
man of the conference, presided. Other 


Chicago, Oct. 2: 


not yet 


officers attending were H. Karl Munz, 
Paterson, N. J., vice chairman; Preston 
H. Hadley, Bellows Falls, Vt., treas- 
urer, and J. Vernon Coblentz, Fred- 
erick, Md., secretary. Henry G. Dudley, 
Washington, D. C., second vice chair- 


man, was unable to come to Chicago. 


To Meet April 15-17 


Announcement was made that the 
1951 annual meeting of the conference 
will be held at the Hotel Statler in 
New York City on Sunday through 
Tuesday, April 15-17, in conjunction 
with the mid-year meeting of the Na- 
tional Association’s board of — state 
directors. 

The motion on possible change of the 
hour fire coverage attaches from noon 
to midnight followed arguments that 
questions of liability have arisen in 
connection with sales of property where 
contracts to buy have been signed in’ 
the morning and a fire has occurred 
prior to noon when the existing policies 
expired. The questions have centered 
around whether insurers of the seller 
purchaser are liable, and also if the 
seller's insurer is responsible, whether 
the seller’s coverage is adequate to 
cover the entire loss suffered by the 
purchaser. Agents who have been in- 
volved in such complications believe 
that a switch of the attachment hour 
to midnight would be preferable. 
Morton V. V. White, Allentown, Pa., 
said that “no one knows why the noon 
our was selected many years ago when 
ire policies were first written nor does 
anyone know why the hour cannot be 
changed to midnight if such should be 
1 to be advisable.” 





Cautions Against Hasty Action 


Walter S. Attridge, Boston, cautioned 
ainst any hasty action in seeking a 
He observed that many fires 
‘ich start at night are not discovered, 
fue to few people being around, until 
afterwards. It can often be diffi- 
' to ascertain whether time of origin 
‘as prior to midnight, thus making one 
"Nurer liable, or in the early hours of 
tne hew day, when the policy of another 
'r€ company has gone into force on the 









#1 
Mr White, as chairman of the confer 
fnce committee of the Eastern agents, 
“iewed progress made with a similar 
of the EUA at two meetings 
company representatives in 








" 
June and September. Harry W. Miller, 
U. S. manager of the Commercial Union 
Group, heads the EUA conference com- 
mittee. Mr. White commended the com- 
pany men for their cooperative attitude 
in talking over with the agents con- 
templated changes in forms, rules and 
rates. 

Attempts to revise extended coverage 
have now reached the point where 
draft No. 6 of contemplated Extended 
Coverage Endorsement No. 5 for dwell- 
ings is being studied, Mr. White said. 


“It looks pretty good,” he remarked, 
“but this draft may be far from the 
final one.” He cautioned the agents 


against expecting the new form to be 
finally approved in the near future. 

In the fifth draft of the new endorse- 
ment the residence boiler damage cover- 
age was limited and in the sixth draft 
it has been extended to cover property 
other than just the boiler and heating 
svstem itself. A subcommittee of the 
EUA is ascertaining rate and experience 
facts, he continued, from the casualty 
companies on boiler coverage. 


Consider Vandalism and Mischief 


Vandalism and = mischief insurance 
should not cover tenant dwellings, 
agents say, for the loss ratio is likely 
to be much higher than on owner-occu- 
pied risks. On water damage, Mr. 
White said, current thinking is to ex- 
tend to 72 hours, rather than 48 hours, 
the unoccupancy privilege. This is to 
protect people who go away for week- 
ends from being without this coverage. 
Earthquake coverage has not been re- 
stored in the current draft for company 
men and agents feel that earthquakes 
could happen in the eastern territory 
and there is no way of properly rating 
the risk so as to provide reserves 
against widespread damage. 

Mr. White said the question of a 
mandatory deductible in the new ex- 
tended cover endorsement is now being 
reconsidered by the companies. Draft 
No. 5 included such a provision. With- 
out a deductible, rates for broad 
erage might be too high to be readily 
salable it is argued. With fire insurance 
companies, agents, brokers, rating bu- 
reaus, Insurance Departments and 
others all participating in the delibera- 
tions centering on the extended cover- 
age endorsement, which will be of na- 
tionwide scope when finally adopted, 
Mr. White said it is obvious that the 
policy will not be put on the market 
in the immediate future. 

On the matter of deductible 
surance, Mr. White said it is being 
sought by some colleges, schools and 
other types of large buyers of coverage 
who wish to self-insure anywhere from 
$5,000 to $250,000 with commercial insur- 
ance taking losses over those amounts. 
At the conclusion of his report, Mr. 
White said that “nothing but good can 
come out of conference with the com- 
panies” and he expressed the hope that 
they may continue indefinitely and the 
belief that they will. 


Doremus Talks “Off the Record” 


He was followed by Frederick W. 
Doremus, secretary of the EUA, who 
also works closely with the agents and 
who enjovs their full respect and con- 
fidence. After an “off the record” talk 
he answered queries and concluded by 
stating that the companies are aiming 
for the broadest protection at the low- 
est rates which are adequate, so that 
new policies may be as readily pur- 
chased by property owners as are pres- 
ent fire and extended cover contracts 

Mr. Doremus expressed the personal 
view that nothing but chaos would re- 
sult for agents if deductible fire policies 


cov- 


fire in- 


EDWIN S. COWLES, JR. 


were sold generally. It is his opinion 
that competition, if not curbed, would 
not stick to minimum limits of $5,000 
and maximum limits of $250,000 but 
would range from a low of $1 to as high 
as millions, thus destroying rate struc- 
tures and putting agents perpetually in 


the position of having their business 
raided by competitors offering lower 
rates in conjunction with higher de- 


ductibles. He said he had not heard of 
any big risks going to the new large 


deductible market other than the Uni- 
versity of Chicago. 

At this morning’s session New York 
State had the largest delegation with 


over 15. Other states well represented 
were New Jersey, Maryland, Pennsyl- 
vania, Connecticut and Massachusetts. 
Every state had one or more agents at 
the conference. 


Report of Administration 
(Continued from Page 24) 


arisen which is receiving the serious 
attention of your officers, and that is 
the protection of the agent’s business 
on installment sales where a change in 
agency representation occurs during the 
period of the policy. This will require 
an adjustment of agency contracts 
specifically covering such transactions. 
This matter is presently being considered 
by the companies and your association 
and we anticipate that a_ satisfactory 
solution will be found.” 


After discussing a number of inter- 
association matters, Mr. Johnson said 
in conclusion: 

Senses Difference of Opinion 
tat 


“In my travels to vour various state 
meetings, I have become more and more 
convinced that there is a growing differ- 


ence of opinion as to the function of 





vour National Association of Insurance 
Agents. 

“Many still feel that our state associ- 
ations should be able to vet ions 





taken by your national officers or exec- 
utive committee, even though these be 
of national import and affect 
ge majority of our members; others 
feel that in recent years the change in 
the business indicates clearly t 

is definitely a place in our a 


our local boards and st 











there 
t10n $ ir 
tion tor 








ciations, more authority must be given to 
your National Associati deal witl 
those problems that a1 t nation 
level. 

“l urge that e ind every e of you 
give serious thought to the changing 
conditions which must inevitably come 
to your business, and their implica- 


tions to our association activities 
“With proper leadership at both tl 


up at bot ne 
state and national level, your National 





Duffus Makes Report on 


Casualty Conferences 

The greatest project of the casualty 
insurance committee during the year was 
the meeting of a subcommittee with 
the various rating committees of the 
National Bureau of Casualty Underwrit- 


ers, said Roy A. Duffus, Rochester, N. 
Y., committee chairman, in his report 
to the Chicago convention of the Na- 
tional Association of Insurance Agents, 
October 3. He said that the question- 
naire sent by the committee to NAIA 


to state national directors and state as- 
sociation officers and executive secre- 
taries on casualty matters brought 
almost complete uniformity of opinion 
which was an aid to the subcommittee 
which was composed of himself, Henry 
G. Dudley, Washington, D. C., and 
Herbert L. Brooks, Newark, N. J. 

Mr. Duffus requested that in future, 
all replies to such questionnaires be 
cleared through the casualty committee 
and said it is important that no state 
reveal any of the material 
until after it has been acted upon by 
the National Bureau. 

Groundwork has been laid, Mr. Duffus 
future meetings with the Na- 
tional Association of Automobile Under- 
writers, through a preliminary meeting 
with Philip J. Priore, assistant manager, 
Sun Insurance Office, president of the 
organization and Manager Ross Moore 

The aid Mr. Duffus, i 
currently studying the matter of War 
Department rating plans and the place 
of the insurance agent in governmental 
insurance activity and is preparing itself 
to represent the agents in this field 
if and when the occasion arises 

The committee recommended that the 


association 


said, for 





committee, s 





National Association do not adopt two 
proposed projects to which study has 
been given. The first of these was a 
proposed road aid plan which the com- 


mittee determined would overlap facili- 
ties already available to motorists 
through automobile clubs and from gaso- 
line companies. The second proposal was 
for an identification card featuring the 
NAIA membership and services. On this 
point, the majority of the committee 
agreed that such an undertaking would 
be a difficult and costly task and that 
the total value of the identification card 
when weighed against the additional cost 
within an agency seems to indicate that 
it would not be a_ profitable venture. 


Lederer Heads Committee 

Emil L. Lederer of Chicago, chairman 
of the local honorary convention 
mittee, welcomed the 1950 gathering once 
again to Chicago. Serving with him were 
Allan I. Wolff, past NAIA president; 
John L. Clarkson, Lyman Drake, Jr., 
Frank H. Hawk, William J. Laadt, W 
H. Redeker, and Merle A. Read. Wil- 
liam W. Hamilton was secretary 1] 
Willard W. Krom, director of registra- 
tion. Heading the ladies’ committee was 
Mrs. Lyman M. Drake, Jr 


com- 





Smith and Priest on Hand 
Cruger T. Smith of Dallas and Frank 
~. Priest of Wichita, Kan., were two of 
> many veterans here seen in corridor 
Smith last year was 
t backers o! J 
if Worth, Tex., in the suc- 
campaign to secure electi f 
the latter for vice president 


was elevated to the presidency 
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Miller « 
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last week at | go. Mr. } st is 

former national executi e¢ 

man. 

Associa n should « ex fun 
wards the preservat Amer 
in agency system which has indeed 

yroved its wort ve he vy years 








THE EASTERN UNDERWRITER—LOCAL AGENTS’ CONVENTION 




















hui know the advantages in 
offering policies of a well known 
insurance company. For more than 
240 years the SUN, oldest insurance 
company in the world, has been 
favorably known to millions. And 
behind this name is an unequalled 
record of distinguished service and 
proper protection to fit the ever 


changing needs of the times. 
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Awards Are Presented by 
Association at Chicago 


JOHN Co STOTT 


In addition to awarding the Wood- 
worth Memorial to John C. Stott, Nor- 
wich, N. Y., past president of the Na- 
tional Association of Insurance Agents, 
as the member who performed the most 
outstanding work for insurance during 
the year, at the annual convention at 
Chicago last week, the NAIA made the 
following awards. 

California mileage cup, to the 
association, excluding California, show- 
ing the greatest combined mileage of 
members attending the convention, New 
York State. 

Des Moines attendance cup, to the 
state association having the largest num- 
ber of members registered at the con- 
vention, other than the state in which 
the convention is held, Ohio. 

Connecticut association membership 
trophy, to the state association which, 
in the preceding fiscal year achieved 
the highest total of points on the basis 
of percentage of membership increase, 
numerical increase, local board strength, 
low turnover and general membership 
and local board development, Tennessee. 

Sparlin cup, to the state association 
which has rendered the most. signal 
service to the American agency system 
during the year, Wisconsin. 

Highway safety contest awards, spon- 
sored by the Association of Casualty & 
Surety Companies, Indiana Association 
of Insurance Agents and the _ local 
boards of Grand Ledge, Mich.; Fort 
Wayne, Ind., and Lincoln, Neb. 


state 





NAIA Convention Adopts Resolution, 


Five resolutions were adopted by 
the National 
Agents at its annual meeting in Chicago 


Association of Insurance 
last week. 

The first was a declaration of policy 
fellow-agents serving their 
the 


declaration 


concerning 

during national 
This that 
“members of this association are pledged 


country present 


crisis. states 
to the principle of highest ethics in their 
relations with the public and their fel- 
all asso- 
ciations, local boards and members to 
“offer every assistance possible to any 
agency whose principal is called upon 
to serve his country.” 

The second resolution concerns agents 
as the medium for war damage insur- 
ance and offers “our individual services 
as they may be required, and further 


low agents,” and urges state 


that, as insurance agents, we stand 
ready to act again as the medium 
through which war damage insurance 


may be offered to the public by the 
industry or the Government.” 

The following resolution was offered 
on the death last June of Thomas C. 
Moffatt, former president of the asso- 
ciation: “In the death of Thomas C. 


Forty Attend Dinner of 
New York State Association 


About 40 agents and their wives at- 
tended the dinner of the New York 
State association on Tuesday evening, 
October 3, at the Hotel Stevens. Presi- 
dent Joseph A. Neumann presided at 
this gracious affair and others at the 
head table were John C. Stott, honored 
at the convention through presentation 
to him of the Woodworth Memorial; 
Kmil T. Clauss, executive vice president 
of the association; James F. Van Vech- 
ten of Ohio, newly elected NAIA vice 
president and a native of New York 
State; Past President Russell M. L. 
Carson; Charles P. Butler, just retained 
as special counsel, and John G. Mayer, 
newly appointed secretary-treasurer of 
the New York Association who takes 
office November 1. 

line compliments were paid to Messrs. 
Mayer and Butler and the association 
leaders feel that by their acquisition to 
the official ranks New York will con- 
tinue to show the strong progress which 
it has registered in past years. Missed 
keenly were J. W. Rose, retiring secre- 
tary, and Roy A. Duffus, national state 
director, who were unable to be in Chi- 
cago. Forrest H. Witmeyer, president 
of the Excelsior Insurance Co. of Syra- 
cuse, N. Y., was a guest at this dinner. 
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Moffatt, the National Association of Ih 
surance Agents has lost one of , 
valued members. During his administy, 
tion as president in 1924, the ASSOCiation 
adopted the Milwaukee Declaration ay 
officially established the set of prin. 
ciples which have guided this organiz, 
tion through the succeeding years, We 
hereby recognize this long and abj 
service to the organized agents of thi 
country and express our sincere regre 
at his passing.” 

The next resolution commended {hy 
National Board of Fire Underwriters 
and individual companies which  streg 
the importance of local agents in thei 
advertising “and urges upon them tha 
they continue this program with eye 
greater emphasis upon the importan 
role of the local producers in their aq 
vertising campaigns.” 

The last “courtesy” resolution ¢. 
pressed appreciation to Emil L. Lederer § 
chairman of the Chicago  conventig; 
committee, and Mrs. Lyman M. Drake ® 
Jr., chairman of the ladies’ committee? 
and expressed thanks to the Americ! 
Fore Group, Millers National and JI. 
linois Fire Insurance Cos., and the Con-§ 
tinental Cos. for their contributions to) 
the entertainment of the members anj 
guests at the convention, 


Accident Prevention Group 
Engages in Many Projects 


In conjunction with other organiz- 
tions, the accident prevention committee 
of the National Association of Insurance 
Agents has engaged in a _ number oj 
projects in the past year, grouped under 
the general title of the “Safety Is Goof 
Business” program, said T. A. Robinson, 
Memphis, Tenn., chairman of the con- 
mittee. 

The bicycle safety campaign sponsorel § 
by the association jointly with thef 
3icycle Institute of America and theP 
Association of Casualty & Surety Com- 
panies, has been noteworthy, Mr. Robin- 
son said, and the response has been 
excellent. He also mentioned the “Ma= 
to Man” and “Dad to Daughter” agree 
ments, the Car Safety Month in Ma§™ 
and the speeding and drunken drive 
resolution of the Association of Casualt) 
& Surety Companies. 

Mr. Robinson said his committee 
prompted by the popularity of thel 
“Speakers’ Manual on Fire Safety,” a 
proached the Association of Casualty 
& Surety Companies with a suggestion 
that it produce a similar manual for the 
casualty business. This suggestion wa 
accepted and the manual is now available 
to the members of the National Ass0- 
ciation, he said. ; 

“At the national level,” Mr. Robinsorf 
said, “the National Association will et 
joy favorable recognition through pa f 
ticipation in the activities of the Ne 
tional Committee for Traffic Safety, the 
National Committee for Uniform Trafit 
Laws and Ordinances, the Traffic ant 
Transportation Conference and the Ne 
tional Safety Council.” 

The committee recommended that th? 
association go on record in expressif 
its appreciation and thanks to the A‘§ 
sociation of Casualty & Surety Cott 
panies for its cooperation. 


ATE 





Puerto Rico Represented 

Jose Luis Hernandez of San Juaup 
president of the Puerto Rico Assoc © 
tion of Insurance Agents and first tep- 
resentative of that body ever to attem’y 
a National Association convention, W* 
cordially welcomed by the directors @ 
made many friends at Chicago. He wé d 
host at a cocktail party given during thee 
convention by the Puerto Rico As — 
ciation and the Ronrico Corp. 
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. | Bennett Tells Stand on 
1t1Ons Expirations Ownership 


tion of if wanTS SITUATION CLARIFIED 


me of jx a 


administr, Problem Concerns Premiums and Com- 

A8sociatio inissions Where Contract Is Termi- 
MN and . nated Before Policy Expiration 

t ol prin. —— 

> OFrganiza. In connection with the statement by 

years. We President O. Shaw Johnson to the Na- 


and ab 


‘onal Association directors on October 
nts of this tioné 


F 3 that the national executive committee 
is requesting insurance companies to 
clarify their position on collections of 
premiums and commissions, and owner- 
ship of expirations on installment pre 
contracts 


“Cre regret 


lended thet 
iderwriters 


ch stress mium policies where agency 


ts in their § are terminated prior to expiration ot 
them tha % licies, General Counsel Walter H. 
with eve Bennett explained the problem in a 
Important F memorandum he submitted in Septem- 
| their af her to the fire and marine committee 





of the National Association of Insur- 
ance Commissioners. In that document 
he stated with respect to the agent’s 


ution ey. 
7 Lederer 


“ONVeENtiOor ; compensati yn: ; 

M. Drake “{ilustrating the harm that will be 
-ommitte done to an insurance agent when his 
* America) agency is terminated, we use the exam- 
and If ple that has become common in all of 
| the Con-F these hearings, namely a risk which 
butions tf will produce an annual premium of $100. 


nbers ani) Jt may be written for a five-year term 


for $400 plus some kind of an interest 
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WALTER M. SHELDON 
Robinson 
will en- Walter M. Sheldon, Chicago, chair- 
igh pa man of the special committee on com- 
the Nef prehensive rating plan for national 
fety, the defense projects of the National Asso- 
1 Trafit ciation of Insurance Agents, made the 
fic aw & jollowing report before the national 
the Ne) board of state directors at the Chicago 
— convention last week: 


that the = “This « 


‘ mmittee has been appointed 
pressins | 


by the president following receipt of a 





letter fror 






Writers, dated September 13, 1950, in 
; Was suggested that pro- 
ducers organizations thought 

bility of the comprehensive 
which was used in World 
some ] 





os 


give 





modification thereot 
ivated under the present 
I at the Stevens Hotel, 
tober 1, 1950. 





nN ittee held an 
aring agents from var ous locali 
discussed the problem with 
tives from the National As 


Clatior 1 Casualty & Surety \gents 


open meet- 









tinued on Page 34) 





AVIATION 





or service charge, with $100 collected 
at inception and the remainder divided 
into four subsequent annual payments. 
The agent receives a commission on 
$100 only. 

Is Denied Compensation 


“Where the agency relationship is 
terminated during the running of the 
policy, he is no longer an agent of the 
company; he no longer has authority to 
collect subsequent installments of the 


premium; he no longer has authority to 
make endorsements on the policy; he no 
longer has any claim for commission 
on subsequent installments of the orig- 
inal premium as collected by the com- 
pany. Thereby he is denied compensa- 
tion in the usual manner and in the 
customary amount for soliciting, nego- 
tiating and effecting the policy in the 
first instance. 

“It is obvious that at the 
agency agreement is so 


time an 
terminated, 


there will be numerous term policies 
outstanding. On all of these there will 
be many subsequent payments of install- 
ment premiums. These premiums may 
well reach a sizable amount. On all 
such deferred payments the agent has 
received no commission and cannot re- 
ceive any compensation under the terms 


of his standard agency agreement, for 
the reason that it provides that such 
commissions accrue to the agent only 


when he has collected the premium.” 





... and leaders have a qualification in common—they don’t sit still. You 
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can’t if you’re sitting on top—just staying up there requires continually fresh 


thinking and good business judgment. 


It is why leaders prefer to deal with leaders. They know leaders can’t coast— 


they have to produce the best in their field or they won’t be on top for long. 


In providing Fidelity and Surety coverage to industry and commerce, we 


are indebted to the National Association of Insurance Agents. Their constructive 


work in establishing pleasant relationship between company and assureds 


has been of invaluable assistance to us in ‘‘Serving the Leaders’”’. 


UNITED STATES GUARANTEE COMPANY 
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O’Connell Flays Rate Bureau Practices 


Property Insurance Committee Sees Some Progress Toward 
Comprehensive Dwelling Policy; Predicts “One Write” 
Policy Agreement; Opposes Deductibles; Asks Probe 


Climaxed by a stinging rebuke di- 
rected at current practices of rating bu- 
reaus, the report of Arthur M. O’Con- 
nell, Cincinnati, chairman of the prop- 
erty insurance committee of the Na- 
tional Association of Insurance Agents, 
was delivered before the annual con- 
vention of the association at Chicago 
last week. 

Mr. O'Connell said that the two major 
objectives of his committee during the 
vear were establishment of an insuring 
contract designed to afford to the dwell- 
ing owner the same or substantially the 
same type of coverage now available for 
his personal possessions and creation on 
a popular basis of an entirely new form 
of fire insurance policy to minimize 
present mechanical effort in policy 
writing and recording. 

Supplementary activities were consid- 
ering and giving an opinion with respect 
to the problems of deductible fire insur- 
ance, fire legal liability and “the appar- 
ent need for change in the _ present 
theory of operation which tends to en- 
courage an unfortunate system of rat- 
ing bureau benevolent absolutism.” 

Comprehensive Dwelling Policy 

With respect to the comprehensive 

dwelling policy, the report said: 


“This is a misnomer. It is what we 
started out to get, but have failed to 
deliver. Our approach was_ perhaps 


guided by idealism; the companies re- 
sponse, by practicality. Sincerity and an 
attempt at cross-understanding featured 
all exchanges of opinion. 

“We envisaged and submitted a form 
providing coverage against ‘all risks’ of 
loss or damage except wear, tear, break- 
down, deterioration, vermin, etc. Deduc- 
tible provisions were included so as to 
anticipate maintenance claims. Alterna- 
tively, we suggested an ‘all risk’ form 
excluding flood, earthquake, wave wash 
and tidal wave, either with or without 
deductible provision, deductibles, gener- 
ally speaking, not to apply to coverages 
presently included in fire and extended 
coverage policies. This latter form was 
also submitted on a named peril basis, 
to include fire, lightning, explosion, 
windstorm, hail, snow, ice, water, riot, 
strike-riot, civil commotion, aircraft, 
vehicles (including owner’s’ vehicles), 
smoke, vandalism, malicious mischief, 
noxious substances and glass damage. 

Confer With IEA 

“We are grateful to Edward L. 
Williams and the staff of the Insurance 
Executives Association for the courtesy 
of having two meetings with us and 
with representatives of the various in- 
surance companies to discuss the pro- 
posed ‘all risk’ policy. While we realize 
that such a form at this time might be 
premature, we none the less, deeply ap- 
preciate the fact that the fire insurance 
interests of the industry heard our pro- 
posal and gave it serious thought and 
consideration. 

“The matter of the final form has not 
as yet been completely decided and 
there will be other conferences with 
representatives of your property insur- 
ance committee and the leaders of the 
fire insurance segment to work out a 


form which we feel will be acceptable 
under present circumstances. We can- 
not at the moment say that we have 


arrived at any definite conclusions in 
the problem, but we do feel that gratify- 
ing progress has been made.” 

Want “One Write” Fire Policy 

As to a revised “one write” fire policy, 
Mr. O'Connell said the objective was a 
policy which could be written in one 
operation, folded at the bottom instead 


of the top so as to permit correction 
without removal and permit daily re- 
ports and carbons to be dropped at the 
bottom for instant and perfect align- 
ment, printed so as to exhibit a com- 
plete legend of coverage on the first 
policy page and designed to minimize 
necessary filing space and reduce trans- 
mission costs. 

Mr. O’Connell said his committee had 
conferred with the special committee on 
the standard fire insurance policy of the 
National Board of Fire Underwriters, 
members of which no doubt realize that 
the agenis’ eventual recommendations 
might not coincide exactly with the pro- 
posed new format created by the Na- 
tional Board committee and already ap- 
proved by 41 states. 

Differences Are Minor 

_ The report said that only minor dif- 
ferences exist between the final policy 
construction recommended by his com- 
mittee and that of the National Board. 
“Agreement should be reached in short 
order and immediately thereafter agents 
in most states should begin their use,” 
the report says. Pointing out the ad- 
vantages of such a policy in labor, and 
expense saving and filing space reduc- 
tion to both companies and agents, the 
report continued: 

“Public interest is served through the 
delivery of a legible document which 
prominently features the policy sum, in- 
sured perils, dates of coverage, co- 
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insurance data and mortgage interest on 
its first page and which does not re- 
quire sleight-of-hand adeptness should a 
refolding job be necessary.” 

Oppose Deductible Fire Insurance 

Mr. O'Connell said that the subject of 
deductible fire insurance was explored 
following a request from the Insurance 
executives Association as to agency po- 
sition and a revelation as to agency and 
public demand for this plan of insur- 
ance. 

“The committee determined through 
agency inquiry that this type of cover 
is inimical to the interests of the pub- 
lic, the agent and to the insuring com- 


pany,’ the report said. “If carried to 
its inevitable conclusion, there is no 
doubt but that unrestricted spread of 


the scheme would not only reduce to 
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mere mockery all scientific conduct of 
the industry but eventually would elim- 
inate the agent as a necessary factor 
in the preparation of insurance con- 
tracts.” 

Saying that committee comment on 
the subject of rating bureaus “might 
well be considered as plaintive protest 
rather than complaint,” the — report 
treated this subject as follows: 

Suggests Rating Bureau Probe 

“Regardless of nomenclature, — the 
opinions of agents, registered orally and 
by letter, create a deep conviction that 
some attention to rating bureau his- 
tory, background and method of opera- 
tion, by proper authority, would be oj 
advantage to the entire industry. 

“Realizing that rating bureaus are 
creatures of the insurance companies, it 
is difficult to disassociate one from the 
other, yet that is exactly what we wish 
to do. So much that presumption 
is raised that bureaus have long ago 
reached the point of self-beatification 
and the resulting conclusions that they 
are the masters, rather than the ser- 
vants of the companies and their agents. 

“Quasi-oflicial status, together with al- 
most hysterical adherence to certain 
traditions, customs, schedules and an- 
alyses, incomprehensible to all except 
the annointed, has served to create an 
aura of infallibility, jealously preserved 
by bureau officials who perhaps do not 
recognize the fact that their conduct is 
typically bureaucratic. 

No Channel of Appeal Exists 

“No impartial channel of appeal ex- 
ists through which rulings of local bu- 
reaus can be disputed. Generally speak- 
ing, differences of opinion involve the 
judgment of one individual, whose posi 
tion is always supported by the knowl 
edge that bureau opinion must. ult 
mately prevail. Knowing that his value 
to his employer or his client may be 
adversely affected if he does not main- 
tain friendly relations with the bureau, 
only the exceptional engineer, or agent 
dares carry debate past the stage o 
minor argument. 

“Rulings, cross rulings, indexes, cross 
indexes, opinions, interpretations and 
long buried decisions are reserved {ot 
private bureau information, available, 
yes, but only to one whose sense 0 
the occult would cause further delving 
into bureau tomes. Often the exhuma- 
tion of these criteria serves to nullify 
weeks of patient effort by agents 0 
engineers who innocently charted thet 
course by published standards. Often 
too, bureau personnel is confounded by 
the retentive memory of an ex-employe 
to the usual embarrassment of an honest 
competitor and a consequent lowering 
of public opinion as to the scientific 
exactness of rating methods. 

Sees Bureaus as Incubators | 

“This committee reports a_ situattol, 
but not presume to suggest spe 

(Continued on Page 36) 
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2-5} National Association 
i Fisher Advocates Speakers’ Bureau 


Says Initial Attempt Should Not Cover Wide Territory; 
Should Concentrate on Getting Speakers Before National 
Organizations; Speeches Should Be Screened 


practical for talks to be drafted by 
anyone other than the speaker but that 
as each one would be speaking officially 
for the NAIA, it would be essential for 
every proposed speech to be screened 
by someone on behalf of the NAIA. He 
said it is believed that the speakers’ 
bureau committee should be made a 
standing and not a special committee 



































Carleton I. Fisher, Providence, chair- 
man of the speakers’ bureau committee, 
in his report to the National Association 
of Insurance Agents in Chicago last 
week, said that his committee was estab- 
lished to study the feasibility of estab- 
lishing a program whereby speakers in 
support of the American agency system 
might be organized to appear before 
national organizations outside the insur- 
ance industry. The committee reached 
the unanimous conclusion that such a 
step should be taken. 

“The committee recommends,” the re- 
port said, “that if the NAIA undertakes 
a program of this sort it should be 
planned to move very slowly during the 


avenue of assembling a list of speakers 
who would be capable of making a good 
appearance before large groups would be 
to review the official lists over the past 
10 years of officers of the NAIA, ex- 
ecutive committee members and chair- 
men of other committees. He said it 
should not be difficult to obtain a record 
of at least 50 individuals who have 
demonstrated a particular ability in pub- 
lic speaking with geographical distribu- 
tion so wide that no one would be re- 
quired to travel more than 1,000 miles 
from his home city to accept a speaking 
assignment. He added: 

“The principal objective of the speak- 
ers’ bureau would be to bring before 


as it is now constituted. 
Estimates Average Expense 

If the objective during the first year 
is held down to addressing 10 important 
groups on a national basis and at NAIA 
expense, and if no speaker would be sent 
more than 1,000 miles away and most 
trips would be shorter than that, a gen 
erous estimate of the average expense 
would be no more than $2,000 a trip 
he said and he said he recommended 
that for the first 12 months of such 
a program, if established, a sum not in 
excess of $2,000 be set aside for this 
purpose, the report continued. 

“Quite often trade associations offer 
to pay the expenses of speakers address- 
ing their conventions. It is recommended, 


























duct of | first year and not attempt to cover too other businessmen generally the great : es AF: b.002 however, that whenever the NAIA 
d elim. | much territory. It would be better to advantages of the American agency CARLETON I. FISHER furnishes speaker to address another 
factor concentrate on trying to get speakers system, especially as contrasted with group outside the insurance industry, all 
e con- before perhaps ten of the larger trade the practice of purchasing insurance  giceyssions as to the particular technical ¢xbemses of such project should be 
associations of business executives, direct or by mail. It is realized that the problems of insurance, such addresses borne by the NAIA and that no reim- 
ent on rather than to try and blanket the field approach would have to be quite subtle jay pe prepared but they should al] bursement therefor should be sought 
“might in a hurry. sae and the delivery carefully prepared. contain somewere aloae the tae o plug irom the group addressed, either by 
pine I : sth arate ab pote wen pt Middle Man Is Attacked for the insurance agent as such; how the speaker or by the NAIA. 
report ye toward > so-calle yrizontal Organ- > earns his re *rati 4 > sery- - 
wes izations, such as the National Associa- “Tt is felt that the position of the satay prea yr pase wash die Benefit Would Be Intangible 
»be tion of Manufacturers, the American middle man in American business is be- “The objective of these appearances “Like so many public relations activi- 
e, the Management Association, the National ing attacked, not only as to insurance would be particularly to ouualnenad pr eaien ties, the benefit to the individual mem- 
lly and Association of Credit Men, the National agents, but in almost all other lines of oF the representatives of the nant vibe ber agent of the NAIA would be an 
m that Association of Purchasing Agents, or endeavor and that most manufacturers, jing companies such companies having ‘iMtangible one. Every occasion upon 
ar hie: similar organizations in which member- wholesalers and_ retailers could, if senda particular effects, im secent ; dni which anyone may be urged to use the 
opera- ship is held by all types of business- properly approached, be shown the 4, place speakers on programs of ‘all services of an agent in buying insurance 
be oi men, rather than immediately toward parallel between the situation in their possible groups, such nituanaie RS must inevitably react favorably toward 
the so-called vertical organizations __ fields and in the insurance business, and yet with considerable ae » the members provided the message is 
1s are which are limited to a particular trade the cost of the middle man definitely ‘ properly presented. It must be a process 
nies, it or industry.” proven to be worthwhile. Speakers Should Be Screened of many rain drops falling upon the 
m_ the Mr. Fisher said that perhaps the best “Of course, if various bodies desire Mr. Fisher said that it would be im- — stone.” 
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Fetzer Explains Red Cross Position; 


Agents Remove Subject From Agenda 

















When er 
chairman t A sp t - 
tee on the Ame Re ross re- 
sented his report t e directors on 
Monday evening, October 2, 
numerous reason I he ma 
the committee 1 & 
sion that inst sts 
Cross were bet ser\ throug 
tional liability coverage secur ed 
the Travelers than throug s 
purchased lo Red Cross 











ters from local e agents 

After reviewing elopments 
last year preceding the 
iwents’ committee secured 
the Red Cross needs 
the Red Cross had 
the matter of loopholes in third party 
liability where local chapters were 
negligent in obtaining proper coverage. 
The committee recognized there ere 


only two approaches to solution of the 
coverage problem. One wa ; 
structions to local chapters 

third party insurance purchase, 
with certificate of 








insurance 









ment and augmented by some form « 
errors and omissions coverage. Wit! 
over 3,740 chapters this would involve 
a heavy load of work and was imprac- : : . 
Serey © I ie the retrospective rat- 
— ng plan, what the costs are. The final 
. ng plan, What the costs are. e a 
% : : ae 
Alternative Is Blan‘kct Contract plan has more elements of insurance 
The other alternative as a nation t of cost-plus or self-insurance and 
wide blanket contract covering the omplish substantial transfer of 
Cross and all its local chapters. Red Cross to insurance car- 
Fetzer said the nationwide blanket ar- 








rangement must be regarded as a better 
way for the Red Cross to protect its re- 
sources which are the result of public 


contributions. From a strictly insurance 





for nationwide treatment 








ile the NAIA committce, said Mr. 
concurs with the general reason- 
y of 
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third party risks, its members were 
unanimous that extension of the nation- 
alizing idea into the field of insurance 
on properties of Red Cross would be a 
big mistake. Because of the local rating 
structure of property insurance, local 
agents can provide service in those 
forms of insurance that cannot be han- 
dled nationally to advantage. 


Talks With General Marshall 


Furthermore any ventures into the 
field of self-insurance would, said Mr. 
Fetzer, create many different kinds of 
local problems and would place local 
chapters in difficult positions efore 
their contributors. From the first con- 
versation on this whole matter with 
General Marshall after he became Red 
Cross president, the cooperation of all 
top leaders in Red Cross has been com- 





coverage standpoint the NAIA commit- 


tee, he said, concurs in the Red Cross 
decision on third party liability cover- 
age for nationwide blanket insurance. 
Also the committee is satisfied that the 
coverage was obtained in strictly legal 
fashion. Separate coverages have been 
provided conforming to state laws and 0 
1 \N 


the assumption that Plan D was used 
has been found to be wrong. 

In the matter of economy, the com- 
mittee discovered that the cost of the 


blanket coverage does not represent any 
real savings in premiums as compared 
with the charges for insurance by cover- 
ing chapters locally. In view of large 
discounts on some of the biggest chap- 
ters under individual insurance, the 
committee questions whether averaging 
all nationwide coverage will result in 
substantial savings. 


Mr. Fetzer said it is reasonable to 
believe that if the committee making 
the decision for Red Cross had been 


made up of several experienced insur- 
ance agents, a majority of the commit- 
tee would have voted to buy a plan 
substantially like the one the Red Cross 
has bought in order to remove danger 
of serious loopholes in coverage where 
local chapters have failed to act to pro- 
tect their liability risks. 
Sees No Nationalizing Trend 

Discussions with Red Cross leaders, 
Mr. Fetzer declared, have put to rest 
any inclination to extend the nationaliz- 
ing trend to the property insurance field. 
However, it is still mandatory on those 
agents serving local chapters to do the 
kind of high grade service that can re- 
sult in such may occur being 
paid without criticism. We pointed to 
problems of rates, valuations, coinsur- 
ance clauses, fire hazards, etc., to which 
agents must give expert attention if 
they wish to continue to hold this busi- 
ness. 

In summing up his arguments, Mr. 
Fetzer said that any representations of 


losses as 





comparative cost are entitled to little 
consideration because only actual ex- HOME OFFICE 
perience over a number of years will 





FIRE AND CASUALTY COMPANY 


ORLANDO, FLA. 








plete, friendly and such as to warrant 
full continuance on the part of insur. 
ance men of the same kind of enthy- 
Siastic service to Red Cross they have 
rendered so conspicuously in the past, 
Mr. Fetzer declared. 

After Executive Committeeman John 
H. Carney from Wisconsin had voiced 
opposition to endorsement by the di- 
rectors of the Red Cross report because 
he felt such approval would be inter- 
preted by other organizations with mul- 
tiple risks as condoning national insur- 
ance plans eliminating local agents Mr 
Fetzer again addressed the meeting. He 
said he did not feel that approval of 
the report would be an endorsement oi 
the principle of national coverage for 
multiple location risks, such as chain 
stores, gas stations under single owner- 
ship, etc. 


Also most important, in the opinion 
of Mr. Fetzer, was stopping of the 


trend toward self-insurance by charit- 
able institutions. “If we have stopped 
once and for all this trend then we have 
done a service for local agents that 
more than offsets the of commis- 
sions to some producers,” he stressed. 


loss 


Frankenbach Supports Fisher 


Charles H. Frankenbach, New Jersey 
director, supported Carleton I. Fisher, 
Rhode Island, when the latter voiced a 
plea that the whole matter be tabled 
and the subject removed from the 
agenda. Thus there would be neither 
official acceptance nor rejection of the 
Red Cross committee report. While the 
directors are strongly against extension 
of the national rating plan idea, with 
agents taken out of the picture, as a 
matter of principle, they do not wish to 
offend the Red Cross organization by 
any action which might be interpreted 

hostile. 

Thus when Mr. Carney’s motion was 
revised to conform to Mr. Fisher's ideas, 
and passed by a large majority, it was 
stated that the whole evening’s discus- 
sion was essentially around the plan 
of insurance coverage rather than any 
criticism of the Red Cross organization. 


as 


Neumann, Jr., Joins Aetna 
Joseph A. Neumann, Jr., of Bayside, 
N. Y., son of President Neumann ol 
the New York State Association of In- 
surance Agents, has joined the New 
York City staff of the Aetna (Fire) 
Insurance Co. He recently received his 
Bachelor of Science degree in Business 
Administration from Hofstra College at 
Hempstead, Long Island. He gave his 
parents a pleasant surprise when he 
wired Mr. Neumann, Sr., and his mother 
at Chicago during the NAIA convention 
that he had got a job with the Aetna. 
The Neumanns were also receiving com 
gratulations at Chicago on their 22nd 
wedding anniversary which they cele- 
brated a few days ago. 
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Carson’s Commission Report Spurs 


Widest Interest of the Convention 


The report of Russell M. L. Carson, Glens Falls, N. Y., as chairman of the 
committee on commussions, shirred widest interest at the Chicago convention of the 
Vational Association of Insurance Agents last week. Action on the committee's recom- 
mendations for adoption of a set of principles, published in last week’s issue of The 
Eastern Underwriter, was deferred until the mid-year meeting of the board of directors 
in April, 1951, in order that the directors may have an opportunity to confer with their 
The report had the unanimous approval of the committee 
Dunlap, Atlanta; C. W. 
Wolff, Chicago. 


respective state associations. . 
which, in addition to Mr. Carson, ts composed of James ( 
Schoelsel, Denver; A. b. Shepperd, San Jose, Cal.; and Allan 1. 


Subjoined is the report in full: 


By your action at the St. Louis meet- 
‘ng, you authorized the creation of this 
committee and charged it with the three 
following responsibilities: (1) To keep 
your board informed on every phase of 
the commission problem; (2) to prepare 
and submit for your consideration at 
this meeting a definite policy on com- 
missions; and (3) to consult wherever 
and whenever the occasion may require 
it with any other segment of the busi- 
ness or Government. 

This report will, therefore, deal with 
these three responsibilities in the order 
listed above. 

Agents Vitally Concerned 

Until this year, the commission prob- 
lem has been a concern but not an ac- 
tivity of the National Association. Over 
the years, the concern at times has been 
that commission levels should not be- 
come too low and at other times that 
they should not become too high. In the 
present, agents are vitally concerned 
with both as the result of the insurance 
industry being under the responsibility 
of adjusting itself to the peculiar prob- 
lems that have arisen and will arise as 
a result of the SEUA decision and Pub- 
lic Law 15. Ways and means for solving 
these problems are controversial sub- 
jects among insurance companies, among 
agents, and as between insurance car- 


CARSON 


RUSSELL M. L. 


nomic conditions. Today, no restraint 
exists other than self-restraint. There- 
riers and producers. Especially the in- fore, it behooves agents and companies 
dustry is divided as to whether or not to exercise unselfish common sense to 
commission regulation is desirable. avoid undue commission inflation with 
Among agents, one very large group. its attendant danger of Government- 
believes in the principle that rates of imposed control. 

commission be arrived at by a separate Oppose Federal Control 


bargaining process between each com- Your committee has observed that 
pany and each agent. This group be- agents almost unanimously are deter- 
lieves that as long as free competition mined that supervision of the insurance 
exists among carriers the working of business must be kept at state levels and 
plain economics in the expense ratio that they are steadfastly opposed to 
ot such carriers will prevent any in- Federal control of rates or commis- 





flation in commission levels of sufficient — sions. They recognize an overwhelming 
magnitude to affect adversely the public sentiment for preservation of freedom 
interest or the stability of the insur- of contract between companies and 
ance industry. Another large segment agents, whether it be between individual 
of the agents holds that the American company and agent, or through the 
agency system can only be secure when medium of acquisition cost conferences 
controlled in some _— set up on a bilateral basis under limited 
manner, preferably within the industry. state supervision. They would fight to 
Certainly these conflicting views can- the last ditch against giving Govern- 





commissions are 








lot be fully and satisfactorily resolved ment, whether national or state, the 
until the thinking of the industry be- power to fix their commissions. 

comes more unified than it is today. Your committee takes cognizance of 
Old methods of stabilization by and for the fact that each state association is 
the industry have not been replaced by autonomous and is, therefore, free to 


new ones to fit changed laws and eco- advocate or to resist legislation per- 
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mitting commission control under the 
acquisition cost conference principle. It 
becomes a question for counsel to de- 
cide whether or not enabling legislation 
of any kind is required. Such decisions 
might vary in different states. 

Some supervisory authorities and 
some individuals, both in the business 
and among the public, have asserted 
that the states are not doing the job 
entrusted to them under Public Law 15 
unless rate regulation includes justifica- 
tion of all important factors in the 
rate. If this view becomes prevalent, 
particularly in Washington, then we 
may have to contend with unwanted 
Federal intervention. 

Contract Freedom in Peril 

In our opinion, therein lies the most 
serious peril to our treasured freedom 
of contract. This peril is the imposi- 
tion of commission control by Govern- 
ment regulation. It is of such trans- 
cendent importance that removal of this 
peril may properly be considered a mat- 
ter of national policy. 

Since state supervisory authorities can 
no longer evade or avoid responsibility 
for passing upon the most important 
factors of rate-making, we recommend 
that the National Association bend 
every effort toward developing the most 
comprehensive data possible with regard 
to the expenses of and profits accruing 
to insurance agencies. Commissions 
cover agents’ operating costs, sales ex- 
pense and profit. It is of utmost impor- 
tance to preservation of our freedom 





of contract that insurance agents and 
their trade associations have data on 
such a breakdown of commissior The 
actual over-all sales expense and op- 
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i 
erating costs of agencies can be kn 
and we believe can be justified. From 
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State of Pennsylvania 


experience, agents know at least roughly 
what it costs them to do business, but 
the public and the industry are more 
likely to treat us fairly if complete and 
accurate information of this character 
is made available. 
Should Think in Terms of Profit 
It can be determined with actuarial 
certainty what the over-all expense fa 
tor should be in agents’ commissions, 
but what the profit factor should be, 
if thought of at all, has depended upon 
judgment alone. Sound judgment ld 
apply the tests of its being adequate, 
not excessive and not unfairly discrimi 
natory. The National Assoc 
search and study into this too 
neglected subject will assume tremen- 
dous importance, for many agents be- 
that the time for them 
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iong- 


lieve has come 
to think in terms of a reasonable profit 
instead of percentages of commissions 
A searching study of the subject 
commission policy has convinced us that 
for the present, such a policy should 
be set forth only in rather broad terms 
It should entail recognition by our < 
sociation of three major ol 
First, to the public, second, to our mem- 
: third, to the f 
which we are a part. 
As the very existence 
depends upon a high d 
confidence, our fi 
acknowledg 1 
our activity i 
mount, and that every 
remain subordinate to it. 
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Owe Obligation to Members 





To our membership we owe 


at all times to exert every pos- 





sible effort toward establishing 
naintaining a maximum sta r 
(Continued on Page 
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n selling insurance, Professor Laurence J. 


declared when addressing the annual con- 
vention of the National Association of 
Insurance Agents in Chicago October 4. 
Professor Ackerman, well known to msur- 
ance agents in the East for many years 
for his excellent educational, agency man- 
agement and sales promotional work, holds 
that the first fundamental in a_ success 
story ts planning. Asking the que stion why 
should agents plan their work, he presented 
the answers as follows : 

1. For self-discipline. The difficult 
job of making yourself do what you 
don’t want to do or what you're too lazy 
to do is made easy for you, if you plan. 
Give yourself specific orders and _ stick 
to a rigid plan of executing them. 

Direction and Activity 


2. For direction. Going some place? 
Where? If you don’t know, how can 
you expect to get there? The man who 
plans, knows where he is going, knows 
what progress he is making and has a 
pretty good idea when he will arrive. 

3. For activity. Being idle is the result 
of lack of planning. Of course, Mr. 
Agent, you have nothing to do if you 
are uncertain about your next call. But 
when you know that your next call will 
take you here and the following call 
will take you there, you are bound to 
keep busy. One trouble with this world 
of ours is that laziness is so seldom 
fatal. 

4. For time control. Lack of planning 
means indecision and indecision means 
loss of time. When you know how every 
hour is to be spent, you run little risk 
of we a effort. Time should be 
ae ig eg t’s money. 

5. For determination. In making your 
Pr you pledge yourself to their ful- 
fillment. It is a matter of self-respect 
that makes you want to carry out your 
intentions. You entertain no thoughts 
of giving up before the plans have been 
carried through. Planning gives you 
courage and a well defined vision of 
your goal. 

The secret of success of every man 
who has ever been successful lies in 
the fact that he formed the habit of 
doing things that failures don’t like to 
we 

. For preparedness. Planning keeps 

you ates awake when opportunity comes 
your way. You’re ready to grasp it and 
make it work for you. When you have 
a plan for meeting every situation, you 
won't find yourself groping in the dark 
when a problem confronts you. 
7. For results. Effort spells success. 
Well laid plans encourage effort and the 
right kind of effort always brings satis- 
factory results. Planning will take you 
half way along the road to your goal 
of success. Fulfillment of plans does the 
rest. 


Various Plans Used 


A great deal has been written and 
spoken about the idea plan. Frankly, I 
don’t believe there is such a thing. I 
know one agent who is making a smash- 
ing success by the simple process of 
carrying 10 beans in his right hand 
pocket. When he makes a call, he trans- 
fers a bean into his left hand pocket. 
When the right hand pocket is empty, 
he calls it a day. 

I have another agency, for which I 
do consulting work, which maintains a 
de luxe office. In this agency one person 
takes charge of prospecting; another 















Ackerman Presents Selling Points 


Dean of Business at University of Connecticut Says Planning, 
Time Control, Record Keeping and Motivation Are 
Partners in Successful Selling 
Planning, time control, record keeping, 
motivation, are four partners for tomorrow 


Ackerman, Dean of the School of Business 
Administration, University of Connecticut, 





handles personal surveys; another pre- 
pares commercial surveys etc. The de- 
luxe plan of this agency is bringing in 
a handsome income. 

Yet another one of my agent friends 
starts out at the beginning of each year 
and sees every school teacher, then 
every doctor, then every accountant and 
so on. His plan also pays off well. 

The important thing is: Get a Plan! 
Borrow one! Steal one! Think one out 
tor yourself! It may be beans that will 
put you across, or it may be secre- 
taries. 3ut whatever it is, get some kind 
of plan that will defeat our present 
time-wasting, energy-consuming, and 
aimless method of trying to find busi- 
ness. ; 


LAURENCE J. ACKERMAN 


How Agents Swindle Themselves 


A group of men were talking about way he will work, and of course, he’s 
the old moss-covered subject that enters the only one who can really detect the 
into discussion about salesmen—the so- swindling and eliminate it—if he doesn’t 
called “swindle sheet.” “Well,” said one like to be swindled.” So don’t let your- 
of the group after a time, “insurance self be swindled—get an efficient work 
agents don’t travel at the expense of a _ plan. 
house and they don’t swindle.” “Oh yes, You can devise the perfect, tailor- 
some do,” put in another man. The made plan. But this is only half the 
speaker was an agent. “When agents battle. You must have the will power 
purposely take long jumps between _ to carry it out. Exercising will power is 


prospects; when they take an unreason- difficult. But will power sufficiently ex- 
able time off, when they sit down and — ercised becomes habit. And habit is easy. 
do minor clerical work for hours: when A second fundament il which rez uliy 
they stay at home to act as handy man flows from the first is the need for time 
for the fun of it, they’re cheating them- control. The need for time control is 


selves,” he asserted. “Each man is his amply proved by the oft-repeated state- 
own boss as far as deciding upon the ment that the average agent spends 









s a member of the local community in which he does busi- 
ness, the agent—in most cases—has grown up with its 
people. His clients therefore, rely upon him for good 
counsel, sound insurance protection, and dependable serv- 
ice. In taking this fact into consideration the Royal Ex- 
change not only lends the agent its long well-seasoned 
experience, but renders excellent cooperation to assist him 
to broaden his prestige, provide the right coverage, and to 
increase his business. Furthermore, it meets all claims 


promptly and equitably. 


A The Royal Exchange established in 1720 is one of the oldest 
and strongest insurance institutions in the world. It is 
JS known for its outstanding service to agents and insureds. 


Royal Exchange Group 





ROYAL EXCHANGE ASSURANCE PROVIDENT FIRE INSURANCE COMPANY 


Edward W. Elwell, United States Manager THE STATE ASSURANCE COMPANY, LTD. 
CAR AND GENERAL INSURANCE CORP., LTD. 


111 JOHN STREET, NEW YORK ee Se caakie tee 


Representation in Principal Cities of the United States 
and in Most Countries Throughout the World 











———— as 
only about 15% of his time in sellin 

A group of representative producer 
were asked to give an estimate of the 
number of hours they worked each 
month. The uniform answer was, “Well 
I put in 200 hours a month.” Notice 
the expression, “I put in 200 hours a 
month.” They did not have the nerye 
to say, “I work 200 hours a month,” 
The time you “put in” is your business, 
but remember you are paid for the 
hours you “work.” Increase them and 
your Income  Imcreases ; increase the 
price per hour for your time, sell more 
of it, and your income increases, 

In the average office two- thirds of the 
price you charge per hour is overhead. 
If you want to make $12,000 a year, 
which is $5 an hour, provided you sel} 
each of the 200 working hours of each 
month, you must charge your clients $15 
for each of the 200 hours. Each hour 
you waste or give away reduces your 
income below the figure you set. Con- 
servation of time, if agents are to sur- 
vive, is imperative. Within the hour 
of today, the agent must produce a 
sum equvalent to that of several hours 
of yesterday. 

Before devising any plan of time con- 
trol, one must consider the job at hand. 
Essentially the agent's job is eight-fold: 
(1) Getting new prospects; (2) Making 
contact calls; (3) Preparing surveys and 
other sales presentations; (4) Closing 
interviews; (5) Service; (6) Office de- 
tail; (7) Planning and keeping records 
of performances; (8) Study. Once your 
duties are enumerated, you are prepared 
to distribute them intelligently over the 
working day. 

Time Control Program 


One agent friend of mine has. this 
time control program. He is up at 7 am. 
and is ready to leave by 7:45. But he 
can’t see anyone at 7:45, so he studies 
until 8:45. Why study? Because study 
is the price of keeping up-to- date in 
our business. Why study in the morn- 
ing? Because you can’t study in the 
office during the business day. In the 
evening you may have social engage- 
ments; be tired or want to do prepara- 
tion for the next day’s work. In the 
morning you are refreshed and you can 
absorb new ideas more effectively. 
Finally, study is a stimulant for the day's 
work. It starts you thinking of ideas 
before you make your first call, and 
it’s ideas that make prospects buy. What 
should we study? One or two ¢ one trade 
periodicals; company literature; F. C. S. 
bulletins and new insurance books 
policy forms and rate manuals. 

From 8:45 to 9:45 he goes to his 
office. He tries with might and main 
to dispose of his office affairs quickly. 
He knows that most agents are prone 
to clear their desks before setting sail 
for the harbor of door knobs; that the 
office chair is more comfortable than 
those provided in his prospect's offices. 
So he hastens to clear up his work and 
go forth to the daily fray of selling. 

From 9:45 to 11:45 he performs items 
1, 2, 3, 4, and 5 of his duties. From 12 
to 2 p.m. he returns to his office for 
further office detail work and to take 
lunch. 

From 2 to 4:45 p.m. he is again calling 
on people as per items 1, 2, 3, 4 and 5. 

From 5 p.m. to 6, our agent plans 
tomorrow’s work. He knows that to be 
efficient one must know where he is 
going, why he is going and what he is 
going to propose. He knows that. suc- 
cessful selling in our business is selling 
policies that don’t come back to people 
who do come back.. 

After 6 p.m. he has dinner and _ then 
relaxes. Of course he doesn't keep to 
this schedule with exactitude. A mark 
of 90%, he feels, will entitle him to 
enter the Hall of Fame. 


Efficient Record Keeping 


The third fundamental is efficient 
record keeping. An agent should con- 
stantly check on both his sales and 


(Continued on Page 33) 
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Lederer Lalks on Dishonesty Insurance 


Sees Sales Opportunity in Fidelity and Forgery Bonds; 
Describes 3-D Policy as Most Salable Article on Agent’s 
Shelf; Says Commercial Firms Are Undersold 


while fire insurance 
protects the shell of a business, fidelity 
insurance protects its heart, Emil L. 
Lederer, Chicago, chairman of the fidel- 
ity and surety committee of the Na- 
tional Association of Insurance, delivered 
an address, “Dishonesty Insurance — A 
Sales Opportunity” before the NAIA 
sales clinic at Chicago, October 4. 

Mr. Lederer said that commercial 
firms are definitely undersold, the poten- 
tialities are great and the producer’s 
production tools are two-fold — fidelity 
honds and forgery bonds. Both of these 
types of bonds, he said, have been de- 
vised to provide a maximum degree of 
protection to the business firm and are 
in reality tailor-made to fit the individual 
insured’s requirements. 

Mr. Lederer described the primary 
commercial blanket bond and the blanket 
position bond and said no description 
of this coverage would be complete 
without reference to the loss prevention 
aspects of the relationship between the 
surety and the employer. The surety 
companies, he said, have ‘n their files 
names of prior defaulters and can check 
the names of new employes against 
these and in addition, many applications 
are investigated and the mere comple- 
tion and submission of an application 
may have a deterrent effect on a poten- 
tial embezzler. He said that while the 
modern forms of blanket bonds do not 
require the submission of applications 
from the individual employes to be cov- 
ered, it is usually recommended that 
this practice be followed. 


Calls 3-D Policy Salable 


Mr. Lederer described the 3-D policy 
as “the most salable article on our shelf 
today” and said it has proved to be a 
very practical method of tying up many 
of the insured’s needs in one form and 
with one company, thereby eliminating 
considerable red tape and needless ex- 
penditure of time and effort. 


Declaring that 


“For the agent who has more than 
passing familiarity with fidelity and 
forgery bond production, as well as 


surety bond lines which do not come 
within the scope of this discussion,” 
Mr. Lederer said, “bond production is a 
sure-fire entree into other insurance 
lines. More often than not, if you se- 
cure a mercantile firm’s bond business, 
you have more than a fair chance of 
handling his fire and liability business 


as well. And of course this is perfectly 
true in reverse. If you already handle 
his fire and liability and automobile 
business, you have a made-to-order 


entree to his bonding business. 

“Reverting just once to purely surety 
bond business—if you secure a contrac- 
tor's bid bond and his performance and 
Payment bonds on a construction project, 
you are on the ground floor and can 
hope with considerable expectancy to 
secure his liability, fire and compensa- 
tion business as well. There is a striking 
parallel between this natural sequence 
and the developments which frequently 
flow from selling a business firm ade- 
quate fidelity and forgery bond cover- 
age, 


Bond Production Not Specialized 


_ Fidelity and forgery bond underwrit- 
ing 1s somewhat of a specialized busi- 
ness, but bond production is not. The 
chief obstacles to a successful bond pro- 
ducing career are the producer's initial 
Shyness or reluctance to get into what 
i Mistakingly believes is an involved 
usiness; the bond rating manual, which 
pried easier to understand than is com- 

Mly supposed; and the defeatist com- 





plex that runs somewhat like this :—‘Joe 
Doakes has all the bond business in 
town. Why waste time trying to get 
some for myself?’ If you applied this 
sort of reasoning to all insurance lines, 
you wouldn’t last very long as an insur- 
ance agent.” 

Mr. Lederer said there are three sales 
factors of importance in selling fidelity 
and forgery bonds: create the need, 
select the appropriate bond coverage to 
fit that need and to persuade the pros- 
pect that “you are the agent from whom 
to buy this needed coverage. 

“The most important and_ therefore 
most difficult, of these three factors is 
the first. You’ve got to create the need 
for bonds. There are certain lines of 
surety bonds that are required by law 
or by statute, or which are sought after 


voluntarily. Public official and fiduci- 
ary bonds are of the first category, 
while court bonds, such as appeal or 


replevin bonds, come under the latter 
category. But fidelity and forgery bonds 
must be sold. 


Fidelity Bond More Difficult to Sell 


“It is, | admit a trifle more difficult to 
sell a fidelity bond than it is to sell a 
fire policy or an automobile policy. The 
client is aware of the need of these be- 
cause they are widely publicized or be- 
cause of his fear of losing out in a suit 
for damages in the event of an accident. 
3ut he doesn’t unsually appreciate the 
need for a fidelity bond until he suffers 
an employe dishonesty loss, which might 
very well prove to be a crippling loss. 
And then it’s a case of locking the door 
after the horse thief visited the barn. 
Too little and too late. 

“The approach to fidelity bond produc- 


tion, therefore, must be an intelligent 
one. Don’t go about it blindly. Assess 


your prospect’s potential liability; from 
what source might a dishonesty loss 
come; what is the extent of his internal 
control that might prove effective in 
discovering an employe theft before 
the theft assumes dangerous propor- 
tions, etcetera. Then, having in your 
own mind a clear picture of the firm’s 
exposure to loss, you are armed with 
effective arguments that will persuade 
the prospect to adopt safety measures, 
in the form of adequate fidelity bond 
amounts. 

“It is important to convince the em- 
ployer that while fire insurance protects 
the shell of his business, fidelity insur- 
ance protects its heart. And how long 
can a business go on if its heart is 
gone ? 

Drive Home Statistics 


“Drive home also the cold statistics 
that one-third of the business failures 
in the United States in the past ten 


years were due to dishonest employes. 
This fact is unpalatable but it is well 
substantiated, and it is all the more read- 
ily understood in the light of the 
companion statistic that about 65% of 
mercantile concerns are uninsured by 
commercial fidelity and forgery bonds. 

“Finally in closing I remind you that 
despite the excellent record of the Amer- 
ican agency system in adequately pro- 
tecting the American business man 
against loss, employes embezzle 400 mil- 
lion dollars annually and perhaps only 
about 10% are covered by insurance. 
A record we certainly cannot be proud 
of. The need for protection is clearly 
evident. 

“It is our opportunity to work in an 
uncrowded field. And be amply _ re- 
warded with more and better business 
and greater commissions.” 


Herndon Views Agents 
In Program of Defense 


SEES OPPORTUNITIES TO AID 


Says Congressmen Are Annoyed at Ap- 
proach to Tax Equalization; Advises 
Agents to Conserve Ammunition 

Two subjects of wide: interest to 
agents,- among the many treated by 
Maurice G. Herndon, Washington 
representative of NAIA, in his report 
dealt with agents’ cooperation with the 
National Security Resources Board on 
civilian defense and taxation of coop- 
eratives and mutuals. President O. Shaw 
Johnson this year offered the coopera- 
tion of the National Association to the 
NSRB which has had a favorable reac- 
tion Mr. Herndon said. Continuing he 
stated: 

“NSRB officials advised me on Sep- 
tember 27 that NAIA members and 
agents’ groups can be of great and im- 
portant help by learning what civil de- 
fense is and then serving as ‘informa- 
tion centers’ to the general public. 

“Tust out is a book ‘United States 
Civil Defense’ from Government Print- 
ing Office, Washington, D. C., at 30 
cents. 

“Agents have tremendous opportunity 
for service because of the need for some 
national business or professional group 
to take lead in advising public and 
other business and to serve as ‘thought 
leaders in preventing spread of false 
rumors and hysteria.’” 


Taxation of Cooperatives and Mutuals 


Dealing with taxation of cooperatives 
and mutuals Mr. Herndon said in part: 

“The Senate has directed the Joint 
Committee on Internal Revenue (hired 
experts) to conduct investigation and 
exploration on ‘equal taxation’ and make 
recommendation to the Senate finance 
committee and House ways committee 
for action early in 1951. 

“Many members of Congress have ex- 
pressed a wish privately that the ‘pres- 
sure’ approach to the subject would be 
stopped so that all aspects of ‘equal 
taxation’ could be calmly and _ thor- 
oughly analyzed. 

“Too many alleged facts and figures 
in this fight used by proponents and 
opponents have been proven erroneous. 

“Congress is determined now to use 
its own committee of hired experts to 
develop ‘final facts.’ 


Congressmen Are Annoyed 


“Most thinking members of Congress 
are annoyed at present manner of deal- 
ing with ‘equal taxation’ in an_ at- 
mosphere of hostility. 

“President Johnson authorized a tele- 
gram to the Senate Finance Committee, 
July 28, firmly stating NAIA’s position 
that ‘action on adjustment in the Fed- 
eral tax structure should be taken at 
this time so that all American business 
will bear its fair share of the burden 
of government.’ 

“This ‘conservative’ approach was 
recommended by the NAIA Washington 
office because: 

“Senate Finance Chairman George 
had specifically stated that he did not 
want the interim tax bill to be tied up 
in the controversy of a major tax 
change. 

“Knowing that cooperative and mu- 
tual insurance tax study was in the 
making for a later date, it was my opin- 
ion that ‘pressure’ during interim tax 
bill consideration was _ ill-timed—might 
be more an annoyance than doing 1 


g,ood. 


Should Emphasize Insurance Aspect 

“Several Congressmen, friends of the 
local property agents, have suggested 
that agents could perhaps be more ef- 
fective and helpful if their representa- 
tions to Congress on the subject of 
equal taxation were limited to the in- 
surance aspect of this extremely con- 





Past Presidents in Tribute 
To Late Thomas C. Moffatt 


Past presidents of the NAIA held 
their annual dinner Sunday night at the 
Stevens Hotel with President O. Shaw 
Johnson, other members of his adminis- 
tration and members of the executive 
committee present. General Counsel 
Walter H. Bennett spoke in memory of 
Thomas C. Moffatt, formerly of New- 
ark, N. J., who died in June of this 
year at San Diego, Cal., where he had 
resided for many years. He was presi- 
dent of the National Association in 
1924-25. 

Kenneth H. Bair, president in 1935-36, 
who has not been seen at national con- 
ventions in about nine years, attended 
the dinner. Other former leaders were 
Frank R. Bell, Charleston, W. Va.; 
W. Eugene Harrington, Atlanta, Ga.; 
William B. Calhoun, Milwaukee; Allan 
1. Wolff, Chicago; William H. Menn, 
Los Angeles; David A. North, New 
Haven, Conn.; Fred A. Moreton, Salt 
Lake City, Utah; Guy T. Warfield, Jr., 
3altimore; William P. Welsh, Pasa- 
dena, Cal., and John C. Stott, Norwich, 
N. Y. Expected to attend the conven- 
tion was E. M. Allen, now retired and 
living in Virginia, who served as presi- 


dent in 1917-19. 





Ackerman’s Selling Points 


(Continued from Page 32) 


office efficiency. To test his efficiency 
in the field, every agent should develop 
the ratios between the number of calls 
and the number of sales interviews; the 
number of sales interviews to the num- 
ber of sales. For example, 50 calls, on 
a cold canvass basis, should produce 20 
interviews; 20 interviews should result 
in 4 sales. So the producer can count 
on one sale every 12 calls, on the aver- 
age. If he makes 15 daily calls, he will 
make 75 a week, 300 a month, 3,000 a 
year. This' should produce approximately 
250 sales. From records such as these, 
you can: 

(1) Calculate the dollar value of each 
call, interview, working hour, sale. You 
can discover what your time is worth. 

(2) Check whether you are working 
the requisite number of hours. 

(3) Determine whether you are calling 
on enough people. 

(4) Ascertain whether you are main- 
taining your ‘closing average. 

The fourth and final fundamental that 
I want to mention is motivation. We 
can show an agent why he should pros- 
pect more effectively, sell more ag- 
gressively. But—unless he wants the re- 
wards oi better prospecting or more 
aggressive selling—nothing will happen 





troversial subject, or at the very least 
emphasize this insurance aspect. 

“According to those who should know, 
the two sides are about evenly balanced 
with party allegiances buried in the heat 
of argument. 

“As a possible aid to the deliberations 
of this body, may I respectfully sug- 
gest that NAIA, in an effort to be help- 
ful to Congress and continue building 
prestige with that body for local prop 
erty agents, continue a _ conservative 
approach to this subject. 

“By conserving our ammunition, by 
drawing a ‘finer bead’ on our target, and 
by acting positively on a country-wide 





basis, it is my belief stock insurance 
agents can assist in correcting an un- 
fair competitive advantage granted to 


mutual ‘operators’ and at the same time 
assist in bringing justice into the taxa- 
tion of American business 

“Already the Congressional commt- 
tees considering this equal tax subject 
are so swamped with ‘generalized’ com- 
munications both for and that 
they are simply being filed away and will 
have little or no [ final out- 
come.” 


against 


efiect on 
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Minister Reports Record 


Membership of 27,986 at New High; In Allocations Payments 


Harry T. Minister, Columbus, Ohio, 


More Local Boards Held Essential <2", 2%, the insnce commits 


the National Association Insurance 
et = acs Agents, in his annual report to last 
poe Stes iaatia r eaeipee acme Bon — _ week’s Chicago convention, stating that 
I Cally 1 Bs ocal association ; : a 
bf the various ll states have paid their 1949-1950 allo- 
Ui i c s . . ~ . . . . 
ess ear As. cations, said: “This is the first time in 
* t, the oiiteiaieas’ my knowledge that all allocations have 
lletins to local been paid during the year in which 
y of subjects, they were due and I believe this indi- 
orevention and cette a universal acceptance of the cur- 
tees, Bre a consoli- tent allocation formula.” 
Sata hudletins Sains Describing the fiscal operations as 
43 n would not only “very satisfactory,” Mr. Minister said 
yr would give to ‘that the changes in the staff during the 

‘ ould gi 


The National Ass 
Agents had a membe 
igencies on August 31, 
of 1,863 during the last 
cording to the report of t! 
committee, — Bliss, 











Conn., chairma The rej 
at the annual aueian thi 


cago and showing a net record high tor » ent heed 





total membership, says that 37 state ec 

ae : ewes ae ns in one package a Year involved three budget items: sal- 
ee Ce ee ce ir dav pment of ie aries, legal counsel and travel expenses. 
marks during the year, 1> of whic lotal income amounted to $308,134 and 





expenses were $302,245, showing an op- 
"Should Distribute Suggestions pe gain of $5,889. Salaries sae 
umittee should pre- $14,029 less than the budget, while travel 
pesuonhas Sera for the and legal expenses were $14,504 more 
sociations in either than budgeted. 


scored net gains of 10% 
merically Wisconsin, Ohio and 
see made the largest gains 
agewise Wisconsin was first. 












There are more local boa _ form. _ Mr. Minister spoke of the excellent 
larger cities now, the report is that a provision job done by the education committee in 
ete eage for the Mem- its finances, increasing its cash balance 
the last year Milwaukee ane h recognizes from $9,801 to a total of $23,581. 
revised their constitutions to umerically and per- Mr. Minister said that the associa- 


coextensive provision and the In 
Exchange of Dallas has taken s1 
action. 


More Local Boards Needed 


“In the National Association it is the 
conviction of your membership commit- 
tee that your membership has grown out 
of proportion to the number of active 
local associations. It is the firm be- 
lief of your membership committee that ROUND OUT YOUR SERVICE 
the time has arrived when this fact 
must not only be recognized but action . — aes 
taken to translate thoughts into reali- with Aviation Facilities 
ties. Motivated by this reasoning your 
committee proposes three recommenda- 
tions for your consideration and action: 

“1, That the name of the membership 
committee be changed to the ‘Local 
Board and Membership Committee.’ 
Heretofore local board development was 
an inierred activity of the membership 
committee and through no fault of any 
individual this important work was rele- 
gated to the background in the func- 
tioning of this committee. Giving prom- 
inence to this important work in the 
title of the committee will not only em- 
phasize its importance but psychologi- 
cally will have a beneficial effect upon 





of active local boards  tion’s contingency reserve fund had been 
state association during the increased during the fiscal year by $54,- 

At the moment, the only (66; $50,732 of unneeded cash on hand 
given to local boards in having been transferred from the gen- 
is the percentage of co-_ eral reserve fund to the contingency re- 
Is in a state unit.” serve fund. The total contingent reserve 
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all local boards now in existence. x a 
Local Board Bulletin as — ae: aN N . 
a Pte morte Focslities ey \ 

“2. This renamed committee should Sime 192 \ ae Yi * 
function as an advisory body for all i 
local associations. A local board bulletin a 

1 ® “3 K 3 
Sheldon on War Projects Wp 
(Continued from Page 27) 
. 
and the National Association of Insur- 
ance Brokers. 

“The committee is fully aware of the 
ra fist nie is a a - ~~ Round out your service to clients who own planes or 
development of war projects that wi . 5 HONS a 
adits Ce tobitos of War De- travel by air. Know their aviation insurance needs. This 
partment rating plans in some form. sales kit will give you full information. 

The committee is also aware of the Twenty-two years of research and pioneering have 
importance of the full cooperation of . : ° : 

et Quedintets” geoaps ix consideriag the gone into the preparation of this material. Twenty-two 
effect on the producer if these plans years of continued service have proved its soundness. 
are reauthorized. The importance of U. S. Aviation Underwriters represent 58 leading 
this cooperation has been emphasized Asnert d ki ; : 
in Washington by several members of wahaoned owned stock insurance companies. Offices in 
the National Defense Department. many important U. S. centers are available for quick 


“It is the feeling of your committee service or consultation. 
that it should keep in close touch with E . 
the National Bureau of Casualty Under- Round out your service to clients with this sales kit. 
writers and company oflicials on this It is yours for the asking. 
important matter. The committee appre- 
ciates that the insurance service agree- UNITED STATES AVIATION UNDERWRITERS 
ment needs careful consideration and 
that it should be made more realistic INCORPORATED 

n light of past experience. 80 JOHN STREET, NEW YORK 7, N.Y. 

“The committee recommends its con- 
tinuance because of the studies already 
under way.” 


ATLANTA> KANSAS CITY> DALLAS + CHICAGO> SAN FRANCISCO-LOS ANGELES 














fund, as of August 31, was ‘ae 

“This is the first time in many years,” 
Mr. Minister said, “that any addition 
has been made to this fund other than 
the interest earned on it.” 

The changes in personnel, Mr, Minis. 
ter said, involved numerous Meetings 
that had not been contemplated, result. 
ing in additional travel expense and 
problems of the business also necesgj.- 
tated many more committee meetings 
than had been anticipated. He pre. 
dicted that, because of mounting prob. 
lems, even greater travel expenses may 
be expected. 


Dunaties F ore Directory 


The America Fore Group which has 
for years been preparing and distrib. 
uting its accurate and attractive Dj- 
rectory of Delegates and Guests to Na- 
tional Association conventions, issued 
the directory at Chicago on Tuesday 
morning, October 3, a speedy and effi- 
cient job directed by Frank S. Ennis, 
advertising manager. Delegates are 
registered at eleven Chicago hotels and 
three clubs. America Fore was also 
host to a large cocktail party at the 
Hotel Stevens on Tuesday afternoon, 





Companies Well Represented 

Fire and casualty companies and man- 
agement offices were well represented at 
this year’s NAIA convention with nearly 
70 headquarters being listed on the 
large directory near the registration 
desk on the second floor. 


Carson's Commission Report 


(Continued on Page 38) 





and a justifiable profit for agents, lim- 
ited only by the public interest. 

To the insurance industry we are obli- 
gated to conduct our affairs in such a 
manner as to assist in guaranteeing its 
continuance as one of the nation’s out- 
standing examples of free enterprise asa 
force in maintaining and improving the 
miracle known as American Business. 

In line with the foregoing, we recom- 
mend that you adopt the following prin- 
ciples as National Association policy on 
commissions: 

1. That the commission _ structure 

should first and foremost be predicated 
on the public interest. 
2. That the National Association be- 
lieves unalterably that supervision of 
the insurance business should be kept at 
state levels. 

3. That the National Association is 
opposed to government, either state or 
national, imposing commission level con- 
trol. 

4. That the National Association 
stands for preservation of freedom ot 
contract. 


Opposes Unilateral Control 


5. That the National Association, 
while not opposing the acquisition cost 
conference principle, is opposed to a 
revival of unilateral commission controls 
exercised solely by the companies. 

6. That the National Association op- 
poses the seizure of unilateral control 
of commissions through the device of 
injecting the commission or sales ex- 
pense into the rate structure, without 
prior consultation with agents. 

7. That the National Association rec- 
ognizes that every state association be- 
longing to the National Association ot 
Insurance Agents is fully autonomous 
as regards the form of the commission 
structure in its state, but all are urged 
to conform to some reasonable national 
uniformity so far as method and _ basic 
fundamentals are concerned. 

As no occasion necessitating official 
consultation by your committee — has 
arisen, no action has been performed 
as yet under this phase of the com- 
imittee’s responsibility; however, your 
committee stands ready to function in 
this direction at any time the occasion 
may require it. 
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Agency Cost Survey Is Progressing 


Progress to date in the study of agen- 
cy expenses by the National Association 
of Insurance Agents was reported by the 
agency management committee, William 
B. Glassick, Hollywood, Calif., chair- 


man, to the annual convention of the 
ail, 


NAIA in Chicago last week. The com- 
mittee was authorized last year to begin 
a study of agency expense in order to 
develop cost figures which would dis- 
play not only the average item in each 
of the various categories of expense 
generally appearing in any agency oper 
ation, but also to develop an expense 
factor in relation to the size and kind 
of policies issued. Continuing, the com- 
mittee said: ; 

“The agency management committee 
at a meeting in Chicago, February 25, 
developed a questionnaire. It was de- 
cided that 3,000 agency expense analysis 
questionnaires would be distributed to 
member agents of the National Associa- 
tion throughout the country. This num- 
ber was distributed on a pro rata basis 
so that the number of questionnaires 
distributed in any one state was in a 
ratio of the membership of that state 
association to the total membership of 
the National Association. In addition, 
care was use in order to make a dis- 
tribution within the state association’s 
area so that the returns would be rela- 
tively balanced between city and rural 
agents. 


2,450 Questionnaires Sent Out 


“In accordance with our plan, we now 
have 2.450 preliminary questionnaires in 
the hands of member agents throughout 
the country. There are 34 state associa- 
tions who have approved or submitted 
a list of agents for this program and we 
earnestly urge all the other state associ- 
ations to give this matter their attention 


at the earliest possible moment. To 
date, we have received a total of 165 
completed questionnaires and only 77 


members have returned uncompleted 
forms. These are now in the hands of 
our consulting actuary and a_prelimi- 
nary summary has been made of the fig- 
ures now on hand. 

“While it might be premature to make 
any definite conclusions based on the re- 
now on hand, we have noticed 
one very intriguing development. Those 
cies writing a predominantly fire 
volume, as opposed to casualty writing, 
have more fire companies with a lower 
average volume per company than do 
those agencies which write a nredomi- 
nant volume of casualtv. At the same 
time, it is noticed that in the agencies 
which do write a preponderance of fire 
volume, there is a lower net income 
than is true of agencies writing larger 
Pasi volume. 

“While the expense items in these 
two type agencies are fairly stable and 
closely related, the difference seems to 
appear in commission income in the two 
lines. It is suspected that this can be 
accounted for by the fact that more 
fire companies are needed to satisfy 
a market than is true of the casualty 
neld. 


turns 








Hope for Full Report Soon 


“It is our hope that the preliminary 
questionnaire can be completed and a 
inal analysis made of it within the next 
three months. At that time, the final 
display will be drawn up and made avail- 
able through proper sources. That will 
constitute the first half of the over-all 
Project. 

“The second half will consist of the 
Preparation of a more searching ques- 
tionnaire designed to develop and allo- 
cate costs related to kind of business 
and premium size per contract. The 
extent of the information required to 








complete this second questionnaire will 
depend upon conclusions which can be 
drawn from final figures of the ques- 
tionnaire. 

“The second questionnaire will be dis- 
tributed to a limited number of agencies 
selected because of the over-all char- 


Lacy Wins Oil Painting 

Lewie Lacy, Oklahoma City, won the 
oil painting “The Covered Wagon,” 
given by the Springfield Fire & Marine 
and presented by Secretary Charles E. 
Freeman. 





insurance 
answers in 


acteristics of the individual 
agency as indicated by tl 
the first questionnaire.” 


Flowers From Norwich Union 

The Norwich Union Group each year 
places on the dais at general sessions 
a magnificent bouquet of yellow and 
russet colored chrysanthemums, which 
President O. Shaw Johnson gratefully 
message of 


acknowledged as well as a 


congratulations for a successful admin- 


istration which accompanied the flowers 


VS 





CHARTING THE COURSE 


Our continued exploration and charting of new waters, with the cooperation of 
alert agents and brokers in interpreting the needs of the public, has proved of 
value and opportunity to both producers and assureds. 


In the final analysis, progress and cooperation are inseparable. We appreciate 
the help of our agents and brokers and take particular pride in the up-to-the- 
minute facilities we offer for the writing of marine, automobile, fire and casualty 


insurance. 


CHUBB & SON coscessiee 


90 John Street, New York 7, N. Y. 


OCEAN AND INLAND MARINE-FIRE, AUTOMOBILE AND CASUALTY 


AVIATION INSURANCE 


THROUGH ASSOCIATED AVIATION 


UNDERWRITERS 
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Fair Predicts Flood of DB Bills; 
Wants Committee’s Duties Clarified 


One of the most pressing concerns to 
the agents in their respective states in 
recent years has been the general sub- 
ject of disability benefits laws, said 
Arthur B. Fair, Natick, Mass., in his 
report as chairman of the legislative 
committee of the National Association of 
Insurance Agents at the Chicago meet- 
ing last week. 

Mr. Fair pointed out that although 
1950 was a comparatively light legis- 
lative year, next year can be expected 
to develop great activity in this field 
when 44 state legislatures will meet in 
regular session. 

“It should be emphasized,” he said, 
“that in the next year in many of the 
states meeting in regular session, the 
opponents of monopolistic state funds 
will face a difficult task in preventing 
the advocates of disability benefits laws 
from impressing their views on the re- 
spective states in the form of law. There 
can be little doubt but that this problem 
is as urgent as any in which the insur- 
ance industry is concerned. 

Compulsory Bills Introduced 

‘Bills to provide for compulsory auto- 
mobile liability insurance were intro- 
duced in at least four states. While this 
concept of providing protection to the 
public has been studied by many legis- 
lative and Bar Association committees, 
as well as other groups, apparently no 
definitive conclusions have been reached 
as to the desirability or undesirability 
of a compulsory automobile liability law. 
There is little doubt where the insur- 
ance industry as a whole stands on this 
problem but, unfortunately, there are 
many who do not share its view. It 
may be expected that the heavy legisla- 
tive year just ahead of us will produce 
much agitation in many places for such 
a compulsory law. This, needless to say, 
is also a problem which must be viewed 
with some concern. 

“Currently in Massachusetts the ques- 
tion of flat rate for compulsory auto- 
mobile liability insurance in the state is 
pending the outcome of a referendum 
on the November, 1950, ballot. It is 
encouraging to report that the gravity 
of the situation has been fully appreci- 
ated by the insurance industry. Exten- 
sive educational efforts have succeeded 
in acquainting automobile owners with 
the inequitable phases of the proposed 
flat rate.” 

With respect to clarifying the func- 
tions of the legislative committee with 
respect to state and Federal legislation, 
Mr. Fair said: 

Functions Are Not Clarified 

“The committee has had no meetings 
this year for the reason that its exact 
functions have never been sufficiently 
clarified to indicate a clear and definite 
course of action. For instance, the 
problem of the extent to which any com- 
mittee. on a national level should be- 
come involved in state legislation is a 
very real and important one. 

“The National Association, through its 
committees and particularly in the field 
of state legislation, does not feel that it 
can recommend or even suggest specific 
legislation or a general pattern for leg- 
islation to any state without encounter- 
ing the very great risk of embarrassment 
somewhere along the line. As we are all 
well aware, each state has its own indi- 
vidual problems, its local conditions and 
attitudes, and no general legislative pat- 
tern would be acceptable probably to 
even a majority of the states. It is for 
this reason that the committee has made 
haste very, very slowly. 

“While it may seem the function and 
obligation of the National Association 
to be able to provide general legisla- 
tive information to a state requesting it, 
it seems more practical to leave speci- 


fic legislative activity to state associa- 
tions, which are attuned to regional 
thinking. 

“Then, too, under the concept of state 
supervision of insurance under which the 
industry operates, there is the monumen- 
tal task of intelligently determining what 
is happening from a legislation stand- 
point in 49 jurisdictions. If legislative 
matters were to be followed in anything 
approaching a complete program, a very 
large staff would be required. 

“The thought has been suggested that 
perhaps a small legislative committee 
on the national level could best function 
in close connection with our Washing- 
ton office on Federal legislation. This 
program would eliminate the possibility 
of embarrassment and misunderstanding 
arising between the various state asso- 
ciations and the National Association as 
it would confine its activity to subjects 
upon which such a great difference of 
opinion among agents does not ordi- 
narily exist. 


“It is respectfully submitted that if 
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OF THE MONTH 
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is even greater. 




















Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 
HEAD OFFICE 135 S. LA SALLE ST. CHICAGO 3, ILLINOIS 


Flays Rate Bureau Practices 


(Continued from Page 28) 


cific remedies, unless invited to dotrso. 
However, many agents deplore the’ ten- 
dency of companies to use the’ bureaus 
as incubating establishments for future 
company executives. 

“This practice, which is spreading to 
larger agencies, and even to industries 
not closely akin to insurance business, 
serves to siphon off many capable and 
imaginative young men, whose talents 
would be most useful if permanently 
retained by rating organizations which 
supply their training. Since constant 
turnover is the rule and important func- 
tions must be performed by trainees, 
exact adherence to rule of thumb prac- 
tices too often substitutes for individual 
initiative. 

“Industry welfare would be— served 
beyond measure if bureau careers were 
made attractive enough to constitute an 
end in themselves, rather than a means 
of securing other employment.” 





this committee is to make any real con- 
tribution to the agents of the country 
generally, its efforts should be confined 
to and directed toward Federal legisla- 
tion.” 





, =) 


LET’S EXPLODE an IDEA! 


Many people have the idea that an extended 
coverage fire policy covers damage caused by the 
explosion of steam boilers or steam piping. It 


Why not make this clear to those of your clients 
who have a steam boiler exposure—and sell them 
a boiler policy while renewing their fire policies. 
Of course, the owner or operator of a high pres- 
sure boiler realizes the value of boiler insurance— , 
but the explosion frequency of low pressure boilers 


Ask a Zurich-American field man for some of 
the “‘boiler insurance reminder”’ stickers that you 
can attach to fire policies. Ask him, too, about other 
effective ideas that will help you build your sales. 










Maxwell Makes Report on 
Unfair Trade Practices 


Robert Maxwell, Texarkana, Ark 
chairman of the unfair trade practices 
committee of the National Association 
of Insurance Agents, reporting to the 
Chicago convention last week, sai 
that his committee was appointed fol. 
lowing the meeting of the state direc. 
tors at St. Louis in March, 1950 and 
directed to investigate the following 
unfair practices: 

(a) The practice of certain direc 
Writing companies writing insurance as 
a result of agreements with trade asso. 
ciations and other business organiza. 
tions. 

(b) The practice of certain medical 
societies setting lower. fees for Blue 
Cross policyholders. than for policy. 
holders of agency companies. : 

Mr. Maxwell said that the’ com. 
mittee’s activities have been directed 
toward developing authentic informa- 
tion concerning actual cases, which has 
been difficult. However, he believes 
that a questionnaire now being circu. 
lated will be helpful in developing such 
information. The committee also has 
made some investigation of steps which 
have been taken to correct unfair trade 
practices and finds that 26 states have 
adopted the so-called fair trade prac- 
tice law. Mr. Maxwell expressed the 
opinion that some of these practices 
can be stopped by proper administra 
tion of these laws. 

The committee recommended that a 
committee on unfair trade practices be 
continued for the next year. 





Fire Safety Activities 
Expanded During the Year 


The fire safety committee report to 
the annual meeting of the National As- 
sociation of Insurance Agents at Chi- 
cago last week, John J. O’Toole, St. 
Louis, chairman, states that many mem- 
bers of the association have become 
very active in state fire safety work and 
many states heretofore inactive are now 
doing a good job. 

The “Speaker’s Manual” has had a 
wider distribution than anticipated and 
another supply has been printed. The 
“Fire Safety for Primary Grades” book 
has had a wide distribution in schools. 

Local boards, cooperating with the 
National Board of Fire Underwriters as 
clearing houses for distribution of fire 
prevention material, have done gratify- 
ing work and the arrangement has been 
renewed for another year. 

“Your committee,” says the report, 
“expects to play a very prominent part 
in the new civil defense program and 
recommends to all agents that they im- 
mediately contact their city officials and 
offer their services. During World War 
Il the part that the agent played 
throughout the country was enormous.” 





Managing General Agents’ 


Executive Committee Meets 

The American Association of Manag: 
ing General Agents held an executive 
committee meeting in Chicago, October 
1-4, with headquarters at the Black- 
stone Hotel, across the street from the 
Stevens where the National Association 
of Insurance Agents was meeting. 

Present were Sam H. Stewart, Tulsa, 
Okla., president; J. Leonard Brows, 
Denver, and Jules E. Simoneaux, New 
Orleans, vice presidents;. Herbert Cobb 
Stebbins, Denver, secretary-treasurer; 
H. E. Cragg, Wheeling, W. Va., chair 
man of the executive committee; S. Lin- 
ton Smith, Raleigh, N. C.; Stuart H 
Richardson, New York City, and Philip 
D. Richards, San Francisco, ‘ 
of the executive committee; Langdon ©. 
Quin, Atlanta, and several other mem- 
bers of the association. 
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Progress by the Educational Division 


The educational division of the Na- 
tional Association of Insurance Agents 
has completed another successful year 
of activity, Chairman L. P. McCord, 
Jacksonville, Fla., stated in the report 
acks 
of the educational committee presented 
to the annual convention of the NAIA 
in Chicago last week. A total of 1,602 
persons completed all six units of the 
introductory course and received their 
certificates of merit. 

The standard course, providing mul- 
tiple line training programs, is consid- 
ered the most important series of stud- 
ies. Since its inception 869 persons have 
successfully completed the minimum of 
110 hours for certification, Cumulative 
total enrollments by units amount to 
9989, with over 2,000 for fire and allied 
lines, 1,533 for automobile insurance, 
1.132 for inland marine, 900 for public 
liability and smaller enrollments in the 
courses for burglary, fidelity and surety, 
time element coverages, insurance regu- 
lation, office management, workmen’s 
compensation, accident and health, avia- 
tion and boiler and machinery. 

Agency Management Course 

“This is the first full year for the 
complete presentation of the agency 
management course,’ the report says. 
“This series is composed of three units, 
namely, building agency prestige, agen- 
cy ownership and office management. 
Each of these subjects is especially 
written to assist the agency owner in 
the development of office management 
techniques and policies as well as an 
agency public relations program. In ad- 
dition, the third unit, agency ownership, 
treats with the major problems arising 
out of agency ownership, namely, types 
of business organizations, agreements, 
ownership of expirations and the evalu- 
ation of an insurance agency. 

“Since its inception, there have been 
a total of 172 people completing this 
series. 


Institute of Advanced Agency 
Management 

“For the fourth successive year, the 
educational division has cooperated with 
the University of Connecticut and the 
Connecticut Association of Insurance 
Agents in the presentation of the Insti- 
tute for Advanced Agency Management. 
This course of study was attended by 39 
principal agents throughout the country 
with an average premium volume of 
$230,000 per agent. 

“The fifth Institute for Advanced 
Agency Management will be held on 
the campus of the University of Con- 
necticut beginning the week of August 
20, 1951. The course will last for a pe- 
riod of one week at which time such 
important matters as legal aspects of 
an agency, office management, customer 
account analysis, salesmanship, advertis- 
ing, public relations and many other 
Important subjects will be discussed at 
length. Preliminary application blanks 
will be available through the New York 
office for early enrollment in the school. 

“The success of this Institute has 
attracted much favorable attention 
throughout the country and many states 
have adopted this type of program as 
a summer project within their own areas. 
The fifth Annual Institute as all pre- 
vious ones, will once again be presented 
with the idea in mind that those who 
attend that school will be in a good 
Dosition to assist with your instructor 
at agency management schools at state 
association level. This program should 
be looked upon as a series of informa- 
tion and instruction for the building 
Up of agency management school lead- 
ers throughout the country. 

There has been a rapid increase in 
the number of state associations which 
lave presented portions of the educa- 


ticial program at short course schools 
on the. campus of various state univer- 
sities. We are also pleased to see that 
there has been an increase in the inter- 
est in this type of program and that 
many states have had an educational 
course of some kind during the past 
year. Among the state associations which 


have had these educational programs are 
listed: Massachusetts, Connecticut, Mis- 
sissippi, Indiana, Wisconsin, Minnesota, 
Kansas, California, Florida, Illinois, 
Georgia, Nebraska, Pennsylvania, North 
Carolina and Louisiana. 

“The correspondence adaptation of the 
introductory course and the standard 
course has been well received and at the 
moment, there have been a total of 93 
graduates in the introductory course 
with 128 registrants. There have been 


170 enrollments in the standard course 
by correspondence but no one has, as 
yet been graduated. 

“These correspondence programs have 
been developed in order to satisfy a 
need for insurance education in those 
areas where it is impossible or imprac- 
tical to organize classes sponsored by 
local boards. The value of this type 
of work is progressing by the number 
of people who have expressed an interest 
in it.” 











PROVIDENCE 
WASHINGTON 


PROGRESSIVE PROTECTION 


... Since 1799 


In 1799, “John Weskett 


On Insurance” was the 


Manual for underwriting. John Mason, first presi- 


dent of Providence Washington, used the copy illus- 


trated which is a highly prized volume in our library. 


During most of our nation’s history Providence 


Washington, through its agents, has insured the 


ventures of commerce and 


marine disaster and fire. 


industry against loss by 


New England’s oldest stock insurance company 
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Attridge in Explanatory Statement 
On Long Haul Trucking Service Plan 


When Walter S. 


Attridge, Boston, presented his report on October 4 as chairman 


of the long haul trucking research conunittee to the national board of state directors 
he stated that as a result of conferences held at Chicago with company representatives 
during the NAIA convention he was encouraged to believe that within a relatively short 


time the carriers « 


writing truck risks will approve a trucking insurance 


service plan. 


While the company men were reluctant to give full approval at Chicago, as they wished 


to consult further with home office 


executives on 


the proposals of the agents, Mr. 


Attridge told the directors he feels the companies will act to take over the plan and 


put it into effect. 
The NAIA committee 
panies are ready to take over. 


which Mr. 


insurance service plan were released by Mr. 


The general purpose of the suggested 
organization contemplates extreme flexi- 
bility and a minimum of operating ex- 
pense and personnel. For example, it is 
contemplated that advisory committees 
would be created consisting of employes 
of the participating companies, which 
employes would serve, on a voluntary 
basis, in advising forms and procedure 
for the various departments; the central 
office would then carry out the execu- 
tion of the various functions as outlined 
by the advisory committees. Initially, 
the only employes would be those in 
the central office. As the organization 
developed, it might later prove advisable 
to hire supervisory employes in the 
field for engineering and claims, but, in 
the early stages of organization, it is 
felt that these functions could be per- 
formed by the existing independent or- 
ganizations. 

The organization could perform the 
essential needed service with the center 
section, or actuarial department, en- 
tirely eliminated if the participating 
companies felt that that section was un- 
necessary. However, it was the thought 
of the committee in developing this 
plan, that the actuarial department 
would offer every desirable and much 
needed facility. 


Could Accumulate Experience 


The actuarial department could 
loss experience and other 
statistical data on a much wider scale 
than any similar existing organization. 
The National Bureau of Casualty Un- 
derwriters can only use the experience 
of its member companies and the per- 
centage of long haul business written 
by those companies is admittedly a 
small proportion of the total. There is 
no organization existing at present 
that has the facilities for accumulating 
statistical data from the large number 
of non-bureau companies writing this 
type of business. 

Second: It is felt that by promulgat- 
ing advisory rates, that there would be 
a tendency to stabilize rates and mar- 
kets. It is not intended that this de- 
partment would do any actual under- 
writing or decide upon risk acceptance. 
This would be the function of the in- 
dividual companies. The organization 
could, however, based upon its data and 
experience, indicate what would appear 
to be the appropriate rate for the risk 
and the exposure. 

Third: By making mandatory report- 
ing of premiums and losses, the statis- 
tical functions could be performed more 
effectively. If the companies desired, it 
would not be necessary to report indi- 
vidual risks by name. 

Would Provide Clearing House 

Fourth: Mandatory provisions for the 
reporting of cancellations and the rea 
son therefor, would provide a clearing 
house for the purpose of flagging and 
eliminating undesirable or uncoopera- 
tive risks and should have a tendency 
to eliminate the practice of “shopping” 
that admittedly has been so harmful to 
this type of business. 

Referring to the engineering depart- 


First: 
accumulate 


] Attridge heads 
Explanatory remarks relative 
Attridge to the press as follows: 


will be 


continued until the com- 
to the suggested trucking 


ment, it is contemplated that the ad- 
visory committees would set up standard 
forms for mechanical inspections, per- 
sonnel reports, and road checks. These 
forms would be furnished to all field 
men, engineers, and other appropriate 
persons of all participating companies. 
They would also be furnished to various 
inspection and engineering organiza- 
tions operating on an independent basis. 
All equipment or risks being serviced 
by the group would bear an identifying 
emblem or insignia with a code number 


or symbol. This symbol would not nec- 
essarily designate the carrying company. 
Road checks or reports would be made 
direct to the central office, which, 
through the code system, would refer 
them to the carrying company. 

In this manner the number of re- 
ports would be vastly increased -and 
would be rendered on an unprejudiced 
basis because the individual reporting 
would, in most instances, not know 
whether or not the risk was insured by 
his company or by some other member 
of the group. By using the combined 
personnel of the participating compa- 
nies, as well as the employes of inde- 
pendent inspection and claim organiza- 
tions, it should be possible to develop a 
checking system that would far surpass 
that available even to the individual 
companies specializing in this class of 
business. 

Equipment and personnel inspections 
would be handled on a fee basis, thus 
making this portion of the expense a 
direct and allocated one. 


Function of Claim Committee 


The first function of the advisory 
claim committee would be to compile a 
directory of adjusters and attorneys, at- 
tempting to include some _ representa- 
tive in even the smallest towns through- 
out all territories in which risks will be 
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operating. These people would be pri- 
marily independents, but the directory 
could also include claim representatives 
of the participating companies.  Pre- 
scribed forms and instructions as to pro- 
cedure in case of accident would be 
furnished all of these people, who would & 
be informed that they had been desig- 
nated as an adjuster for the group. The 
insured would, of course, be instructed 
to notify the nearest adjuster, who 
would make the preliminary investiga- 
tion, obtain statements, witnesses, etc., 
and this preliminary report would be 
forwarded to the central office. The 
central office would, in turn, refer it to 
the carrying company, who would then 
decide whether or not to continue using 
the services of the initial adjuster, refer 
it to one of their own employes, or se- 
lect another adjuster. The purpose of 
this procedure would be to make pos- 
sible the immediate investigation of ac- 
cident, regardless of where the accident 
occurred and eliminate the delay that 7 
so frequently results in higher claim 
costs. 

All of the claim adjustment. services 
would be billed to the carrying compa- 
nies on the usual fee. 

As outlined above, all possible services 





would be handled on a fee basis so 
that the expense would be properly 
borne by the respective companies, 


based upon work actually done on their 
risks. The administrative costs, includ- 
ing the operation of the central office, 
could be distributed among the partic 
pating companies on a percentage basis 
depending upon the respective propor 
tions of business serviced by the group. 


Delegation From New Jersey 

Nearly 20 agents and wives were in 
the New Jersey delegation to the NAIA 
convention at Chicago. Headed by Pres- 
ident Russell E. Stevens the delegation 
included also Charles H. Frankenbach, 
H. Earl Munz, Charles J. Unger, Myr 
C. Knight, Alfred C. Sinn, J. Russell 
Stricker, Frank Tyrrell, Henry Mather, 
Sidney K. Howell, Albert J. Benninget, 
Karl Weidel, Jr. 


Calhoun and North Perform 


William B. Calhoun, NATA past pres 
dent from Milwaukee, who has. rarely 
missed a national convention since he 
headed the administration in 1931- 1932, 
once again led in the singing of America i 
at the opening session October 2 of this © 
year’s convention. He was accompanied 
at the piano by David A. North, New 
Haven, who was NAIA president in & 
1942-1943. As perennial song leader Big 
Bill Calhoun would be sorely missed 
were he absent. 
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Leaders at Eastern Agents Conference at Chicago 





Commissions 


(Continued from Page 23) 


right of individual action with respect 
to commissions, yet would give the na- 
tional body some needed rights to treat 
commission problems upon a_ national 
level with companies and others when 
essential for 


such discussions 


the preservation of agents’ rights as a 


appear 


» whole. 


It is expected by the national admin- 


' istration that when the New York meet- 


ing convenes early next year the vari- 
ous states will have fully studied the 
will 
structed their directors. Meantime states 


recommendations and have in- 


suggest any changes 


which may be felt necessary, but state 


directors were urged to get suggestions 
to the committee in sufficient time prior 
to the New York meeting so they may 
be gone over thoroughly. 

One problem facing the new adminis- 


| tration is selection of place and dates 


for the 1951 annual convention. Ten- 
tatively there is an offer to hold the 
meeting in Chicago, but the dates, be- 
tween Labor Day and the remainder of 
the first half of September, are hardly 
favorable. Several state associations, in- 
cluding Pennsylvania and New Jersey, 
plus numerous groups in the Far West, 
are accustomed to holding their annual 
meetings in September, and for the 
NAIA to meet prior to these state ses- 
sions would tend to produce complica- 
tions. Likewise, the first part of Sep- 


Chicago Photographers 

On the dais at the Eastern Agents Conference session during the NAIA conven- 
tion at Chicago last week were, left to right: Russell M. L. Carson, Glens Falls, 
N. Y.; H. Earl Munz, Paterson, N. J., vice chairman of the conference; Morton 
V. V. White, Allentown, Pa., chairman of the conference committee with the com- 
panies; Edwin S. Cowles, Jr., Hartford, conference chairman; Preston H. Hadley, 
Bellows Falls, Vt., treasurer, and J. Vernon Coblentz, Frederick Md., secretary. 


tember is so close to ending of the 
summer vacation period that those in 
charge of convention matters certainly 
prefer to arrange a meeting next year 
in the weeks between the middle of 
September to the same time in October, 
during which period conventions have 
been held customarily for years. At 
the directors’ sessions last week an in- 
vitation from a hotel in Cleveland for 
1951 was presented, but not acted on. 

Support for the Escott plan for rat- 
ing multiple location risks should help 
to get state hearings on this plan so 
Commissioners may rule on its desir- 
ability and thus break a deadlock on 
insurance facilities which has existed for 
many months. Mr. Sheldon, chairman 
of that committee, reported that while 
he was not backing the Escott plan as 
infallible, yet it deserved full support 
from agents in each state because 
those in company ranks opposing this 
plan for rate credits and debits had 
been unable to get agreement upon any 
other plan. 

The important thing, Mr. Sheldon 
stated emphatically, is get these risks 
covered by local agents and not allow 
business to slip to non-agency insurers 
because of an _ inter-company battle. 
Hence the directors went on _ record 
favoring the Escott plan and urging all 
agents to support it when State Insur- 
ance Departments hold hearings. 

General Motors 

General Motors insurance competition 
came up for quite an airing. Local 
agents oppose the strong inroads made 
by automobile manufacturers’ insurance 
companies, or those affiliated indirectly 
with manufacturers, on the business of 
agents in insuring financed cars. In 


some cities agents have worked out plans 
for successfully holding the bulk of car 
business for full-time agents and for 
local banks. On the whole, however, the 
premium income of insurers specializing 
in auto finance business goes up each 
year by leaps and bounds. 

It may well continue this way as long 
as prices of cars continue to rise and 
as long as there is a sellers’ market for 
autos. Until the Korean situation came 
along it appeared that the demand for 
new cars was just about even with pro- 
duction or a bit below the output of 
new autos. Now, of course, public de- 
mand far exceeds supply and auto deal- 
ers are once again in the saddle as re- 
spects disposing of their products. While 
General Motors was the target of criti- 
cism from the agents, because the GM 
insurance subsidiary is the leading auto 
premium producer in the country, yet 
there are many other insurance carriers 
which write nothing but auto finance 
business. 

Removal of the Red Cross controversy 
from the agenda of the directors ap- 
peared to satisfy opponents of the Wade 
Fetzer, Jr., majority report upholding 
the Red Cross action and at the same 
time did not fall too far short of the 
advocates’ hopes that the NAIA would 
give full support to the Fetzer report, 
in order to show leaders of Red Cross 
that agents do not allow this matter to 
interfere with their backing of the or- 
ganization’s basic relief activities. 

In this instance Carleton I. Fisher, 
Rhode Island director, who so often is 
in the middle of directors’ debates fight- 
ing vigorously for or against something, 
was the man of peace. When the dis- 
cussion was getting hot, with the na- 
tional executive committee hoping that 
the Red Cross report would be turned 
down and Mr. Fetzer eloquently plead- 
ing for acceptance, Mr. Fisher stepped 
up to advocate that the report be re- 
ceived—involving neither official ac- 
ceptance nor rejection—and the whole 
matter removed from the agenda. 

This suggestion was accepted, with 
Mr. Fisher receiving credit for finding 
a Satisfactory way out of the dilemma. 
The NAIA executive committee opposed 
the Red Cross report of Mr. Fetzer be- 
cause the members felt that by so doing 
NAIA would not lend support to other 
national rating plans which would elimi- 
nate local agents in the so-called inter- 
est of improved efficiency. It was not 
the Red Cross that the plan opponents 
were hitting but the principle behind 
the method of coverage employed in 
this whole deal. 





Entertainment Sponsors 


The NAIA honored those who con- 


tributed to the success of the entertain- 
ment program at Chicago when they an 
nounced the names of those sitting at 
the head table during the banquet. At 
this table were Ernest A. Henne, vice 
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president of America Fore Group which 
provided a large cocktail party for the 
entire convention; Roy Tuchbreiter, 
president of the Continental Casualty 
and Continental Assurance, which spon- 
sored the elaborate entertainment fol- 
lowing the banquet, and W. S. Whit- 
ford, president of the Millers National, 
which sponsored the square dancing 
party on Tuesday evening last week. 
Others at the head table included, be- 
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Results of General Mills Decision 
On Fire Legal Liability Analyzed 


Babbitt of Joyce & Co. States Appeal Court Ruling Ques- 
tions Need for Strictly Fire Liability Coverage; 
Increases Need for Subrogation Waivers 


While the General Mills decision by 
the Federal Court of Appeals relative 
to the problem of fire legal liability is 
not axiomatically binding on all other 
courts of the land, as it may well be 
appealed to the United States Supreme 
Court, it is at the present time the lead- 
ing case on this subject, Robert M. 
Babbitt, Jr., CPCU, assistant vice presi- 
dent of Joyce & Co., of Chicago, states. 
Addressing the National Association of 
Insurance Agents at Chicago last week 
he said that the Appeal Court decision 
holding the General Mills company not 
liable as a tenant for fire damage has 
the result that any great need for 
strictly fire legal liability insurance 1s 
seriously questioned, while the need for 
subrogation waivers on fire insurance 
policies has become quite apparent. 

In a lengthy discussion of the whole 
field of fire legal liability Mr. Babbitt 
reviewed the General Mills case and 
interpreted its apparent results. On this 
decision he said: 

Effect on Subrogation 

“All ramifications of this General 
Mills decision cannot be foreseen at 
the moment but there is one very 1m- 
portant point that is immediately ap- 
parent. The court said in effect that 
the owner of the building had released 
General Mills for all liability for fire 
damage. All of our fire insurance poli- 
cies contain a subrogation clause trans- 
ferring to the insurance company all 
rights of the policyholder by which he 
might compel another to pay for such 
loss. Earlier courts have held, in some 
cases, that any unauthorized release of 
the wrongdoer or other person primar- 
ily liable, whether before or after the 
loss, will discharge the insuror. 

“A release granted before the insur- 
ance becomes effective may not void the 
coverage of the policy as the insurance 
company was not deprived of any right 
—it just did not exist when the policy 
was issued. A release after the insur- 
ance is in force, is, however, a very 
dangerous practice. Here the insured 
is giving away the insurance company’s 
rights. 

“This situation would be most com- 
mon in the case of our large multiple 
occupancy buildings where insurance 1s 
generally written for long terms of 3 
or 5 years. Old tenants leave and new 
tenants move in regularly and frequent- 
ly so we are likely to find many leases 
made after the insurance has_ been 
placed in force. Would a release of a 
new tenant for damage by fire void the 
building owner’s insurance? 

Should Review Leases 

“I personally would not attempt to 
categorically answer this question, but 
I do believe there is a sufficiently seri- 
ous possibility so that some action is 
imperative. To protect our customers 
and be on the safe side we should 
immediately review all of the situations 
where we are insuring the owner of a 
building which is leased in whole or in 
part to others. 

“Tf the lease exempts the tenant from 
liability for fire or other damage we 
should see that the insurance policies 
are endorsed to waive subrogation un- 
der such circumstances. These waivers 
are automatically included in the print- 
ed forms used in some jurisdictions, 
but in those cases where they are not, 
the companies will usually agree to this 
without additional charge. 

“Let us take a look at the legal lia- 
bility policies or forms that are avail- 





able today. Most cover fire only and 
if you agree with the conclusions pre- 
viously reached that the large majority 
of our customers are probably not lia- 
ble for fire damage, what need is there 
for such coverage? Some companies 
include insurance for explosion and 
another covers all liability subject to 
a few reasonable exclusions. 

“Our customers need protection 
against loss or damage caused by all 
perils not specifically exempted by the 
lease agreement but difficulties are like- 
ly to be encountered unless there is 
some adequate solution to the problem 
of the contractual liability exclusion. 

“In those cases where this type of 
insurance can be sold we should con- 
sider very carefully the form of cover- 
age that we recommend, the amount of 
insurance to be purchased and whether 
the price for the insurance is equitable 
and fair to our customer.” 

After stating that all present insur- 
ance forms have one point in common 
namely without exception they exclude 
liability assumed under any contract, 
oral or written, Mr. Babbitt continued: 


Two Fields of Civil Action 

“As we all know, there are two fields 
of civil action; torts and contracts. The 
word ‘tort’ as we use it, refers to any 
wrongful act (not involving a breach 
of contract) for which one person may 
sue another. In a contract action it is 
not necessary to allege or prove any 
wrongful act—merely to show that 
there has been a breach of contract. 
The tort action is the only type that 
would be covered by a legal liability 
policy. ; 

“As it is customary for landlords and 
tenants to have a written contract or 
lease outlining the rights and duties of 
each party, our first step, therefore, 
must be to examine our customer’s 
lease. Because of this contractual lia- 
bility situation all of our customers 
may not be prospects for this type of 
policy, and we must consider the vast 
amount of ill will and bad public rela- 
tions that would result from our selling 
a policy that does not grant the cover- 
age the insured thought he was buying. 

“The important points to keep in 
mind when considering this form of 
protection for our customers are first 
whether any liability has been assumed 
which would preclude recovery under 
a liability contract and second whether 
the lease or contract relieves the ten- 
ant from liability making insurance 
unnecessary. 


Three General Groups of Leases 

“We can divide all leases into three 
general groups. First, there are those 
where the tenant has assumed all lia- 
bility for damage or destruction and 
becomes in fact an insuror of the prop- 
erty. Here a legal liability policy would 
be of little use to the insured. He has 
made himself liable by contract and this 
type of coverage is excluded from the 
policy. 

“At the other extreme, some leases 
make no provision for the assumption 
of any liability whatsoever. In such a 
case the legal liability policy would 
meet the insured’s needs. Unfortunately, 
however, our problem is not so simple 
as it might appear. A survey of the 
lease agreements in a large number of 
our principal cities, reveals that the 
two types of leases mentioned are very 
much in the minority. The large ma- 
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No more complimentary statement or higher praise could be 
accorded to any individual or organization than that. Confidence 
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National Association 


Elected by Directors to 
NAIA Executive Committee 


Chicago Photographers 


Charles A. Dawson, left, Fargo, N. D., 
and Dana J. Lowd, Northampton, Mass., 
were elected to the NAIA executive 
committee last week from the member- 
ship of the national board of state direc- 
tors. This is Mr. Dawson’s first term 
but the second for Mr. Lowd, who served 
on the executive committee in 1949-1950. 


New Administration Members 


(Continued from Page 23) 

was a spirited three-way contest for the 
vice presidency, with powerful backing 
for Mr. Van Vechten as well as for 
Walter M. Sheldon of Chicago, Mr. Mil- 
ler came with the formal and official 
backing of the Texas Association of 
Insurance Agents and in the final run- 
off between him and Mr. Sheldon, he 
was elected. 

Mr. Miller is a past president of the 
Texas Association and of the Fort 
Worth local board. He has been presi- 
dent of the Fort Worth Community 
Chest, is past potentate of the Moslah 
Shrine Temple and is now president of 
the Fort Worth Chamber of Commerce. 

In Mr. Van Vechten’s election as vice 
president, a precedent was broken in 
that he does not come directly from 
the executive committee. However he 
is fully acquainted with the operations 
of the committee, as he was a member 
of it from 1945 until last year, when he 
retired from it. 

Long active in the affairs of the Ohio 
and National Associations, he served 
one year as president of the Summit 
County board, three years as a trustee 
ot the Ohio association and one year as 
president of the state association. He 
served for a number of years as state 
national director of the NAIA. He is 
president of the McIntosh-Bowers-West 
Co. of Akron. 

__ Lowd Reelected by Directors 

Mr. Lowd, reelected to the executive 
committee by the national board of state 
directors, was first elected a member of 
the committee in 1949. He has been 
In insurance for 36 years. Born in An- 
dover, Mass., on July 28, 1896, he has 
been a local agent, company field man 
and home office executive. For the last 
16 years he has conducted an agency in 
orthampton, and early in his career 

agent at Bellows Falls. He is 
active in Rotary, Community Chest, 
Boy Scouts and other civic affairs in 
s home city. 
In insurance association work, Mr. 
Lowd was president, Vermont associa- 
ton in 1921; president, Northampton 
ocal board in 1940-42, and _ president, 
Massachusetts Association in 1947-48. 
He has since served as the Massachu- 
setts director. 








Fisher Goes to California 
Carleton J. Fisher, Providence, R. L., 
director of the Rhode Island Association 


on the NAIA 


and always a 


board of state directors, 
vigorous participant in 
convention debates, declared in typical 
Fisher fashion as he left the Hotel 
Stevens last week after the annual con- 
vention: 

“To h--l with the insurance business 
for the balance of this month. I’m head- 


ing for California for a well earned 
vacation.” With that he grabbed his 
bags and off he went—West! 


Indiana Assn. Wins Plaque 


The Indiana Association of Insurance 
Agents has been awarded a_ bronze 
plaque for the most effective state-wide 
accident prevention program in the 


1950 highway safety contest of the 
National Association of Insurance 


Agents, sponsored by the Association 
of Casualty & Surety Companies. Pres- 
entation of the award was made at thie 
NAIA convention by Thomas N. Boate, 
public safety director of the associa- 
tion’s accident prevention department. 


NAIA Banquet 
(Continued from Page 39) 
sides the NAIA officers and executive 
committee members, J. Edward Day, In- 
surance Director of Illinois; Past NAIA 
President William P. Welsh; Past 
President Allan I. Wolff, Executive Sec- 
retary John F. Neville, President Emil 
L. Lederer of the Chicago Board of 
Underwriters and chairman of the con- 
vention committee, President Frank H. 
Hawk of the Illinois Association, and 
Executive Manager William W. Hamil- 
ton of the Chicago Board and of the 
Illinois Association. 
Press relations at 
cellent and a nod goes to James R. 
Mathews, editor of the American 
Agency Bulletin and director of infor- 
mation, for his handling of press re- 
leases and photographs. 


Heads Buffalo Agency 
W. Wallace Young has been elected 
president of Ted A. Clark, Inc., Buffalo, 
general agency. He succeeds the late 
Ted A. Clark. Mr. Young has been 
in the insurance business in Buffalo for 
23 vears. 


Chicago were ex- 
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Greer Executive Sec’y 
New Hampshire Agents 


Lloyd E. Greer, former New Eng 
land fieldman, recently became execu- 
tive secretary of the New Hampshire 
Association of Insurance Axents, to 


succeed Edward G. Robinson. Mr. 
Greer, a native of Missouri, entered 
insurance in Chicago in 1929 with the 
Royal - Liverpool Group. He went to 


New York in 1930 with the Royal and 
was transferred to New England in 
1932 in the automobile department at 
Boston. 

Later he served in Kansas, Connec- 
ticut and New Hampshire for com 
panies in the Royal-Liverpool Group 
In 1943 he entered the Army and was 
twice wounded in action. Since his 
discharge from the Army in 1946 he 
had been in the automobile business 
with his father in Missouri. 


KY. AGENTS MEET NOV. 13-14 

The Kentucky Association of Insur- 
ance Agents will meet in Louisville at 
the Brown Hotel, on November 13 and 
14. The executive committee will meet 
a day earlier, on Sunday, > 





November 12 
Peyton B. Bethel, executive se 
working on the program. 


retary, 1S 
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JOHN NEWLANDS 


General Attorney 


| SCOTTISH UNION 


AND 


NATIONAL INSURANCE COMPANY 


WITH THE 


AMERICAN UNION INSURANCE COMPANY 


| Is Happy to Pay Tribute to the 
| 


NATIONAL ASSOCIATION 


OF 


For many years the Scottish Union and National Group has recognized 
the strength and usefulness of the American Agency System. We 
pledge our best efforts in supporting NAIA ideals and principles and 
to encourage our own field representatives—numbering more than 
3.000 agents—to take an active interest in local and National Associa- 
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Administrative Office: HARTFORD. CONN. 
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United States Manager 
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Fire Legal Liability Insurance 


(Continued from Page 40) 


jority provide for some partial transfer 
of liability. 

“While there is no so-called standard 
form lease uniformly adopted through- 
out the country, the survey discloses 
two very common provisions; one re- 
garding the duty of the tenant to keep 
the property in repair and the other to 
return the property in good condition 
at expiration of the lease. 

“As we all know, repairs are neces- 
sary at frequent intervals to keep 
buildings properly maintained. Win- 
dows will be broken, plaster chipped, 
floors scratched and plumbing stopped 
up. Someone must make these repairs 
and keep the premises in good condi- 
tion regardless of who causes the dam- 
age. If a tenant agrees by contract to 
assume responsibility for such repairs, 
court decisions indicate that he would 
be in the position of an insuror and 
legally obligated for damage not due to 
his negligence. This type of liability, 
not due to negligence, would not be 
covered by any of our present policies 
so if your customer’s lease contains 
such a provision, it is your duty to call 
it to his attention. 


Return Property in Good Condition 


“The second provision to deliver up 
or return the premises in good condi- 
tion is found in practically all of the 
printed leases used by members of local 
real estate boards, building managers 
associations and other similar organiza- 
tions. A typical clause of this type pro- 
vides substantially as follows: That the 
tenant shall yield back the property to 
the lessor in as good condition as at 
the date the lease was executed, loss 
by fire and reasonable wear and tear 
excepted. 

“This is essentially the provision that 
was contained in the famous General 
Mills lease. While there is no way 
that we can tell exactly how many 
leases in the United States contain this 
agreement, conservative estimates based 
on the survey mentioned indicate that 
up to 80% or 90% of them will follow 
this pattern. Some of the larger build- 
ings are leased under special contracts 
prepared by attorneys, but the butcher, 
the baker and candlestick maker sign 
these printed form agreements which 
have been adopted locally. 

“This latter group represents the vast 
majority of our customers so that a 
careful analysis of this particular as- 
sumed liability provision is important 
to see what effect this will have on 
the insurance offered. 

Perils to Which Property Is Exposed 


“Tf we divide the perils to which the 
property is exposed into groups follow- 
ing the pattern of the lease provision 
quoted, we can place them into three 
categories: 1, wear and tear; 2, fire; 
3, all other perils. 

“First, the lease provides that the 
tenant is not responsible for ordinary 
wear and tear. If he has no liability 
he needs no insurance. 

“The second point to be considered 
is fire. Although the lease would imply 
that the tenant has no responsibility 
for fire regardless of its cause, this was 
questioned. As you all know, a build- 
ing leased by General Mills was de- 
stroyed by fire in January, 1948. Suit 
was brought by the building owner and 
its fire insuror to recover damages for 
the destruction of the building, loss of 
rent and cost of removal of the debris. 
It was alleged that the fire was caused 


by the negligence of General Mills 
employes. 
“The first principal question was 


whether the exception ‘loss by fire’ in 
the lease exempted the tenant from all 
liability for fire damage or only for 
loss not resulting from his negligence. 
The answer to this first part hinged on 
the interpretation of this clause. Did 
it mean exactly what it says or were 





the terms ‘unavoidable fire’ or “unpre- 
ventable fire’ to be read into it? The 
second important question was did the 
fire result from the negligence of Gen- 
eral Mills or its employes? 

The court held (1) that General 
Mills was negligent and that such negli- 
gence was the proximate cause of the 
destruction of the building and (2) the 
terms of the lease did not relieve Gen- 
eral Mills from liability for negligently 
destroying the building. At this point, 
many of us thought the time was ripe 
for use to dash out and sell property 
damage legal liability insurance. 


Appeal Decision in General Mills Case 


“On September 19 of this year the 
Eighth Circuit Court of Appeals blasted 
our hopes. By a two to one decision 
they reversed the verdict of the lower 
court. The reasoning of the judges was 
that the landlord had agreed the tenant 
should not be obliged to pay for any 
kind of loss by fire. 

“Further, it was understood between 


“nr 


them that fire insurance would be pur- 
chased from an insurance company who 
would be required to pay for the loss 
by fire regardless of whether negligence 
was involved. The court said all of the 
obligations which the landlord and ten- 
ant assumed toward each other were 
set forth in the lease with meticulous 
care. 

“The all important matter of ‘loss by 
fire’ was simply and effectively covered 
by squarely excepting the tenant from 
liability for ‘loss by fire.’ In view of 
this it was not credible that liability for 
negligence causing loss bv fire would 
not have been specified if there had 
been any intention that there should 
be such liability. 

“While some people in the insurance 
business may be inclined to agree with 
Judge Sanborn who wrote a very vig- 
orous and logical dissenting opinion we 
will be, at least for the time being, 
governed by the decision of the major- 
ity of this court. 

“The very interesting point involved 
is that the Circuit Court did not con- 
sider the question of General Mills 
negligence in causing the fire but 
merely whether the least or contractual 
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INVESTMENT IN CONFIDENCE 


To be able to concentrate all of your energies in seeking and 
developing prospects and serving your clients, you need full | 
confidence that you have the backing of friendly, constructive 
help and modern facilities in all phases of Company-Agency 
relations. So when you make an Agency contract to represent 
@ company, you are making an Investment in Confidence. 


The Commercial Union-Ocean Group of Fire and Casualty 
companies are proud of the high degree of confidence exempli- 
fied by enduring associations with many of their agents. We 
believe this demonstrates that the confidence our agents had 
when they selected our companies has grown surer through 
actual experience—meriting its continuance over the years. 
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provision exempted the tenant from 
liability for fire damage irrespective of 
negligence. If almost all of our cys. 
tomers have leases containing a pro- 
vision similar to that in the General 
Mills lease and if almost all of the 
owners of buildings provide themselves 
with fire insurance we could logically 
reason as follows: . 

Little Legal Liability Exists Now 

“Unless or until this decision is re. 
versed by the Supreme Court of the 
United States almost all of our cys. 
tomers have no legal liability for fire 
damage and therefore have no need for 
fire legal liability insurance. 

“When we come to all other perils 
our problem is not so easily disposed 
of. Here we have what appears to be 
a definite assumption of liability. The 
tenant agrees by contract to return the 
property in the same condition as re. 
ceived. We can ask the same question 
we did in connection with the clause 
relating to fire. Does it mean exactly 
what is says, or does it mean that the 
property must be returned except for 
some unavoidable or unpreventable 
damage? 

“One of our prominent legal firms 
specializing in insurance law made a4 
search for cases on this point. It ap- 
pears from their investigation that un- 
der an agreement to return property in 
good condition the tenant is not an 
insuror of such property and that this 
clause is not as drastic as it sounds 
One court said the contemplation of 
the parties was that the tenant would 
take ordinary reasonable care of the 
property according to its nature, and 
would surrender possession when his 
right to enjoy it had expired. 

It was not the intention that such 
a stipulation impose upon the tenant 
the responsibility of an insurer and that 
if amy greater risk was to be assumed 
it must be clearly and explicitly set 
forth. Another court said that such an 
agreement 1s not a covenant to repair 
or rebuild. It is but the implied obliga- 
tion or duty resting upon the lessee 
that is, his common law duty to take 
reasonable care of the property and to 
leave peacefully. 

It would seem evident from these 
cases that this particular lease provision 
: such that suit under contract could 
aaa ee on the grounds 

at. ant was not negligent. If 
this is true, liability assumed under this 
type of contract is insurable and recog- 
nition of this fact should be made by 
the insurance companies. ‘ 


Example of Tenants With and Without 

Leases 

“Let us take an example to illustrate 
this point. Assume that we have two 
tenants engaged in similar businesses 
and occupying similar buildings. The 
first has no lease with the owner, but 
1S operating on a verbal month to 
month basis, while the second has a 
lease containing the agreement to re- 
turn the premises in good condition ex- 
cept for fire and wear and tear. Assume 
further that both tenants cause similar 
explosions that damage each of their 
buildings. 

_ “In both cases the tenants have legal 
liability coverage by which the insur- 
ance company has agreed to defend, as 
well as to pay on their behalf any 
claims for which they are legally liable. 
rhe first tenant, having no contract 
with the owner, could be sued only in 
a tort action for his negligence and 
would have coverage under his policy. 

The second tenant might not be so 
fortunate. His landlord could sue him 
at contract for his failure to return the 
property in good condition, not neces- 
sarily claiming negligence. What would 
happen? His insurance company might 
say this claim arises out of liability 
assumed by contract and is not covered 
by his insurance policy. 

“What justice is there in this differ- 
ent handling of two claims? In both 
cases the insurance company agreed to 
cover damage caused by negligence. In 
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ases the damage was the same 
1 by similar circumstances 1n- 
same degree of negligence. 
Yet in one case the tenant is covered 
py his insurance policy and in the sec- 
ond case liability 1s denied. 

“If a court of law will say that a 
judgment for damages in both cases 1s 
predicated on the negligence of the 
tenant, both tenants should have pro- 
tection under their policies. a he ques- 
suit is brought 


both ¢ 
and cause¢ 
yolving the 


tion as to whether the 

at tort or at contract should be imma- 

terial. ; 
“One insurance executive advises 


that the better companies recognize 
this point. They intend to pay claims 
where negligence is apparent, regard- 
less of any contractual agreement. Fur- 
thermore they feel that a court of law 
would not support a technical denial 
of liabilitv. It is doubtful, however, 
whether many of our company adjust- 
ers throughout the country are aware 
of this position so that some clarifica- 
tion is necessary if our customers are 
not to be left in a precarious spot. 
Meaning of Fire Legal Liability 

“For years we have been urging the 
insurance companies to provide a mar- 
ket for fire legal liability insurance. 
Now that some of them have done so, 
let us see how it fits our customer’s 
needs. As this term is comparatively 
new and is used rather freely in the 
insurance business we should define ex- 
actly what we mean by fire legal lia- 
bility. 

“We generally consider first, that this 
name applies to insurance against dam- 
age to property of others, and second, 
that the liability must be imposed by 
law based on negligence. but not lia- 
bility assumed under any lease or other 
contract. Our customers need protec- 
tion for claims arising out of many 
other perils such as explosion, collapse, 
or damage caused by the insured’s own 
vehicles to buildings which he leases. 
If we think only in terms of fire, we 
cannot provide the public with the com- 
plete protection it needs. For this rea- 
son, the name ‘property damage legal 
liability’ would be more appropriate 
since it is not limited to any specific 
peril. 


How Liability May Arise 


“The common law making us liable 


for damage to other peoples’ property 
caused by our negligence applies with 
equal force to real property in our care, 
custody or control. This liability may 
arise out of damage from many causes, 
such as: j 

“1. Negligent acts of our emploves. 

2. Failure to prevent further dam- 
age, such as the spread of fire once 
started. 

“3. Failure to conform to some law 
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or ordinance relating to safe practices. 
“Many of these losses would be cov- 
ered by the fire and extended coverage 
insurance carried by the building owner. 
In the past the insurance carriers have 
generally paid these losses without giv- 
ing particular consideration to the cause 
of the loss or the party responsible. 
“Recently, however, the fire insurance 
companies have become more active in 


going after the one causing the loss 
and effecting subrogation recoveries 
where it can be shown that the fire 
or other damage was due to that party’s 
negligence. The famous General Mills 
fire which occurred in January, 1948, 
was one of the sparks that helped to 
kindle the great interest in this situa- 
tion. 

“The fire legal liability of property 
damage legal liability policy, whichever 


we call it, is designed to meet this 
need. It affords protection to a tenant 
for claims brought against him by his 
landlord or his landlord’s insurance 
company for damage to that part of the 
real property he actually occupies. All 
of the present insurance forms exam- 
ined have one point in common. With- 
out exception they exclude liability 
assumed under any contract, oral or 
written.” 
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Fire Prevention Week 


Film of National Board 


A new one-minute film on fire pre- 
vention spearheaded the National Board 
of Fire Underwriter’s campaign during 
Fire Prevention Week, October 8-15, it 
1s announced by Wendell Sether, direc- 
tor of public information of the Board. 
,_ the film, produced by Pathescope 
Productions, is being shown in an esti- 
mated 3,000 theatres and on 50 televi- 
sion stations throughout the country. 
hese showings are sponsored by local 
fire departments and insurance agents 
who get the film from the National 
Board and make local arrangements. 

The film features a series of highly 
stylized characters representing typical 
offenders of fire prevention rules. In 
slide motion sequences, these charac- 
ters illustrate common mistakes. 

Artwork was adapted from a 20-min- 
ute film entitled “The Torch,” which 
Was produced by Pathescope for the 
National Board three months ago. This 
film took a positive approach to fire 
Prevention by showing men of superior 
intelligence, who know all the rules of 
lire Satety but still have weak moments 
m which disastrous mistakes are made. 






The Glens Falls Group of Insur- 
ance Companies, through its 
own facilities and those of the 
Marine Office of America, the 
American Foreign Insurance 
Association and the Associated 
Aviation Underwriters offers 
insurance which covers ALL 
THE WAY. 
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NEGLIGENCE 


INSURES AGENTS’ 
Policy Issued by Toronto Office Covers 
Canadian Agents’ Errors During 
Conduct of Their Business 

\ Canadian insurance agency has 
drafted an eight-point policy, now avail- 


able to insurance agents in the Domin- 
ion, Which will provide them with insur- 
ance protection against negligence on 
their part during the conduct of their 
business affairs. The policy, sold to 
iwents by Dale and Co., Toronto, pro- 
vides insurance protection varying from 
$5,000 upwards and = insures agents 
igainst “any negligent act, error or 
omission by themselves or their em- 


ploves. ; - ; 

Deductib les of from $250 to $5,000 are 
available on any one clz uim, and a stand- 
ard deductible clause of at least $1,000 


is being recommended. It is not pos- 
sible, at this time, to present premium 
rates. Dale and Co., before quoting 
any rate, will have to study application 


forms, at which time premium rates will 

net basis, with no com- 
amount of deductible 

will also be taken into consideration. 

Offered to agents and brokers alike, 
he new policy is phrased as follows: 

“This policy is to indemnify the 
sured against any claim or claims which 
may be made against them during the 
currency of this policy as a result of any 
neglig gent act, error or omission by 

hemselves or their employes in the con- 
er of their business of insurance 
brokers, insurance agents or general 
igents, including all claims involving 
liability of the assured to any insur- 
company for whom the assured as 
iwent-has issued a policy and/or cover 
note resulting in the company being 
held liable for paying their policyholder 
and thereafter claiming on the assured 
in respect of such liability which but for 
an error or omission on the part of the 
assured would not have involved liability 
on the company concerned. 

“Insofar as the above extension is con- 
cerned, it is a condition of this insur- 
ance that no disclosure by the assured 
shall be made to their agency companies 
and/or clients of the existence of this 
insurance and that the extended cover- 
age granted thereby shall be applicable 
solely to any error or omission on the 
part of the assured involving liability 
against any of the said companies by the 
holder of a policy or policies of such 
company (ies).” 
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Brooklyn College Course 
In Brokerage Draws Well 


Despite opening of an additional sec- 
tion in the Insurance Brokerage Course 
offered by Brooklyn College adult educa- 
tion program, all places in these classes 


are practically filled. Tuition for the 
complete course, which includes regis- 
tration, use of the college library and 


a 300-page textbook specially prepared 
for the course, is $50. The instructional 
staff, which includes experts in the 
various branches of insurance, is under 
the direction of Philip Gordis, vice presi- 
dent of Clifford L. McMillen & Asso- 
ciates, and author of “Insurance Broker- 
ige P rinciples and Practices.” 

Registration or further information 
is available at the Adult Education Of- 
fice, Brooklyn College, Brooklyn 10, New 
York—GEdney 4-9437. 


Massachusetts Agents 
To Meet October 24-25 


The Massachusetts Association of In- 
surance Agents will hold its 51st annual 
convention on Tuesday and Wednesday, 
October 24-25, at the Hotel Kimball, 
Springfield. Speakers at the Tuesday 
afternoon session will include Homer W. 


Jones, T. Walter Keany and David L. 
Vigue of the Bay State Club on “Use 
and Occupancy Insurance Selling,” and 


R. Hurd, Jr., avertising manager of 
the American Associated Companies, on 
agency advertising. 

At the banquet that evening speakers 
will include Governor Paul A. Dever of 
Massachusetts, Insurance Commissioner 
Charles F. J. Harrington and John H. 
Crider, editor-in-chief of the Boston 
Herald. 

The Wednesday morning session will 
feature a business meeting with reports 
by President Graham Smith, Brockton, 
and others, and election of officers. 
There will also be a full discussion of 
Referendum No. 5 in connection with 
the effort to make compulsory automo- 
bile insurance rates on a flat basis state- 
wide. Following luncheon Secretary John 
Neville of the National Association will 
speak. 





N. J. Women to Sponsor 
Fire and Casualty Courses 


A review of current insurance princi- 
ples and practices will be sponsored by 
the New Jersey Association of Insurance 
Women and will be open to insurance 
men and women for fire and casualty. 

Those interested in furthering their 
knowledge of fire and casualty lines of 
insurance, may write Marion Heim, 
c/o James Beaten, 31 Clinton Street, 
Newark, N. J., for the elementary course 
and Clare Naden, c/o Lippman & Lowy, 
Inc., 60 Park Place, Newark, for the 
advanced course. 


Smith Heads Erie Agents 


Kenneth Smith was elected president 
of the Erie Association of Insurance 
Agents, Erie, Pa., at a meeting in the 
Fisher Hotel. Other officers elected 
were: vice president, J. T. Colwell; sec- 
retary-treasurer, Lindsay Jeter; direct- 
ors, Paul Allen, F. J. Rojeski, R. C-. 
Bloomstine, Howell James, Jr., and 
James M. Van Dyke. 

Mr. Bloomstine, a director of the 
Pennsylvania Association of Insurance 
Agents, presented Mr. Smith a cup 
awarded by the state organization for 
membership achievement. 
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HARTFORD ACCIDENT and INDEMNITY CO. 


AMERICAN -HARTFORD-NATIONAL- FIREMAN'S 


NORTH AMERICA 


O’GORMAN & YOUNG, Inc. 


744 BROAD STREET - - - - - 


New York Brokerage Office 


National Fire Advances 


Howenstein and Sharlow 
Chicago, Ill—E. H. Forkel, vice presi- 
dent of the National of Hartford Group, 
announces the appointment of John M. 
Howenstein as assistant loss superin- 


tendent in the National’s Western de- 
partment, to be associated with Loss 
Superintendent W. R. Owen. Mr. 


Howenstein will be succeeded by Glenn 
S. Sharlow who has been appointed 
superintendent of the National of Hart- 


ford Group’s Kansas service office at 
Topeka. 
Mr. Howenstein entered insurance in 


1941 after graduating from the Univer- 


sity of Chicago. He served with the 
Armed Forces from 1943 to 1946 when 
he joined the National of Hartford 


Group. He held various positions in the 
underwriting and loss departments in 
the company’s Chicago office and was 
superintendent of the Towa service 
office prior to his appointment as super- 
intendent of the Kansas service office 
in August, 1948. 

Mr. Sharlow has been associated with 
the Western department of the group 
since 1940. From 1943 to 1945 he served 


with the Armed Forces in the European 


Theatre. Mr. Sharlow has received 
training in all departments of the 
National’s Western office. 

Mr. Sharlow will work in close co- 


operation with State Agent Kenneth J. 
Stoike who has full supervision of the 
National’s field operations in Kansas. 
Special Agents Dean B. Snapp and 
Arthur G. Corry, Farm and Hail Spe- 
cial Agent Alexander Harboway and 
Casualty Special Agent Walter J. Homa 
will continue in their respective terri- 
tories with headquarters in the group’s 
Kansas service office in Topeka. Special 
Agent E. H. Carpenter continues to 
travel western Kansas with headquar- 
ters at Great Bend. 


Hall and Harding Assigned 
By Boston in New England 


A. Brooks Parker, Jr., vice president 
of the Boston and Old Colony com- 
panies, announces the appointment of 
Philip N. Hall as special agent for Rhode 
Island and southwestern Massachusetts, 
and the transfer of Special Agent John 
W. Harding, Jr., from the New Haven, 
Conn., service office to central and 
western Massachusetts. 

Mr. Hall assumes the field previously 
supervised by Special Agent Lloyd S. 
Remsen. Captain Remsen, U. S. A., was 
recalled to active duty September 13. 

Mr. Harding enters the territory 
formerly supervised by Special Agent 
Arthur N. Yeates. First Sergeant Yates, 
U. S. A., was recalled to active duty 
September 26. Captain Remsen and 
Sergeant Yeates have been given a leave 
of absence. 

Mr. Hall was educated at Nichols 
Junior College, Dudley Mass., and en- 
tered insurance in 1936. He joins the 
Boston and Old Colony with a well- 
rounded experience in fire, casualty, and 
inland marine insurance. His head- 
quarters will be Providence, R. I. 

Mr. Harding received his education at 





Thayer Academy and Nichols Junior 
College in Massachusetts. Following 
three years’ service in the Navy, he 


joined the Boston and Old Colony com- 
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panies in July, 1948. He has 
experience in multiple line production 
while serving Connecticut agencies, For 
the present, his address will be the home 
office at Boston. 


DON COATES IS DEAD AT 60 


acquired 


Editor of Insurance Graphic at Dallas, 
Tex., Long in Publishing Field; Served 
in Marines in Both World Wars 

Don Coates, 60, editor and_ publisher 
of Insurance Graphic, Dallas, Tex., died 
October 7 at the Veterans Hospital at 


Lisbon, following an illness of several 
months. 
A native of Michigan, Mr. Coates 


spent his entire business life in the 
publishing business and was a Marine 
Corps veteran of both World Wars. 

His early trade journal experience was 
with insurance papers in New York City. 
In ‘July, 1916, he came to Texas for 
Mexican border duty with the New York 
National Guard (23rd Infantry, Brook- 
lyn). At San Antonio he established an 
advertising agency and handled direct- 
by-mail promotion for the San Antonio 
Light. 

During World War I he enlisted in the 
U. S. Marine Corps and served with the 
Sixth Regiment of the Second Division 
in Germany and France. In 1919 Mr. 
Coates returned to Louisville, Ky., where 
he became circulation manager for the 
Insurance Field. Editorial and adver- 
tising duties were later added to his 
work there until 1924, when he came 
to Dallas and established Texas Insur- 
ance. In 1940, Western Insurance Re- 
view and Life Underwriters Digest were 
merged with Texas Insurance, and the 
combined paper was renamed Insurance 
Graphic. 

During World War II Mr. Coates re- 
joined the Marine Corps as staff ser- 


geant and served for 27 months. 

Mr. Coates was a Scottish Rite Mason 
and a Shriner. 

He is survived by his wife, Eileen 
Mayo Coates, and one daughter, Mary, 
both of Dallas; four sisters, Mrs. Arthur 


B. (Margaret) McGrade of Dallas; Mrs. 
Edwin B. (Jean) Gage of Montelair, 
.. J.: Mrs. Frank G. (Katherine) 


and Mrs. John H. (Frances) 
Grace, Jr, both of Hinsdale, IIL, and 
one brother, Floyd S. Coates of Hast- 
ings-on-Hudson, N. Y. 


W heeler 





A. P. Carlton in Carolinas 
For Security of New Haven 


The Security and the Connecticut 
Indemnity of New Haven announce 
the appointment of Alfred P. Carlton 
as special agent for North Carolina 
and South Carolina. Mr. Carlton will 
assist Marion H. McCown, state agent 
in charge at Greensboro, N. C. Mr. 
Carlton is a native of North Carolina 
and received his schooling there. He 
was in the Air Force from 1943 to 1946. 
He has been associated with the Cotton 
Insurance Association and two promi 
ent casualty companies in North Caro- 
lina. 
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EATED on a well curb in 
S the garden, a British sur- 
geon, Dr. Richard Shuckburg, 
watched reinforcements from 
New England arriving in motley array to 
join General Abercrombie’s forces before 
the attack on Ticonderoga in 1758. To the 
lively young surgeon, accustomed to dap- 
per, well-equipped British officers, the “rab- 
ble in arms” were objects of ridicule and in 
a spirit of mockery he penned the words of 
“Yankee Doodle,” adapting them to an air 
long popular in Europe. Eventually, how- 
ever, the derided Yankees had the last 
laugh, for “Yankee Doodle” was a rallying 
cry during the Revolution and became 
America’s first patriotic song. Nor were the 
British any longer amused when, after Bur- 
goyne’s defeat at Saratoga, the Americans 
lustily chanted “Yankee Doodle” as the sur- 
rendering troops laid down their arms. 
Fort Crailo where “Yankee Doodle” is 
believed to have been written was the manor 
house of Rensselaerwyck, home of the Van 
Rensselaer family on the east bank of the 
Hudson in the town which now bears their 
name. Kiliaen Van Rensselaer, wealthy dia- 
mond merchant of Amsterdam, began to 
acquire his property in 1630, only twenty- 


one years after Hendrick Hudson’s explora- 


















tory voyage, and increased his holdings 
until his patroonship included more than 
700,000 acres. A director of the Dutch West 
India Company, the patroon never saw his 
vast estate which he named Crailo, or 
Crows’ Woods, but administered it by 
means of letters to his agents. 

Among the early settlers was a pastor, 
Domine Megapolensis, sent to “administer 
and perform divine service for 
the colony.” The house built 
for him and also used as his 
church may have stood on or 
near the site of Fort Crailo, 
for stones in its foundation FIRE 
bear the initials K.V.R. and 
the date 1642. 


In 1886 a tablet was placed on Fort Crailo 
erroneously stating that the house was built 
in 1642 and was supposed to be the oldest 
building in the United States, but neither of 
these claims was correct. Though the exact 
date is not known, the present structure was 


probably built soon after 1704 and a rear 


























wing added about 1762. The house was evi- 
dently intended as a stronghold for the 
walls are eighteen to twenty inches thick 
and there are loopholes for muskets. During 
the French and Indian War it was used as 
General Abercrombie’s headquarters. 

After belonging to the Van Rensselaer 
family for many years, in 1924 Fort Crailo 
was offered to New York State. It is now 
maintained as a museum by the State De- 
partment of Education. 

x ® * 
The Home, through its agents and brokers, is 


America’s leading insurance protector of Amer- 
ican bomes and the bomes of American industry. 


*« THE HOME * 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


e AUTOMOBILE ° MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
Copyright 1950, The Home Insurance Company 
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The Security Insurance Co. of New Haven, Conn., has commenced construction 
of a new home office building adjoining the company’s present building. The build- 
ing, when completed, will contain seven stories and penthouse and will be of struc- 


tural steel and limestone construction. 
Peter J. 


Berry, president of the company, in pointing out that the company 


has outgrown its present home office facilities stated that “because of the war 
situation and material shortages, we are limiting construction to three stories at 


this time.” 


He added that “this will be enough to cover our immediate, absolute 


needs. The building will be completed as originally planned when conditions are 
favorable.” The architect for the new building is Douglas Orr of New Haven and 
the construction contract has been awarded to W. J. Megin, Inc., Naugatuck, Conn. 





Suburban New York Field Club 
Offers Fire Form to Simplify Typing 


George F. Nelson, special agent of the 
Commercial Union Assurance, discussed 
a proposed new general fire policy before 
a meeting of the Suburban New York 
Field Club on October 2 in Brooklyn. 
Arthur F. Checkett, special agent of the 
Fireman’s Fund, was moderator. Mr. 
Nelson explained that the proposed sim- 
plified form, designed to reduce clerical 
work, is being backed by the following 
organizations which have joined the Sub- 
urban Field Club in sponsoring the sug- 
gested changes: 

Westchester County Association of In- 
surance Agents, Suffolk County Associa- 
tion, Nassau County Association, Dutch- 
ess County Association, Queens County 
Association, Suburban New York Asso- 
ciation of Insurance Agents, New York 
State Association of Insurance Agents, 
Buffalo Field Club, Syracuse Field Club, 
Albany Field Club, Underwriters Associ- 
ation of New York State and Rochester 
Field Club. 

These organizations, said Mr. Nelson, 
have also contributed ideas to develop- 
ment of the proposed form. In almost 
all cases a clear picture of what is 
insured is presented on Page 1 of the 
policy without the confusion of provi- 
sions of a form. Citing advantages of 
this suggested form Mr. Nelson said: 

“With rare exception, three operations 
in the preparation of the policy are per- 
formed without interruption. First, the 
information which now is typed on the 
first page of the policy, is typed. Next, 
the information which now appears on 
the form, is typed. Third, information 
now typed on the filing face of the 
policy, is added. Other ideas on includ- 
ing the filing face with page one have 
been considered. The recommended ver- 


sion, however, works best and is the 
cheapest. 

“In addition to this, through the use 
of a special window envelope, the typist 
need not type an envelope. Because of 
the fact that the policy is folded at the 
top as has been the case in the past, 
there is no difficulty in inserting the 
policy, dailies and carbons in the ma- 
chine. 

“However, because of the fact that 
second half of the policy is shorter than 
the first, being but 7%4 inches in length 
compared to 14 inches of the front (in- 
cluding the filing face), if a mistake is 
made, the roller of the machine can be 
moved upward and the second half of 
the policy comes out of the machine. 

“The typist can then make corrections 
to the dailies without removing the pol- 
icy from the typewriter. After this typ- 
ing is completed, a blank form is then 
attached to page 3 of the policy, but not 
to the dailies. 

“The program already underway to 
consolidate and modernize forms is com- 
plementary to this policy. When both 
steps have been taken, the need for spe- 
cial forms and special policies will dis- 
appear. The possibilities for non-con- 
currency will diminish. 

“The policy has been drawn up so that 
it need not be reprinted. All changes 
are taken care of through changes in 
the form. Only one pad of policies is re- 
quired by an agent. 

“We must recognize the fact that our 
proposals are in competition with other 
ideas. However, I feel that this com- 
mittee has made a definite improvement 
without being radical. Our setup prac- 
tically leads the typist by the hand 
through the operations necessary to pro- 
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HEADS MOUNTAIN FIELD CLUB 
Leighton Elected President at Manches- 
ter, N. H. Meeting; Committee to 
Participate in Agents’ Conference 


S. Douglas Leighton, Royal Insur- 
ance Co., was elected president of the 
Mountain Field Club at the annual 
meeting held at the Manchester Coun- 
try Club, Manchester, N. H. 

Other officers elected were: Vice 
president—Ridgley Brown, Century In- 
demnity Co.; treasurer—William A. 
Clay, Hartford Fire Insurance Co.; 
secretary—George W. Hazel, Hartford 
Accident & Indemnity Insurance Co. 

Chairman of the rules and forms 
committee, W. L. Wright, Aetna Insur- 
ance Group, reported that the com- 
mittee will participate at the agents’ 
conference committee meetings to be 
held between members of the New 
Hampshire Board of Underwriters and 
New Hampshire Association of Insur- 
ance Agents. 

Elected to membership at the meeting 
were: Arthur Ackerson, Liverpool & 
London & Globe Ins. Co.; Howard 
Burpee, Sr., Standard Fire Insurance 
Co.; Kenneth Shade, American Fidelity 
Co.; Donald Polson, American Fidelity 

0. 








MOVE TO LARGER QUARTERS 





Home Insurance Co. and Home In- 
demnity Have New Offices in New 
Orleans in the California Building 


The New Orleans offices of the Home 
Insurance Co. and the Home Indemnity 
Co. have been moved to enlarged quar- 
ters in the new ten-story California 
Building at 1111 Tulane Ave. 

M. Ward Sykes, manager, said that 
this office is specifically planned to make 
the company’s New Orleans operations 
more pleasant and efficient for custom- 
ers. The location, he pointed out, is on 
the fringe of the business district, op- 
posite the site of the proposed New 
Orleans Municipal Center. He added 
that parking facilities are close at hand. 

The offices are completely air condi- 
tioned and modernized and all furnish- 
ings and equipment are of the latest 
design. The Home was one of the first 
companies to sign a lease for offices in 
the building. 





duce a policy. I feel confident of gen- 
eral acceptance of our proposals. If 
there remains any doubt, we leave the 
final judgment to those who will actually 
use the policy, namely, the jury of agents 
and typists.” 


DESIGN FOR 
PEACE OF MIND 


* 


Essentially and basically 
that's all the 
agent can sell—peace of 


insurance 


mind. His function is first 
to make his clients aware 
of the risks that exist, and 
then through personal ser- 
vice, applying needed pro- 
tection, create the basis 
for a condition and sense 


of security. 


The Hanover and Fulton 
name on policies written 
is in itself capable of in- 
spiring confidence and 
contributing to peace of 
mind, thus helping the 
agent attain the objective 
of doing his job more 


completely. 


* 


THE HANOVER 
FIRE INSURANCE CO. 


OF NEW YORK 


Organized 1852 


THE FULTON 
FIRE INSURANCE CO. 


NEW YORK 
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HOME OFFICE 


111 JOHN ST., NEW YORK 7, N. Y. 


WESTERN DEPT. 


INSURANCE EXCHANGE BUILDING 
CHICAGO 4, ILL. 
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340 PINE STREET 


SAN FRANCISCO 4, CAL. 
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“What do 1 do now, coach?” 


When good blocking has cleared a path 
for you, the only thing to do is run. . . and 
run hard! 


Today, North America’s advertising pro- 
gram is trying to clear the way for North 
America Agents in all sections of the country. 
By telling the Agent’s story month after 
month to millions of magazine readers, it 
opens up more and more doors for his sell- 
ing efforts. It points out the North America 
Agent as the man to see for friendly, com- 
petent advice on all insurance problems .. . 
for insurance protection carefully tailored to 
fit the individual’s needs. 


The enterprising Agent will take advan- 
tage of the sales opportunities created by our 
advertising and merchandising program. He 
will find us eager to help him work out un- 
usual problems, to pioneer in filling new in- 
surance needs. He may be sure that our 
extensive facilities are always available to 
help him serve the public interest. 


ROTECT 
WHAT YOU 
— COMPANIES, Philadelphia 





INSURANCE COMPANY OF 


NORTH AMERICA 


Insurance Company of North America * Indemnity Insurance Company of North America * Philadelphia Fire and Marine Insurance Company 





Insurance Company of North America, founded 
1792 in Independence Hall, is the oldest American 
stock fire and marine insurance company. It heads 
the “North America” Companies which meet the 
public demand for practically all types of Fire, 
Marine and Casualty insurance, Fidelity and Surety 
Bonds. Sold only through Agents or Brokers. 
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Fireman’s Fund Wins 
Advertising Contest 


AWARD FOR DIRECT MAIL WORK 





Year-Round Campaign Benefiting Agts. 
and Company Fieldman Covers Fire 
and Casualty Phases 


San Francisco—Fireman’s Fund In- 
surance Co, has won the 1950 “Best of 
Industry” award for the insurance (fire 
and casualty) classification in the Direct 
Mail Advertising Association’s direct 
mail contest, according to Harry A. 
Porter, president of the association. 
Word of the award was received this 
week by the advertising department at 
the company’s head office. 

Edward O. Scharetg, Fireman’s Fund 
advertising manager, received the cov- 
eted “Best of Industry” award at the 
association’s opening convention, Octo- 
ber 4, at the Roosevelt Hotel, New York 
City. First public showing of the prize- 
winning direct mail campaign was also 
made at the New York conclave. Dur- 
ing the presentation, Mr. Scharetg re- 
ceived the DMAA certificate in recogni- 
tion of the achievement. 

Two Classifications 


Divided into two classifications, the 
Fireman’s Fund entry featured a cam- 
paign directed towards agents and an- 
other produced for its own  fieldmen. 
Part I included outstanding samples of 
direct mail folders and brochures cre- 
ated this year. The folders are the 
backbone of a year-round campaign to 
supply company agents with advertising 
material suitable for mailing to pros- 
pects and clients. Copy, planning, art 
supervision and production of the fold- 
ers was done by Mary Louise Knox of 
the company’s advertising department. 
Art work on the winning folders was 
created by Dorner Schueler and Jack 
Wright, both of San Francisco. Printers 


whose work is represented in Part I 
of the campaign are Kennedy-ten 
Bosch, Keystone Printing Co., Mators 


& Mattoch, Carlisle’s, Case Walls 
Printing Co., and the Ben Franklin 
Printing Co., all of San Francisco. En- 
vravings are the work of the San Fran- 
cisco plant of Graphic Arts. 


Handsome Portfolio 


Part II of the winning campaign was 
a copy of the company’s gigantic, hand- 
some advertising portfolio—a_ collection 
of all direct mail pieces, sample news- 
paper mats, copy, suggested radio com- 
mercials, and sample direct mail letters 
on virtually every phase of fire and 
casualty insurance. 

The book was compiled and written 
by Mr. Scharetg and Marjorie McQuis- 
ton, formerly with the company’s ad- 
vertising department. The portfolio was 
designed to assist company fieldmen in 
organizing and suggesting individual 
campaigns for agents and serves as a 
catalog of all advertising material avail- 
able to agents representing Fireman’s 
Fund. 

\rt work and layouts for the advertis- 
ing portfolio were done by Mr. Scheuler 
with the Kennedy-ten Bosch Co. han- 
dling the printing. Engravings are 
credited to Graphic Arts. 

The Fireman’s Fund entry, along with 
other “Best of Industry” awards in 
other classifications, will be on exhibit 
in major cities throughout the United 
States and Canada during 1950 and 
early 1951. Copies of each winning ex- 
hibit will be placed on permanent dis- 
play at leading universities and colleges 
selected by the DMAA board of gov- 
The winning campaigns will also 
become a permanent part of the Asso- 
ciation’s Research Library. 


ernors 


CONICK TO SPEAK IN DALLAS 

H. C. Conick, U.S. manager of the 
Royal-Liverpool Group, will be the prin- 
cipal speaker at an all-industry lunch- 
eon to be held in Dallas, November 3, 
for the conferment of the CPCU desig- 
nation on Texas agents and company 
men who won the designation this year. 


Who cares about coffee 


before it 
reaches the POT? 





The grower cares, of course! 

And whether his plantation be in Brazil, the West 
Indies, East Africa, or elsewhere, he makes sure that 
the investment his yield represents is amply protected 
against loss. 

Americans owning coffee plantations find their pro- 
tection needs well served, right here at home, through 
the member companies of the American Foreign Insur- 
ance Association! 

In this enterprise, as in so many others owned here 
but located abroad, AFIA provides “close-fitting” pro- 
tection. With coffee, protection through AFIA takes over 
at harvest time, and follows the crop through successive 
stages of drying, curing, transporting, roasting, packing, 
and shipping to final destination. 

That protection not only is “close-fitting””— it is solidly 
based. AFIA’s 26 outstanding member companies make 
it sound beyond question. AFIA’s experience makes it 
possible to service that protection efficiently, no matter 
what the nature of the risk. 

Cover the foreign insurance requirements of business 
firms or individuals in your territory through AFIA 
—the leader! 


AMERICAN FOREIGN 
INSURANCE ASSOCIATION 


830 MAIDEN LANE ¢e NEW YORK 7, NEW YORK 





CHICAGO OFFICE...Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 


SAN FRANCISCO OFFICE... Mills Building, 220 Bush Street, San Francisco 4, California 


SERVING THE WORLD-WIDE OPERATIONS OF 


ITS MEMBER COMPANIES, AND THEIR ASSUREDS 






Arkansas Court Holds 
For Installment Pla 


RATE BUREAU LOSES APPEAL 


Circuit Court, However, Calls North 
America Plan a Deviation; Varia. / 
tion From General Practice 


Phe Cireuit Court of I ulaski County, 
Ark., has ruled in favor of the instaji 
ment premium endorsement plan of th 
Insurance Co. of North America, anj 
Philadelphia Fire & Marine. The judy. 
ment follows appeal by the Arkansas 
Rating and Inspection Bureau from th 
order of Insurance Commissioner | 
Herbert Graves upholding the Nort} 
America. 

It is understood that the rating py. 
reau intends to appeal to the Arkansas 
Supreme Court from the findings of 
the Circuit Court. At the same time 
North America will file a cross-appeal to 7 
argue the question of finding of the 
court that use of the endorsement js , 
deviation, There is a possibility that 
final decision will be made by the Ar. 
kansas Supreme Court this year, 

All except three major insurers have 
made filings to use the installment pre. 7 
mium endorsement in Arkansas. At the 
time of the Commissioner’s order on 
August 15, there were 36 companies us. 
ing that plan or a similar one. There @ 
are now nearly 150 companies using 
such plans, the majority favoring the § 
installment endorsement. : 

Court’s Judgment 

extracts from the court’s judgment? 
follow: 4 
_ “LL. That part of the order which holds the § 
installment premium endorsement not to kf 
a deviation under Arkansas stats. 1947, sec, 
66-407, is in error and should be _ reversed 
for the reason that the use of the endorse. 
ment is a variation from the long established 7 
practice or custom in the fire insurance busi F 
ness of requiring premiums for term fire insur 7 
ance policies to be paid at the inception of the P 
policy, and also because the installment pre 
mfum endorsement, in _ providing that the 7 
amount of insurance afforded by the policy | 
to which it is attached shall not be reduced by © 
the payment of a loss, is a variation from the 
long-established custom or practice in the fire 
insurance business of reducing the amount of 
coverage of fire insurance policies by the 
amount of losses paid during the term of such & 
policies, x 

“2. That all other portions of the order are J 

correct and should be affirmed. 
_ “It is therefore considered, ordered and aé- 
judged that the use of the installment premium 
endorsement is a deviation within the mean [7 
ing of Ark. stats. 1947, sec. 66-407, and that § 
the portion of the order holding otherwise 
be and it is hereby reversed . . and in all 
other respects the order is affirmed. J. Herbert © 
Graves, Commissioner of Insurance of. the 
State of Arkansas, is directed to amend the 
order consistent with these findings and judg 
ment. To the action of the court in holding 
that the use of the installment premium en 7 
dorsement is a deviation within the meaning 7 
of Ark. stats. 1947, sec. 66-407, and in revers 
ing that portion of the order holding other: 
wise, Insurance Co. of North America and the 
Philadelphia Fire & Marine Insurance Co. ob 
ject and except. To that portion of the fint 
ings and the judgment which affirm all other 
portions of the order, Arkansas Inspection & 
Rating Bureau objects and excepts.” 














Women’s Assn. Leaders 
To Meet at Kansas City 


Attending the October 14-15 executive 
board meeting of the National Associ 
tion of Insurance Women at the Kansat 
Hotel, Topeka, Kan., home town 
President Eleanor A. Sage of the Webb 
Woodward Agency and Corresponding 
Secretary Mrs. Hazel Gray, Crum & 
Forster, will be First Vice President 
Mary Gambill of Arkansas; Second Vict 
President Christian Buchwald of Ohio; 
Treasurer Christine Sachs, Wisconsin, 
Recording Secretary Margaret Healy, 
Massachusetts; Past President Gladys 
C. Main, Washington; Advertising 
Chairman Eleanor A. Smyth, Pennsyl 





vania; Welfare Chairman  Elean0'§ 
Smithson, Washington, D. C.; Employ § 
ment Chairman Mrs. _ Jessie Deal 


Alabama; Organization Chairman Gente § 
vieve H. Wiese, Indiana;; Membership : 
Chairman Maida Dunn, Wisconsit:© 
Public Safety Chairman Mrs. Nettt 
Lee Owens, Oklahoma; Pin & Handbook i 
Chairman Emily Casford, Wichita, Kat§ 
sas; Constitution & By-Laws Chairmat 
Mrs. Peggy Lutes, California. 
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. CONFIDENCE - - 


Trained and equipped to act 
in any emergency with no fear 
of falling down on the job, 
LOYALTY GROUP agents handle 
their problems with confidence. 
That confidence, reflected in all 
dealings with the public, builds 
successful agencies. Investigate 


LOYALTY GROUP facilities today. 








FIREMEN'S 
The Girard Fire & Marine Insurance Company 
National-Ben Franklin Fire Insurance Company 
The Concordia Fire Insurance Co. of Milwaukee 

Milwaukee Mechanics’ Insurance Company 





INSURANCE COMPANY OF NEWARK, 
Pittsburgh Underwriters @ Keystone Underwriters 
Royal General Ins. Co. of Canada 
The Metropolitan Casualty Ins. Co. of N. Y. 


Commercial 


NEW JERSEY 


Casualty Insurance Company 





Home Office: TEN PARK PLACE, NEWARK 1, NEW JERSEY 
Western Department: 120 South LaSalle Street, Chicago 3, Ill. 


Pacific Department: 220 Bush Street, San Francisco 6, Calif. 
Southwestern Department: 912 Commerce St., Dallas 2, Tex. 


Foreign Departments: 102 Maiden Lane, New York 5, New York 
206 Sansome St., San Francisco 4, Calif. 





Canadian Departments: 465 Bay Street, Toronto 2, Ontario 
535 Homer Street, Vancouver, B. C. 
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C. FRED BLACKBURN PROMOTED 


Royal-Liverpool Group Makes Him 
Aviation Manager; Transfers Benson 
From Atlanta as Ass’t Manager 
C. Fred Blackburn, superintendent of 
Royal-Liverpool Group’s aviation 
department, has been advanced to mana- 


Ben- 


the 


ver of that department. Edwin B. 


son, special representative of the avia- 





BLACKBURN 


C. FRED 


tion department in Atlanta, Ga., has 
been transferred to the New York office 
with the title of assistant manager. The 
appointments follow the announcement 
of Joseph G. Romans’ elevation as as- 
sistant marine mananger of the group’s 
marine operations. 

Mr. Blackburn started with the group 
in 1947 as superintendent of the avia- 
tion department. He began his insur- 
ance career with a local agency in Or- 
lando, Fla., in 1936. In 1941 he joined 
Aero Insurance Underwriters as mana- 
ger of its Atlanta office. After return- 
ing from service with the Air Force he 
was placed in charge of that com- 
pany’s southern department where he 
served until joining the Royal-Liverpool 
Group. 

Mr. Benson joined the group in 1938 
after graduating from the Wharton 
School of the University of Pennsyl- 
vania. After serving in various posi- 
tions he was appointed to the Atlanta 
office in 1947 where he served until this 
appointment. 
war Mr. Benson was a 
bombardier with the U. S. Air Force. 
He received the Distinguished Flying 
Cross and the Air Medal with four clus- 
ters. 


During the 


CHERVENAK’S NEW POST 

John M. Chervenak, formerly assist- 
ant secretarv of the Louisville Fire & 
Marine, has been appointed manager of 
the fire and inland marine department 
of the Commercial Standard group, at 
Fort Worth, Tex., according to an an- 
nouncement by Karl F. Vasen, president. 
Mr. Chervenak has been with the Louis- 
ville company for four years and prior 
to that was with the Firemen’s of New- 
ark for 11 





years. 


N. A. OPENS TOKYO OFFICE 

Opening of the Insurance Co. of 
North America’s office in Tokyo, Japan, 
is announced by V. I. G. Petersen, for- 
eign secretary. W. A. Carr is in charge 
as manager, and the office is in Tokyo 
Hotel. 


Muldoon Home From Visit 
To Europe and Far East 


Marine Manager A. G. Muldoon of the 
American Foreign Insurance Association 
has just returned to headquarters at 
80 Maiden Lane, New York after a five 
month journey which carried him to 
branch offices of the organization in the 
Far East, Middle East and Europe. His 
longest stop occurred in the Philippines 
where he had spent considerable time 
in AFIA service prior to Pearl Harbor 
and suffered wartime detention at the 
hands of the Japanese. 

During subsequent visits to the Asso- 
ciation’s offices at Okinawa, Tokyo, Yo- 
kohama, Osaka, Hong Kong, Calcutta, 
Bombay and Karachi, he found evidence 
of profound changes in the local insur- 
ance markets. Leaving Asia, Mr. Mul- 


doon inspected the AFIA_ offices in 
Athens, Rome, Paris and London be- 
fore returning home aboard the SS. 


“Caronia,” accompanied by his wife and 
daughter who had joined him in Italy. 


Brooklyn College to Hold 
Classes in Ocean Marine 


The 15-week course devoted to ocean 
marine insurance which opens at Brook- 
lyn College on October 16 will cover 
the fundamentals and application of all 
forms of ocean marine insurance as 
well as the common types of paper 
required in connection with ocean ma- 
rine insurance and adjustments. 

Tuition for the course is $20 and 
registration is now open at the Adult 
Education office of Brooklyn College, 
Bedford Ave. at Avenue H. 








JOSEPH L. BEHA DIES 
Joseph L. Beha, 74, brother of the 
late James A. Beha, who was Insurance 
Superintendent of New York State, died 
last week of a heart ailment in Utica. 
He was a former assistant director of 
foreign languages for the New York City 


Joard of Education. 





SAKS-341 


34TH AT BROADWAY, N. Y. | 





JEWELRY APPRAISAL SERVICE 


@ Saks-34th jewelry experts will examine and appraise all types of 
jewelry at a nominal cost to the customer. 

@ A certificate will be issued, itemizing the jewelry at the current 
retail value for insurance purposes. 


INSURANCE COMPANIES, BROKERS and their clients find this an 
invaluable service. Appraisal hours 9:30 A. M. to 6 P. M. (Thursday’s 
until 9). Saks-34th—Mezzanine Floor. 


° LACKAWANNA 4-7000 








T. W. HOWARD, JR., PROMOTED 
Continental Casualty Transfers Him 
From Chicago to East to Take Charge 
of Inland Marine Underwriting 
Continental Casualty Co., metropoli- 
tan department, announces that Thomas 
W. Howard, Jr, recently was trans- 
ferred from the office in Chicago to the 
New York office where he will be in 
charge of underwriting inland marine 

coverages. 

Mr. Howard is an experienced inland 
marine man having served with the At- 
lantic Mutual Insurance Co. both in its 
home office in New York and in its Chi- 
cago branch office. 





NORTH AMERICA WINS “OSCAR” 





Annual Repert Selected as Best in 
Property Insurance in Financial World 
Annual Report Survey 
For the fifth time in the last six 
years, the Insurance Co. of North Amer- 
ica has been awarded an “Oscar.” In 
the final ratings of an independent 
board of judges for the Financial World 
Annual Report Survey, North America 
was judged as having the best 1949 
annual report in the property insurance 

industry. 

More than 5,000 corporation annual 
reports were submitted in this national 
survey, the tenth in the series. These 
were judged in 100 industrial classifica- 

















Swiss 
‘Reinsurance 
(ompany 


OF ZURICH, SWITZERLAND 


ORGANIZED 1863 
REINSURANCE TREATIES 
FIRE AND ALLIED LINES 


UNITED STATES BRANCH 


ESTABLISHED 1910 


J. K. BATTERSHILL 
U. S. MANAGER 


250 PARK AVENUE, NEW YORK I7, NEW YORK 


- 40% Anniversary Year ° 
UNITED STATES BRANCH 























tions for “best of industry” awards, 
The jury which made the final selec- 
tions was headed by Dr. Lewis 
Haney, professor of economics at New 
York University. He was assisted by 
Carman Blough, research director of the 
American Institute of Accountants; El 


mer Walzer, financial editor of the 
United Press; Mrs. Denny Griswold, 
publisher of Public Relations News; 


John H. Watson, III, National Indus- 
trial Conference Board and Guy Fry, 


president of the National Society of 
Art Directors. 
The bronze “Oscar of Industry” 


trophy will be presented to J. Kenton 
Eisenbrey, secretary-treasurer of the 
North America, at the annual awards 
banquet in the Grand Ballroom of the 
Hotel Pennsylvania in New York on 
October 30. 

Weston Smith, executive vice presi- 
dent of Financial World, originator of 
the Annual Report Surveys, will present 
the “Oscar of Industry” trophies at the 
annual awards banquet, which will be 
attended by more than 1,200 business 
and financial leaders from all over the 
United States and Canada. 





Italian Co. Buys Buffalo 


(Continued from Page 1) 


bers of the board are President Charles 
H. Diefendorf of the Marine Trust Co, 
and Mr. Dillon. 

Former directors who are retained are 
Mr. Palmer, Mr. Houck, Mr. Sailor, Ed- 
ward B. Germain, Carlton P. Cooke, J. 
Frederick Schoellkopf, Jr., and Arthur 
Groben, all of Buffalo, and William D. 
Weinberger, principal agent of Buffalo 
Insurance Co. in New York. 


Name New Directors 


New directors, in addition to Mr. 
Weiss are Managing Director Michali 
Sulfino and Vice Chairman Mario Trip- 
covich of the European insurance con- 
cern, Giorgio di Veroli, general mana- 
ger in the United States of the Com- 
mercial Bank of Italy, President D. F. 
Cox, Jr., of Appleton & Cox, Inc., New 
York, and Alfred C. Bennett, New York 
attorney. 

The insurance interests of Assicura- 
zioni Generali are world-wide and the 
company has assets, which at the pres- 
ent rates of exchange, exceed 80 million 
dollars. 

Buffalo Insurance Co. was organized 
in New York State in 1867, and is highly 
regarded in insurance circles. The com- 
pany as of December 31, 1949, shows to- 
tal assets of $9,394,112, and net pre- 
miums written for the year 1949 in the 
sum of $3,640,000. It had a capital ot 
one million dollars, net surplus of $2; 
168,527 and voluntary reserves of $700, 
000. It has over twelve hundred agents 
and is admitted to do business in al- 
inost all states, as well as the District 
of Columbia and Canada. 

The management is held in high re 
pute. Assicurazioni Generali, the new 
owner, intends to continue the operation 
of Buffalo Insurance Co. along presently 
existing lines augmented by additional 
ocean marine and other classes of bust 
ness. 
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U. S. Supreme Court Upholds the 


Constitutionality of Public Law 15 


Refuses to Grant Further Review of U. S. Court of Appeals 
Decision in Widely Discussed Little Rock Taxi Rate 


Case; Bureau Companies Elated by Decision 


The first litigation involving judicial 
interpretation of the regulatory provi- 
sons of Public Law 15 ended on Octo- 
her 9 when the United States Supreme 
Court unanimously refused to grant 
further review of the decision of the 
United States Court of Appeals, Eighth 
Circuit, which entered judgment for the 
defendants in the case of North Little 
Rock Transportation Co. vs. Casualty 





Underwood & Underwood 
JAMES B. DONOVAN 


Reciprocal Exchange, et al. In denying 
the plaintiff's appeal for certiorari the 
Supreme Court ruled with finality, much 
to the gratification of the National 

Bureau of Casualty Underwriters and 
30 of its member companies and _ sub- 
scribers who joined with the bureau as 
defendants in the case. 

The Supreme Court’s decision also 
represents a legal triumph for James 
B. Donovan of New York City, who is 
general counsel of the bureau, and for 
the Little Rock law firm of Wright, 
Harrison, Lindsey & Upton, counsels 
lor the defendants. 

Was Treble Damage Action 

This case, which was a treble damage 
action under the Federal anti-trust laws, 
attracted widespread attention because 
ot the serious charges brought by the 
plaintiff, a taxicab company. Specifically, 
the plaintiff challenged the legality of a 
rate established for the Aetna Casualty 
& Surety by the National Bureau. It 
Was also contended that the state regu- 
latory law following the All-Industry 
model was invalid; that the operations 
ot the Arkansas assigned risk plan were 
illegal, and that the rating activities of 
the defendants constituted coercion and 
intimidation under the Federal anti- 
trust laws. 

Damages and an injunction were de- 
manded in the complaint, which was 
fled on August 17, 1948. The defendants 
Promptly interposed a detailed answer 
and thereafter moved for summary judg- 
ment without a trial. 

he decision of the 


District Court, 





by Chief Judge Trimble, upheld the 
contentions of the defendants that their 
actions were “regulated by state law” 
and hence were exempt from the Sher- 
man Act. This decision was unanimously 
affirmed by the three-judge United 
States Court of Appeals, Eighth Cir- 
cuit, in an opinion delivered by Circuit 
Judge Sanborn. The plaintiff thereupon 
presented to the United States Supreme 
Court a petition for certiorari, which 
Was opposed by the defendants. 
Significance of Supreme Court Decision 
The action of the Supreme Court, 
refusing to disturb the Court of Appeals 
decision, in effect establishes that: 
(a) The regulatory provisions of Public Law 


15 are constitutional (the same holding which 


the Supreme Court made in the case of Pru 


Benjamin with respect 
statute); 


dential Insurance Co. vs. 
to the tax 
(b) The 


operative action 


provisions of that 


Sherman Act is inap,licable to co- 


among insurers in rate-making 


and related matters, to the extent that such 


activities are regulated by state law; 
(c) The operations of the National Bureau, 
including its automobile rating plans used in 


Arkansas, are legal and do not involve coercion 


or intimidation; 
(d) The All-Industry bill Arkan- 


enacted in 


G. W. Crist, Jr., Now College 
Professor With U. of Fla. 


G. William Crist, Jr., who retired last 
May as vice president of the Fidelity & 
Deposit in New York and returned to 
the South, is now associate professor 
at the University of Florida, College 
of Business Administration, which is 
located in Gainesville, Fla. 

This news will not come as a surprise 
to “Bill” Crist’s old friends in New 
York bonding circles as he was recog- 
nized here as a supporter of the insur- 
ance educational movement and as the 
author of a standard text book on 
“Corporate Suretyship” which is widely 
used in and colleges. A new 
edition of this book, completely rewrit- 
ten by Mr. Crist, was published last 
spring. 

He has assumed the role of a college 
professor after 25 vears of surety bond 
experience, most of which was acquired 
with the F. & D. Successively he 
served that company as state supervisor 
for Florida, home office underwriter, 
special agent, branch manager and fin- 
aily, vice president of the company in 
charge of the New York office. Mr. 
Crist continues his interest in the In- 
surance Institute of America as a mem- 
ber of its board of governors. 


schools 


sas is valid “regulation by state law” within 
the meaning of the McCarran Act, and does 
not violate provisions of the Arkansas Consti 


tution forbidding monopolies; 

(e) Operation of assigned risk plans is lawful. 

An unusual feature of the case has 
been the speed with which the litigation 
progressed, because of the procedures 
employed. Despite the importance and 
complexity of the issues, as well as the 
large number of defendants, the decision 
of the United States Supreme Court 
was handed down a little more than 
two years from the initial filing of the 
complaint in District Court. 

Frederick U. Andres of Little Rock 
represented the plaintiff and Malcolm 
Gannaway oi Little Rock appear for 
Casualty Reciprocal Exchange. 


MONARCH LIFE INSURANCE COMPANY 


SPRINGFIELD -MASSACHUSETTS 








Paul F. Jones Executive 
V. P. of Nat’l Casualty 


W. G. CURTIS REELECTED PRES. 


Five New ee on Board; All 
Officers and Six Old Directors 
Reelected at Annual Meeting 


Paul F. 


and the re- 


The election of Jones as 


executive 
election of all officers of National Casu- 


vice president 
alty Co. of Detroit featured the annual 
stockholders 
Mr. Jones, 


meeting October 5 of and 


directors of this company. 





PAUL F. JONES 


former United States district 
district of Il- 
jinois and former Director of Insurance 


who is a 
attorney for the eastern 
of Hlinois, heads the new group which 


now holds a majority stock interest of 


National Casualty. 


The reelection of W. G. Curtis as 
president of the company will be viewed 
with satisfaction by a host of friends 


throughout the country. Mr. Curtis, one 
of the deans among top-ranking casualty 
and A. & H. has served 
National Casualty for years as 
chief executive. 

The following new directors, repre- 
senting broad business experience, are 
now identified with the company: George 
Brand, Jr.. of Detroit, attorney; Leo 
Fairchild of Monroe, Mich., an executive 
from the automotive industry; E. H. 
Henning, president of Illinois Bankers 
Life Assurance Co. of Monmouth, IIL, 
and a director of the Monmouth Trust 
& Savings Bank; Paul C. Raymond, 
vice president of the American National 
3ank & Trust Co. of Chicago, and Mr 
Jones. 


executives, 
many 


Six Directors Reelected 
] 


Reelected to the board were W. G 
Curtis, Sr., president of the company; 
W. G. Curtis, Jr., treasurer of the com- 
pany; J. F. Hickey of St. Louis, a di- 
rector and partner of Hickey-Mitchell, 
one of the largest insurance agencies 
in the Midwest; Peter G. Korn, vice 
presicent of the company; Dr. W. A 
Spitz:ey, medical director and for many 
years a prominent surgeon in Michigan, 
and Donald F. Valley, vice president of 
the National Bank of Detroit 

Following the annual meeting Mr 
Jones announced that National Casualty 
Co. will continue to write a general 
casualty business throughout the United 
States and District of Columbia through 
its extensive agency organization 

The treasurer’s report lune 30, 
1950, read at the annual meeting, showed 
assets of $14,553,000; liabilities of $8,250, 


as of 


000; capital of $1,500,000; surplus of 
$3,000,000, and contingency reserve ot 
$1,803,000. 
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Ocean Guarantee and Accident Records 


Largest Premium Income in History 


Accident & Guarantee 
England, has issued its 
1949, showing pre- 
largest 


The Ocean 
Corp., London, 
annual —— for 


£11,517,883, the 


mium income o 
in the history ‘or the company. Last 
year’s increase was due in part to the 


revised dollar rate of exchange. Business 
transacted in United States currency was 
brought into the accounts at $2.80 to 
the pound, while interest received in 
United States currency was brought in 
at remittance rates, or when not re- 
mitted before the end of the year, at 
$2.80 to the pound. 

Surplus rising from the process of re- 
conversion in the United States 
and liabilities was applied partly in in- 
creasing reserves and in part in writing 
down the book value of investments. 
The corporation's business is distributed 
over the various types of insurance and 
the underwriting has been consistently 
successful. The fire insurance account 
follows: 


assets 


Is aS 


Fire Insurance Account 


portance with £4,247,305 of premium in- 
come. Claims were £2,343,493 or 55.1%, 
and the department transferred a profit 
of £339,481. 

Accident insurance, 
£660,489 and claims £220,630 or 33.4% 
also had a favorable year’s trading, end- 
ing with a profit transfer of £119,848, and 
employers’ liability business yielded pre- 
miums £131,575, paid claims £80,895 or 
61.5%, and transferred a small profit of 
£9,122. 


Profit and Loss Account 


with premiums 


loss account was 
credited with net interest £611,899, the 
transfer from the fire account £75,000 
and from the accident insurance account 
£800,000, and one-fifth of leasehold re- 
demption profits 1943-47 £800, making a 
total of £1,487,699 available for appro- 
priation. This was charged with £250,000 
contributed to staff pension fund, £964,- 
031 for taxation, £5,000 written off free- 
hold premises, and the dividend of £250,- 


The profit and 








Period Premiums Claims Expenses Surplus 
1942-46 (average) .........6- £415,132 £157,415 (37.9%) £151,912 (36.6%) £105.805 
POUE. Sdusbwunse + esan sews bales 671,482 264,197 (39.4%) 255,839 (38.1%) 151,446 
Ae “psnes-oe Sh erieee reso enone 725,963 308,830 (42.5%) 289,273 (39.9%) 127,860 

There has never been any attempt to 000. The balance of £18,668 was trans- 


develop the fire business on the vast 
lines of corporation’s accident and gen- 


eral commitments, but in the post-war 
period a notable advance has been 
achieved, bringing the 1949 premium 
income of £725,963 substantially ahead 
of the 1942-46 average of £425,132. Dur- 
ing this period of growth there has 
been a tendency for the claims ratio to 
rise, and as the ratio of expenses has 


also been advancing, the primary sur- 
pluses have formed a smaller proportion 
of the total premiums. But the standard 
of trading has been so favorable that 
the fire account in 1949 yielded a net 
profit of £75,000 after maintaining its 
40% reserve for unexpected risks, and 
adding £31,106 to the department’s addi- 
tional reserve. The fire fund closed the 
year at £807,703, or 111.2% of the pre- 
miums brought into account. 
The accident insurance 
lows: 


account fol- 


Accident Insurance Account 


ferred to contingencies and taxation re- 
serve, 
Reserves and Assets 





At the close of its 1949 trading the 
corporation held the following reserves 
against fire and general insurance con- 
tracts :— 

RRMA SRNR foes. 5eis. 3 XS Saw eee es £172,308 
PR PRREEMOS: 65.55.60: Seu oe eee 807,702 
PROBE TORETHES: Seis desde gaoee 264,196 
Employers’ liability reserves........ 52,630 
MOE SMGES “ssscceccesecep ees 1,698,922 
General insurance reserves......... 5,803,168 
Leasehold redemption profits........ 2,400 
General reserve: Gund) <o..6sis0s0csexs 1,500,000 

10,301,326 
Premium reserve—40% of £11,515,525 iia 





£5,695,116 


Additional reserves: oséc6600000008s 

The consolidated balance sheet ap- 
peared with a total of £22,995,609, in- 
cluding in addition to the reserves listed 











Period Premiuins Claims Expenses Surplus 
1942-46 (average) .......... £5,415,286 £2,807,055 (51.8%) £1,943,337 (35.9%) £664,894 
[ORD cded bar SCepueaesasews 9,456,235 5,568,039 (58.9%) 3,429,140 (36.3%) 459,056 
PED Scsuceeposiwecs coeur 10,789,562 5,754,065 (53.3%) 4,055,380 (37.6%) 980,117 

The corporation’s accident account has above provision for outstanding claims 


for many years handled a vast premium 


income which averaged more than £5,- 
000,000 throughout the difficult war 
years. This standard has been approxi- 


mately doubled in the post-war years 
to bring the 1949 premiums to the 
record figure of £10,789,562, representing 
a widely diversified business both at 
home and overseas. 

Claims exhibited the usual post-war 
tendency towards inflation up to the 
1948 account, but in 1949 there was im- 
provement, bringing the claims ratio to 
the satisfactory level of 53.3% 

The sum of £500,000 was brought into 
account from the surplus arising on 
rsion of United States assets and 


reconve 
liabilities, but approximately double this 
mount was added to the department’s 


idditional reserve at the end of the 
vear’s business. The accident fund closed 
at £7,818,916, or the equivalent of 72.5% 
of the 1949 premiums, and there was 
he splendid profit transfer of £800,000 
The largest section of the accident 
account consisted of miscellaneous in- 
surance with total premiums of £5,750,- 
193. Claims thereon amounted to £3,109,- 
048 or 54.1%, leaving a trading profit 
f £331,166. 

Motor insurance im- 


came next in 


(fire £181,620, accident £149,724, employ- 
liability £112,654. motor £3,290,810, 
miscellaneous £5,872,459), amounts due 
to agents and others £1,186,825 amounts 
due to other companies for reinsurances 
and losses £45,426, amounts due to fel- 
low subsidiaries £511, and the 1949 divi- 
dend, less tax, £250,000. 

Assets agreeing with the total of £22,- 
995,609 consisted principally of British 
Government securities £3,341.008, foreign 
government securities £7,224,040, ordinary 
shares £2,645.633, preference and guaran- 
teed stock £2,065,385, debenture £1,425,- 
386, and cash balances £1,947,114. The 
directors certified that the market value 
of the assets at December 31, 1949, was 
in excess of the value given in the 
balance sheet. 


’ 
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COSS GOES TO SAN FRANCISCO 

Richard F. Goss, manager of the In- 
dianapolis branch office of the Guaran- 
tee Insurance Co., of Los Angeles, has 
been transferred to San Francisco as 
manager of the branch office in succes- 
sion to Ray Scott, who has retired be- 
cause of serious illness. William N. 
Adams, special agent in the Indianapolis 
office has been named manager of the 
office, succeeding Mr. Goss. 
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Diemand Decries Gov’t Interference 


At Hemispheric Insurance Conference 


Government interference in the insur- 
ance industry decried by John A. 
Diemand, chairman of the third Hemi- 
spheric Insurance Conference and chief 
United States delegate, in his 


Was 


address 


October before its meeting at San- 
tiago, Chile. 

“The very essence of insurance is or- 
ganized mutual assistance.” Mr. Die- 
mand said. “It has been made clear, 


time and again, that for this function to 
be efficiently performed, it must be 
done without unnecessary interference 
from government.” 

Mr. Diemand cited three accomplish- 
ments in heading off governmental en- 


croachment in the insurance business 
for which the Hemispheric Insurance 
Conference could claim some credit. 
One was the selling of the Mexican 


government’ s life insurance company to 
private interests. The second was the 
Brazilian government's decision to post- 
pone its taking over of workmen’s com- 
pensation in that country. The third 
was the Brazilian government’s admis- 


sion of foreign insurers to write busi- 
ness in Brazil. 
“Tt is encouraging to note that indi- 


vidual countries are beginning to take 
action to free their insurers for opera- 
tions abroad,” Mr. Diemand said. “In 
my own state of Pennsylvania, for ex- 
ample, the legislature was willing to au- 
thorize multiple line underwriting in 
foreign countries—even before it finally 
took that step as to operations in 
Pennsylvania. And, again, many of the 
states of the United States have in re- 
cent years, liberalized their laws so as 
to permit investments by their insurers 
in securities issued by or in foreign 
countries. 


30 U. S. Companies Doing World-Wide 


Business 


“Taking advantage of these develop- 
ments, over 30 major United States in- 
surance companies are now doing busi- 
ness around the world, and there is 
every indication that many others will 
follow before too many years have 
passed. 

“T could cite other instances, but these 
should suffice to indicate that four 
years’ work of the Hemispheric Insur- 
ance Conference has already produced 
tangible results, as well as deeper bene- 
fits which cannot be measured, but 





B. C. Carrick Promoted 

B. Cramton Carrick, who joined Peer- 
less Casualty in 1935 following his grad- 
uation from Dartmouth, has been pro- 
moted to agency director of the com- 
pany. His initial training was as special 
agent and branch office manager. 

From 1941 to 1946 Mr. Carrick served 
in the U. S. Air Force, being discharged 
with rank of major after over three 
years’ duty in the Mediterranean thea- 
tre. Resuming his duties with the Peer- 
less, he served as resident vice president 
in Boston until September, 1946; then 
transferred to Albany where he opened 
a branch office. 





JOHN A. DIEMAND 


which have been felt by all of us who 
have had a part in these meetings. We 
can take satisfaction in the part our 
conference has played in making the 
New World aware of its true role in 
global affairs, and in preparing it to 
play that role effectively. 

“Bit by bit, the governments of this 
hemisphere are coming to appreciate the 
true worth of insurance as a_ private 
enterprise, and are arranging to give it 
the freedom it needs for efficient opera- 
tion, both within and across_ national 
boundaries,” the speaker said. 

Mr. Diemand warned the Conference 
that, while it should be encouraged by 
the results of its efforts over the past 
four years, it must continue to press 
for the preservation of free enterprise 
in insurance. He pointed out that “those 
who sincerely believe that the way to 
peace and security lies in the surrender 
of initiative to ‘the State’ are pursuing 
a myth. 

“Far too many who preach this doc- 
trine are merely seeking power for 
themselves in return for a promise they 
cannot keep,” he said. 


Testimonial to Crowley 

A testimonial luncheon was held Oc- 
tober 6, in Cleveland, honoring John 
L. Crowley, vice president of Bankers 
Indemnity, who is retiring after 20 years 
of faithful service. The home office of 
the American Insurance Group was 
represented by B. C. Vitt, president, 
- Harold P. Jackson, president of 

Bankers Indemnity. 

Guests at the luncheon included - 
Crowley’s friends from among the 1 
surance agencies in Cleveland and ms 
cinity, and his fellow employes. A stet- 
ling silver platter, inscribed to com- 
memorate his service with Bankers In- 
demnity, was presented to Mr. Crowley. 
His immediate plans contemplate a pe 
riod of rest. 
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car. Also, he owned several racing cars  Sypervising Attorney of Fidelity & 
cel ent Ca L nsurance CWS and considered himself an “executive. Casualty for A. & H. and Burglary 


man to be a driver of an automobile, BENJAMIN PHILSON DIES AT 58 


but it happened to be a midget racing 

















Author of the following timely article 


ment, 


hob 
at Pratt Institute, Brooklyn. 


If there were to be a contest for the 
most interesting line of insurance under- 
writing, my vote I think, would go to 
the accident and health underwriter. 
[ think his job ts the most interesting 
primarily because he deals with human 
beings, their traits, characteristics, 
habits, morals, morbidity and what have 





ACCIDENT INSURANCE 





“OFFICE & TRAVELING DUTIES ONLY ” 








vou! Every case is different, and the 
‘wivel chair yes or no man” never 
knows what he will encounter in the 
next case that comes to his desk. 
Perhaps one of the most amusing 
aspects of A. & H. underwriting is the 
tendency of a few applicants to mini- 
mize or belittle the hazardous nature of 
their occupation and duties when filling 
it an application. When the under- 
\titer considers the question of “occu- 
pation and duties” he is working on one 
i the most interesting phases of the 
application. Let’s look at a few that the 
Writer has encountered at various in- 
tervals in the past few years: 

On one occasion an applic ation was 
received and the prospective insured in- 
licated he was manager of “Herculian 
Enterprises, Inc.”’—office and supervis- 
ing. The very name of the business and 
's poor location in this instance sug- 
gested a check-up which revealed the 





California Teachers View 
Aetna C. & S. Driverometer 


California high school teachers at- 
tending the San Francisco state semi- 
tar for driver education instruction tried 
their skill on the Aetna Driverometer, 
a device which measures a motorist’s 
iaction time in a series of simulated 
highway emergencies. The Driverom- 
eter, developed by the Aetna Casualty 
Surety Co., is completing a six-month 
tour of California communities spon- 
‘ored by oe National Automobile Club 





and the California Association of In- 
surance Agents. 


: . ; were washing windows from the 20th to Casualty 1 ffi ce jed.c 
Occupation and Duties Bear Watching jizsii'is. Reno mpeg 


bs ee shooting for the lowest possible classi- Mr. Philson joined the Fidelity & 
In ccident ealth nderwriting hcation, stated that yodnage einer with Casualty in July, 1935, as chief assistant 


so happened that the occasional busi-  ¢jaims He was : edie 

W : aims. as promoted to succeed 

By ARREN R. BEHM ness call took him to such far away My Maher after his retirement in 1944. 
places as South America, Mexico and Mr. Philson was with the Globe In- 

New York the Middle _East, requiring weeks of demnity for several years before joining 

— si nallbossos and a J ra the Fidelity & Casualty and prior to 

The accompanying cartoon graphically that he was with the Travelers for ten 


fice of the Massachusetts Bonding as superintendent of its accident and health depart- 
A seasoned underwriter, he finds his job fascinating in its wide human interest yt of course, we should not be sus- 
appeal and the challenge daily ‘offered to do a first rate job of risk underwriting so as picious of every case. i. Todd 
to produce a reasonable profit for his company. Outside of business Mr. Behm’s chief ; ‘ 
bby is artwork and one of his cartoons illustrates this article. He works in both 
«ater colors and oils, and has executed a number of paintings since his student days 




















Another was the case of a window Claims Had Suletential Casco: 
washer who clearly stated P that he 3enjamin Philson, 58, supervising at- 
worked only on “lower levels.” Investi- torney in charge of accident and health 


gation showed that his primary duties and burglary claims in the Fidelity & 


Then there was the chap who, in Memorial Hospital. 


his being office executive of an oil firm, to the late Charles F. Maher who was 
made an “occasional business call.” It then in charge of A. & H. and burelary 


is connected with the New York branch = i)iyctratec ote ene BP oie oe , 
illustrates how a brush salesman could vears. He was a graduate of Columbia 


have “office and traveling duties only, University. Surviving are his wife, Janet; 
a son, Robert, and daughter, Mrs. Philip 


J. H. HARVEY REAPPOINTED 


Julien H. Harvey, manager of the ing service transportation companies 





Association of Casualty & Surety Com- throughout the country, this association 
person to be a gangster who was really panies’ accident prevention department, offers annual awards to cities of varying 
supervising a mob. has been reappointed chairman of the populations for the best yearly accident 

In another case the occupation was committee on American Transit Safety records. This is Mr. Harvey’s second 
stated as “driver of automobile—execu- Awards, sponsored by the American year as chairman of the awards com- 
tive duties only.” Check-up revealed the Transit Association. Composed of lead- mittee. 
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and Associates: Continental Assurance Company 
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H.H. Fuller Retires as Deputy U.S. 
Manager of Zurich; Given Luncheon 


Harry H. Fuller, widely known deputy 
United States manager of the Zurich 
General Accident & Liability, retired Oc- 
tober 7 under the company’s rule for 
officers after 36 years of service. Mr. 
Fuller was given a testimonial luncheon 
October 6 at which many tributes were 
paid to him. He was presented with 
a console television set by his fellow 
officers and department heads. It was 
announced that Mr. Fuller will continue 
his association with the Zurich in the 
capacity of special counsel in the field 
of public relations. 

Mr. Fuller joined the Zurich in Octo- 
ber, 1914 as a claim representative. 
Transferring to the agency department 
later on, he devoted his entire attention 
to this phase of the Zurich’s operations, 
travelling throughout the country as an 
executive special agent. He was made 
assistant United States manager on De- 
cember 1, 1928, in charge of all produc- 
tion activities and hecame deputy United 
States manager June 1, 1935. 


Familiar Figure as “Camera Man” at 
Conventions 


A native Chicagoan, Mr. Fuller num- 
bers among his friends and acquaintances 
thousands of people from coast to coast. 
Among State Insurance Departments he 
is one of the best known company exec- 
utives, having attended every Insurance 
Commissioners’ convention for over 25 
years. An expert photographer and 
adept at candid camera shots, Mr. Fuller 
was a familiar figure at these gatherings 
—armed with his camera and_ flash 
equipment. And he was a welcome guest 
at conventions of the National Associa- 
tion of Insurance Agents. Many Com- 
missioners and agents have on_ their 
office walls “photos by Fuller” as 
mementos of these meetings. It was 
his thoughtful custom after taking a 
“shot” to send each of the men or 
women appearing in the group a_ fin- 





Square Club Completes Its 


Plans for December 1 Dance 
The Insurance Square Club of New 
York has completed arrangements for 
its 28th annual entertainment and dance 
which will be held Friday evening, De- 
cember 1, at Hotel Statler, New York. 
Each year the proceeds of this affair 
enables the club to continue its charita- 
ble contributions at Christmas. 
William L. Kick, Fireman’s Fund 
Group, first vice president of the club, 
is general chairman of the annual enter- 
tainment and in charge of program ad- 
vertising; Ernest J. Thomson, Phoenix 
of Hartford Group, is in charge of gen- 
eral admission; James S. Russell, White- 
hill Agency, is handling box tickets, and 
Frank A. Bicka, America lore Group, 
has charge of booster contributions. 
Regular monthly meeting of the 
Square Club, set for October 16 at Drug 
& Chemical Club, is under the chair- 
manship of Richard C. Evers, Crum & 
Forster, vice president of the club. 


U. of Minnesota Seminar on 


Casualty Insurance Lines 

\ two-day seminar on public liability 
and automobile insurance lines will be 
held by the University of Minnesota 
on Noy. 6 and 7. Co-sponsors with the 
university are the Minnesota Associa- 
tion of Insurance Agents and the Na 


tional Association of Insurance Agents. 

The seminar will be held at the 
Center for Continuation Study where 
agents from outside the Twin Cities 


may get room and meals without lea 
ing the building. The faculty will be 
from the university staff and from in 
surance agencies 

The seminar is open to licensed 
agents or persons in general insurance. 





HARRY H. FULLER 


ished picture. Thus, he built good will 
both for himself and the Zurich. 

Mr. Fuller is also prominent in Ma- 
sonic circles, having been awarded 
highest honors in this fraternity. He is 
a Past Sovereign of the Red Cross of 
Constantine and in 1949 received the 
33d degree. He is a member of the board 
of directors of the Shriners Hospital 
for Crippled Children in Chicago and 
was recently elected a member of the 
board of directors of the Ancient Ac- 
cepted Scottish Rite. 





Consultant in forensic medicine to 
Insurance Carriers, Attorneys and 
Claimants’ Representatives will accept 
a limited number of clients. Box No. 
1976, The Eastern Underwriter, 41 
Maiden Lane, New York 7, N. Y. 











NEW DEPENDENTS’ RIDER 


Added by Connecticut General to Both 
Old and New Accident Policies; 
Its Advantages 

Protection for wife and children can 
now be included in the accident insur- 
ance contract carried by the head of a 
family with the Connecticut General 
Life. The company has announced it 
will add its new dependents’ coverage 
rider to both old and new accident in- 
surance policies. The coverage is ex- 
tended to the insured’s wife and_ to 
his children within the age limits of 
3 to 17. The company’s usual age limits 
for accident coverage will apply to 
Wives. 

The dependent rider will provide pay- 
ments for medical, hospital, surgical and 
nursing costs resulting from accidental 
bodily injury. It is designed as a con- 
venient and economical supplement to 
the accident insurance coverage for the 
head of the family. Amounts of protec- 
tion available for children are from 
$1,000 to $2,500; for wives from $1,000 


to $5,000. Where benefits other than 
b'anket expense coverage are desired 
for dependents they will continue to 


he available through individual policies 
ior the members of the family. 


MATSON TO GRAND RAPIDS 

J. EK. Matson has been named bond- 
ing field representative at the Grand 
Rapids office of the Standard of Detroit 
Group. He replaces Robert Jackson who 
has been transferred to the home office 
agency department. 
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ABA Automobile Panel 


(Continued from Page 58) 


formed within Wisconsin and related ; 
a Wisconsin resident and insurane, 
risk; that therefore Wisconsin was th 
place of the insurer’s performance as : 
the particular accident and the Wiscon 
sin laws should control, including the 
Wisconsin statutes permitting joinder 
the insurer, * * * E 
“While conceding that the Wisconsiy 
statute was but remedial (procedural) 
in nature, the court in its  decisio, 
recognized that to apply it in the in 
stant case would have induced a yp. 
stantive alteration of the original op, 
tract. Therefore, by a division of 5 to 
2, the court held that the Wisconsip 
joinder statute was inapplicable to th 
Massachusetts policy before it. The dis. 
senting judges, one of whom was the 
Chief Justice, apparently felt that the 
piaintiff’s argument was sound as to the 
insurer’s obligation to the particular 
employe-insured to investigate the ac. 
cident and defend resultant litigation 
on his behalf amounting to perform. 
ance by the insurer in Wisconsin, which 
thus properly should be governed by the 
laws of Wisconsin. * * *” ’ 





ohn W. Baal 
J ey 





Automobile insurance for municipal- 
ties, always a difficult subject to handle 
received excellent treatment at the 
hands of Mr. English who, as City So. 
licitor of Erie, Pa., spoke with municipal 
authority. His over-all recommendation 


was that a municipality “can and shoul § 


protect itself by taking out public li. 
bility insurance with private companies.” 


However, he further said in this connec 


tion: 

“This is not, however, the end. At the 
present time insurance companies rate 
municipalities on a basis comparable t 
private corporations. Under _ present 
regulatory laws in every state, the In- 


surance Commissioner can require insur: f 


ance companies to justify their rates. 
The several studies I have cited cer- 
tainly indicate that municipalities may 
be entitled to lower rate adjustments 
Many cities may be entitled to, and may 
not be obtaining, full consideration in 
individual risk ratings—under 
special consideration can be _ given to 
the experience of the particular insured 
and other facts pertinent to the rate 
of the insured. 

“Insurance companies should be quick 
to cooperate in justifying their rates 
and in working toward their reduction i! 
they prove too high. With fair rates 
certainly cities can afford to assume 
their full responsibility for the torts o! 
their agents.” 

In conclusion and summary Mr. Eng: 
lish said: 

“In the present state of the law i 
most states, municipalities are  shirking 
their share of automobile public lx 
bility. ; 

“The defense of governmental i 
munity should be eliminated and citie 
should assume the same public liabilit 
as private individuals or corporations. 

“To protect themselves from loss atl 
expense, municipalities should carry ade 
quate public liability insurance with pt 
vate carriers. 

“To protect themselves from exces 
insurance costs, municipalities should 
take concerted action to require inst 
ance companies to justify their rates 
with adequate loss and cost. statistics 





G. H. ZIMMERMAN RETIRES 


George H. Zimmerman, vice president . 

8 Corp. ¥ 
a nationally known figure in the wre E 
and insurance fields, retired Octobet j 
under the corporation's retirement plat 


of the Universal C.I.T. Credit 





Mr. Zimmerman has served for maf! 
vears as a director of the Nation@ 
Surety Corp. and of Service Fire @ 
New York, subsidiary companies © 
C.1.T. Financial Corp. 


which & 
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Thomas H. Bride, Rhode Island Em- 

ployment Security Administrator, came 
o the defense of his state’s cash sick- 
ness insurance system in speaking Octo- 
her 2 at the annual meeting of the In- 
terstate Conference of Unemployment 
Security Administrators in Columbus, 
Ohio. Mr. Bride dismissed as “utterly 
unfounded” charges that there has been 
‘wholesale chiseling” under the Rhode 
sland program. 

tay denying that the Rhode Is- 
land plan has encouraged “vacationing 
and malingering at the expense of the 
state fund,” Mr. Bride admitted that 
many kinks in the program remain to be 
ironed. He explained that his depart- 
ment last year accelerated its drive 
against chiselers through expansion of 
its force of field investigators. This, he 
said, was necessary to keep the number 
of malingers down to a minimum. 

The speaker further said that an aver- 
age of about 5,000 workers a week are 
collecting benefits under the Rhode Is- 
land program to offset partly their wage 
losses during illness and that about 
30,000 workers collect such benefits an- 
nually. 

Points to a Deficit in 1949 

Conceding that the Rhode Island sys- 
tem has not yet solved its financing 
problem, Mr. Bride said it had a deficit 
last year, adding: “We do not yet have 
the full answer as to what our proper 
tax rate should be.” 

‘In an unemployment compensation 
program,” he continued, “deficits often 
cannot be avoided, and they may usually 


Denies Charge of “Wholesale Chiseling” 
Under R. I. Cash Sickness Ins. Plan 


be charged off to adverse business con- 
ditions. But in a cash sickness program 
dealing with a more or less constant 
ratio of illness in the covered popula- 
tion, deficit operation may point to some 
trouble spot within the program itself.” 

Mr. Bride told his audience that an- 
other major problem was the payment 
of benefits to workers whose employers 
continued to pay their full wage while 
they were ill. “Since no wage loss is 
suffered in such cases,” he declared, 
“there is no good reason for the pay- 
ment of cash sickness benefits.” 

He observed that a “further inequity” 
resulted from the payment of full cash 
sickness benefits in cases where there 
was subsequently a lump-sum work- 
men’s compensation payment. 

The Rhode Island administrator said 
the problem of medical certification of 
benefit claims has in many _ respects 
proven to be the most difficult of all. 
“The success or failure of the whole 
program,” he asserted, “depends in the 
final analysis on the full cooperation of 
the attending physician.” Progress has 
been achieved in this field through re- 
cent changes in procedure, but some 
problems still remain, he said. 

The Rhode Island cash sickness plan 
has been in operation for seven years 
and, as the oldest of its kind in the 
country, it has been the subject of con- 
siderable scrutiny on the part of other 
states considering such legislation. The 
plan stands out as the only one which 
is monopolistic with no private company 
participation. 





Opens Fidelity-Surety Bond 
Dep’t in New York City 


The Springfield Fire & Marine and its 


affiliate, the New England Casualty, 
have established a new fidelity and 
surety bond department at 85 John 
Street, New York. The new depart- 


ment is in charge of Peter R. Cummings 
as superintendent and Michael A. Ver- 
drose as associate superintendent. 

Mr. Cummings, native of Brooklyn, 
studied law at St. John’s University be- 
fore starting his career in the insur- 
ance brokerage business. In 1930 he 
joined the National Surety as_ special 
agent. He became manager of its mid- 
town office in 1934 and opened a branch 
ofice in White Plains in 1938. There- 
after he served successively as Albany 
manager and metropolitan New York 
manager of contract bonds, being 
elected assistant secretary in 1949, 
Mr. Verdrose, also born in Brooklyn, 
studied at City College of New York. 
His first post was with the National 
Surety in 1921 under Martin W. Lewis, 
Present general mananger of Surety 
Association of America. He became a 
fidelity underwriter in 1925; assistant 
manager of fidelity and public official 
department, New York metropolitan 
office in 19290, and manager in 1941. He 
has lectured at City College of New 
ork on fidelity bonds and is on the 
faculty of Mondell Institute, New York 
ity, 

Mr. Cummings and Mr. Verdrose are 
both members of the Surety Underwrit- 
ers Association of New York. 


N. J. Casualty Ass’n Plans 
For Golf and Meeting Oct. 19 


The Casualty Underwriters Associa- 
tion has completed arrangement for an 
afternoon of golf followed by dinner 
on Thursday, October 19, at Essex Fells 
(N. J.) Country Club. Edward H. 
Charles, manager of the Indemnity Co. 
ot North America in Newark, will be 
Chairman of the meeting, and Nelson 
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Patchett, Car & General, secretary of 
the association, is handling arrange- 
ments, 


Employers’ Gulf Department 
Moves New Orleans Base 


Formal opening of the Employers’ 
Group new offices of the gulf depart- 
ment was held September 27, when many 
agents, brokers and others visited the 
new headquarters on the second floor 
of the California Building at 1111 Tulane 
Avenue, New Orleans, La. H. R. Egloff, 
resident manager, was host. Visitors 
from the home office in Boston included 
Gay Gleason, general counsel and deputy 
manager of the Employer’s Group, and 
Philip F. Dwyer, territorial supervisor. 

The new, centrally-located headquar- 
ters of the gulf department are recently- 
decorated, modern and attractively fur- 
nished, with enlarged facilities to give 
speedier, more efficient service to Em- 
ployers’ agents in that area. Formerly 
the office was located in the Hibernia 
Building, New Orleans. 





C. E. Forbes, Secretary of 
Mutual of Omaha, Dies at 70 


C. E. Forbes, secretary of Mutual 
Benefit H. & A. of Omaha, died on 
October 1, at age 70. He had been 
connected with the association since 
March, 1916. In 1925 he was elected as- 
sistant secretary, serving in this ca- 
pacity until October 19, 1938, on which 
date he was elected secretary and a 
member of the board of directors. He 
held this office and filled these duties 
until his death. 

Born at Clarks, Neb., Mr. Forbes 
spent his early years in Texas where 
he was, for a time, a cowpuncher, and 
for an even longer time, a_ railroad 
telegrapher. He was married to Miss 
Gertrude Cronland in 1907. During 
World War I, he acted as a communica- 
tions instructor at Fort Omaha. 

He was a member of Ak-Sar-Ben, 
outstanding Omaha Civic Organization, 
the Omaha Athletic Club, and a past 
president of the Continental Club in 
Omaha. He is survived by his wife, 
two brothers and a sister. 
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Merante Installed as 
Brooklyn A. & H. Pres. 


ERNST, CALDWELL SPEAKERS 


Distinguished Guests at Luncheon Join 
With Association in Opposition to 
Socialized Medicine 


The Brooklyn Association of Acci- 
dent & Health Underwriters has joined 
with other leading local association in 
going on record against socialized medi- 
cine. At its installation luncheon, Octo- 
ber 3, at which President Charles A. 
Merante and his fellow officers were 
honored, Carl A. Ernst, North American 
L. & C,, vice president of the Interna- 
tional A. & H. Association, and Richard 
Caldwell, United States Life, area di- 
rector for the eastern district, were the 
guest speakers. 

Among other guests were State Sena- 
tor Mario M. DeOptatis, who served as 
toastmaster; Municipal Court Justice 
Harold J. McLaughlin; Richard Rhode- 
beck, president of United States Life, 
and Supreme Court Justice Anthony J. 
DiGiovanna. 

International Vice President Ernst, 
who was on an eastern tour and who 
hails from St. Paul, made a hit with the 
Brooklyn association by the clear and 
concise manner in which he urged its 
members to uphold the professional as- 
pects of the A. & H. business, to be well 
educated and informed “so that the 
insuring public through them will real- 
ize that compulsory health insurance is 
unnecessary.” 

Speaking in a similar vein, Richard 
Caldwell, a past president of the New 
Jersey A. & H. Association, emphasized 
that “the voluntary way of health in- 
surance is the American way.” He de- 
clared that the American people should 
appraise anew the value of health in- 
surance through private enterprise as 
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Joseph Merante 


CHARLES A. MERANTE 


against socialized government  insur- 
ance. 
Supreme Court Justice DiGiovanna 


presided over the installation of Presi 
dent Merante and his staff, paying 
tribute to Merante as “a tireless worker 
who will guide the Brooklyn A. & H. 
Association to even greater heights than 
heretofore.” Past President Nicholas V. 
Sichenze, general agent in Brooklyn of 
the United States Life, pointed to the 
consistent progress of the association 
both in membership and prestige in the 
past year. 


Installed with Mr. Merante were 
George J. Mutari as vice president; 
Louis J. Maresca as second vice presi- 


dent; John J. Kelly as treasurer; Harold 


J. Hart as financial secretary, and Mar- 
tin Strick as secretary. 





Pacific Indemnity Enters 
Fire Insurance Field 


The Pacific Indemnity of Los Angeles 
announced its entry into the fire insur- 
ance field on October 2. For the present 
the company will confine its writings to 
the states of Washington, Oregon, New 
Mexico and California. Swett & Craw- 
ford, underwriting managers for the 
company, will be in charge of the busi- 
ness. The company qualified some time 
ago to write multiple lines under the 
California multiple line section of the 
insurance code. 


NEW HEMPSTEAD, L. I., OFFICE 
O’Hanlon Reports, inspection agency 
headed by Howard A. Slayback, has 
moved its Jamaica, L. I. office to larger 
quarters at 71 North Franklin Street, 
Hempstead, Long Island. Manager of 
this office is C. E. Mitchell. 





Byrne and Shimell Join 
Cont’! Casualty in N. Y. 


The appointments of William E. 
Byrne, Jr., and John A. Shimell to pro- 
duction posts in the metropolitan 
partment of Continental Casualty 
announced by Joseph H. Norton, resi- 


de- 


are 


dent vice president. 

William E. Byrne, Jr., formerly pro- 
duction supervisor for Manufacturers 
Casualty in its New York office, will su- 
pervise production and development of 
casualty, fidelity and surety for the Con- 
tinental in the suburban territoty. He 
will be production supervisor. 

Mr. Shimell, formerly with the Ameri- 
can Surety in Brooklyn, has been desig- 
nated a special agent by the Con- 
tinental with supervision of casualty, 
fidelity and surety lines in the Brook 
lyn field. 
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J.W. Noel Sees Big Field for A.& H.on 
Individual Basis to Supplement DBL 


One of the most interesting discussions at the Underwriting Forum held during 
the recent annual meeting of the Bureau of Accident & Health Underwriters at 
Skytop, Pa., was an appraisal of company practices in writing policies that pick 
up and provide indemnity for loss of time after termination of statutory disability 
benefits coverage. James W. Noel, who is with Lumbermens Mutual Casualty’s 
accident and health production department in New York City and who has made 
a concentrated study of the disability benefits picture, led this discussion, ex- 
pressing his views frankly—both pro and con. His over-all view was that there 
is a big field for A. & H. insurance on an individual basis in supplementing statu- 


tory benefits. His remarks follow: 


“To fully appreciate the situation we 
should briefly outline the existing statu- 
tory benefits field. Four states now have 
compulsory accident and health insur- 
New 


state, 


ance—Rhode Island, California, 
Jersey and New York. A fifth 
Washington, will in the immediate fu- 
ture decide at a general election if a 
compulsory law is to their advantage. 
All of these states have laws that pro- 
vide for the 
eighth day for any non-occupational ac- 
for 26 


benefits beginning on 


cident or illness and payable 
weeks, except New York where the 
benefit period is 13 weeks. Cash bene- 
fits range from $10 to $26 per week at 
the rate of 50 to 60% of average earn- 
ings. Ali states except Rhode Island 
permit private insurance companies to 
compete against the State Fund. The 
contracts of insurance written by most 
companies follow the pattern of group 
insurance contracts with appropriate 
amendments to comply with the various 
laws 

“We are, however, concerned with the 
nossibility of tving in on an individual 
basis an accident and health contract 
that would provide on a continuing basis 
the coverage reauired by law. These 
contracts would have a waiting period 
of 13 or 26 weeks depending unon the 
state involved. The duration of benefits 
would, of course, be an individual com- 
pany problem. It seems to me that in 
the matter of coverage we now encoun- 
ter our first problem. As indicated the 
policies written in connection with the 
law were basically group policies. While 
T am assuming that the insuring com- 
pany would exercise its right to indi- 
vidual selection. we would still have the 
problem of individual coverage as com- 
pared to group. For example. most in- 
dividual accident and health policies 
have a pre-existing clause; groun con- 
tracts do not. Is it then feasible to 
write a contract with a three to six- 
month waiting period that would deny 
benefits to an insured who had been 
receiving benefits for that same illness 
during the required waiting period ? 

“As another example, let us consider 
the normal waiting periods which are 
quite often a part of an accident and 
health policy. Do we enforce these wait- 
ing periods from the date this insurance 
becomes effective; from the date a dis- 
ability payment could begin; or are 
we going to eliminate them altogether ? 


The “Repeat Claims” Problem 


“Another problem might be found in 
what California terms “repeat claims.” 
This state, by way of illustration, limits 
benefits to 26 weeks in a benefit year. 
However, if the insured is still disabled 
at the beginning of the second benefit 
year, he is entitled to additional benefits 
in that second benefit year. Would it 
be necessary to offer repeat claims or 
could we evade that possibility if we 
wanted to in our contract now under 
discussion ? 

“All of the existing state laws pro- 
vide for extension of benefits from a 
private plan after the employe termi- 
nates his service. After that extension 
of benefits the employe is then covered 
from a special state fund. There would, 
of course, be problems to be answered 


in connection with this feature of the 
statutory laws concerning the advisabil- 
ity of continuing protection on an em- 
ploye of this classification. 


Selecting the Individual Contract 


“The point I am trying to bring out 
here is the necessity of having indi- 
vidual accident and health policies con- 
form to the requirements of the various 
laws and at the same time be broad 
enough in their coverage so that an 
insured will have continuing protection 
when he has completed his 13 or 26 
weeks’ waiting period. This is, of 
course, an extended waiting period, not 
normally found and as such I feel that 
the policy could provide protection on 
the same basis that his basic statutory 
coverage does. In other words, it has 
to cover all non-occupational illnesses 
and accidents. Perhaps another way of 
stating this is to say that we must offer 
an individual contract which in effect 
provides the same coverage as a regular 
industrial group contract. 

“Let us look at some of the figures I 
have been able to uncover. Please ac- 
cept them as a guide and not neces- 
sarily as actually confirmed and reliable 
figures. Considering all males and as- 
suming that out of a_ representative 
group of say ten thousand claimants, we 
would find at the end of 13 weeks 
approximately 2% of these claimants 
still disabled. For our purposes these 
are the insureds from whom we would 
have our first claim in New York. At 
the end of 26 weeks we could expect to 
find approximately 85/100 of 1% of our 
original group, still disabled. These then 
would in the other states involved be 
our first claims. 

“If we assume that all of these in- 
sureds are to be paid at the rate of $26 
per week for 13 weeks, we would find 
that where we have a 13 weeks’ waiting 
period, we would have a pure premium 
of approximately $4.75 per year. Where 
we have a 26 weeks’ waiting period, as 
will be true in the states other than 
New York, that annual premium would 
be approximately $1.60. To these figures 
individual companies would have to 
load their expense factors to arrive at 
an actual rate. 

“Tf these figures are correct, then this 
could be an attractive policy from the 
point of view of premium to a prospec- 
tive insured. However, the prime ques- 
tion that comes in my mind at this 
point is of how much value is a policy 
with a 13 or 26 weeks’ waiting period 
to an insured. Again relying on my 
figures, we find that a very small per- 
centage of insureds would ever realize 
any benefits from this contract. If how- 
ever, through the addition of other cov- 
erages or fringe benefits we can dress a 
contract of this type up to the point 
where it is an attractive buy, there 
could be a market for it. 


Would the Premium Be Sufficient? 


“The second question that comes to 
my mind is would there be enough pre- 
mium involved to make it a_ salable 
policy from the producer’s point of 
view. While it is true that your agents 
and brokers who originally sold your 
compulsory benefit plans definitely have 
an entree to the prospects for this 
policy, I doubt very much if they are 
going to push its sale unless they find 


that they can do it on a bulk rather 
than an individual basis. If, for ex- 
ample, he could do it under the auspices 
of a union or an employer, or perhaps 
on the basis of a wholesale approach 
with salary deduction, it might become 
attractive enough through volume sales 
to create a desire on the part of pro- 
ducers to sell this policy. 

“Let us look for a moment at an- 
other and perhaps more lucrative field 
of insurance that compulsory accident 
and health laws have brought about. 
Most of us here recall the dire future 
predicted for life insurance when our 
Social Security law was first made effec- 
tive. Actually the Social Security law 
acted as an outstanding piece of sales 
material for life companies. It made the 
public realize that a retirement program 
of their own was necessary if they were 
going to be on ‘Easy Street’ at retire- 
ment age. I know from the amount of 
direct mail I receive that many insur- 
ance companies will at the present time 
show you how to combine a retirement 
policy of their own with your own in- 
dividual Social Security. It has been an 
excellent sales tool. 

“At the present time we have four 
states that have passed laws that should 
enable you to increase tremendously 
your accident and health coverage. In 
the not too distant future I believe a 
majority, if not all of the states, will 
have some form of a similar law. Is 
there any reason why the accident and 
health industry cannot utilize the dis- 
ability benefit laws almost to the same 
extent that the life insurance industry 
utilized the Social Security Law? Sal- 
aries and wages are high at the present 
time and will in all probability remain 
near their existing level or higher. 

“I feel quite sure that an employe 
earning $75 or $100 a week or more is 
very much aware that a weekly benefit 
of $26, which is the maximum provided 
in any state, is entirely inadequate to 
replace his wage during disability. The 
obvious solution to a situation such as 
this is a supplemental individual acci- 
dent and health policy. 


Made-to-Order Sales Situation 


“Tt seems to me that here is a made- 





C. & S. Ass’n Has New Chart 
Embracing Auto F. R. Laws 


Publication of a newly revised chart 
analyzing automobile safety responsibil- 
ity laws requiring security for past 
accident is announced by the Associa- 
tion of Casualty & Surety Companies. 
The chart was compiled by the asso- 
ciation’s law department as a_ service 
for insurance men and attorneys deal- 
ing with these laws. 

Since publication of the last chart in 
1949, the security laws of several states 
have been amended. The changes have 
been incorporated into the revised edi- 
tion. Financial responsibility laws are 
now in effect in 25 states and Hawaii. 

The new charts may be obtained from 
the association’s editor of Jaw publica- 
tions at 60 John Street, N. Y., at 15 
cents per copy. 


New DBL Mailing Address 


Mary Donlon, chairman of the Work- 
men’s Compensation Board, has advised 
insurance carriers of a new mailing ad- 
dress to be used when submitting insur- 
ance forms and certificates of insurance 
to the board. In order to avoid delays, 
such forms, etc., should be mailed to 
Chairman, Workmen’s Compensation 
Eo. Post Office Box 706, Albany, 
N 





However, the mailing address for fil- 
ing disability benefits plan applications, 
forms DB-800, DB-801 and DB-802, has 
not been changed. “These forms and 
correspondence relating solely to an em- 
ployer’s plan or agreement for provid- 
ing disability benefits should be mailed 
to the New York City post office box 
appearing on the forms,” says Miss 
Donlon, 


to-order sales situation. Yoy have 
producer who has access to a concen, 
trated group of prospects. They “34 
whether they like it or not, insured ; 


or 


an inadequate amount of Insurance 
The prospects that we are interested * APPRO 
selling should be able to afford the in. 
surance. Entree, motivation and Money — Embrace 
—it’s all there, except perhaps one iten Effecti 
that is the right kind of coverage; the Conc 


kind of coverage that ties in with the 
existing insurance. 1, R. 


“To sum up my remarks, I am some. Commis 
what dubious about the actual need fo B proved 
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“There is however, a big field for Califort 
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An Example of the Possibilities ae 
“Let me, in closing give you an ey. “The 
ample of the possibilities. Shortly afte @ spect! 
the first of July, when New York's dis. } workm 
ability benefits law went into effect ,— 2 ba 
broker stopped in my office looking for rates I 
an accident and health policy that coulj fe 2" ( 
be used to supplement a_ statutory quate | 
policy. In this particular case the em. pensat 
ployer had, in the past, continued salary that a 
during a disability. With the advent g workm 
the law and for several reasons, he de. meet 
cided that he no longer had an obliga. ask *paa 
tion to his employes to continue salary and w 
They had the law and its benefits ¢ to pt 
protect them. He contributed to the beneh 
cost of the insurance as prescribed by = 
law and was therefore discontinuing Th 
salaries during a disability. The en- that 
ploves in this case earned in excess of & agi 
$100 per week. They had been accu # 4 abi 
tomed to full pay during a disability, | “%* ' 
can assure you they were not satisfied @ jae 
with the $26 the law provided. Needles @ pad 
to say that broker was successful in ie yo 
selling most of that group. rea 
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RAFFETTO JOINS N. E. CASUALTY iy 
© Indus 
Becomes Superintendent of Its Casu-) predc 
alty Underwriting Department; 4 perm: 
Began His Career in 1936 | the 
Robert C. Raffetto has been appointed meas 
by the New England Casualty, affiliate} able 
of the Springfield Fire & Marine, a@ “E 
superintendent of its casualty under medi 
writing department at the home office an il 
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Mr. Raffetto began his casualty m% 
surance career in 1936 with the Grea § 
American Indemnity as junior under 
writer in its metropolitan New York 
office. He joined the Century Indemnity 
in 1941 as assistant underwriter in it 
Newark (N. J.) office. The following 
year he connected with the Aetna Cast 
alty & Surety in its Newark office 3 
superintendent of the compensation aml 
public liability department. Since thea 
he has served as mid-central area under 
writer for the National Surety Cor 

A native of New Jersey, Mr. Raffetto 
has completed the casualty insuranc 
course of the Insurance Society of New 


York. 





S. D. RESOLUTION ADOPTED. 











“ 

A resolution urging enactment "i va 
South Dakota of a compulsory moto! the 
vehicle liability insurance law WSR 
adopted October 4 by the South Dako) 41, 
Police Officers and Sheriffs Associatiol gy 1.) 
at its annual meeting. Se det 
The resolution proposed _legislatio! Cal 
which would require a car owner pee 
buy public liability and property dat per 
age insurance. In the absence of insit@y 
ance, the car owner would be require!) oe 
to file a bond with the state guarantee rad 
ing coverage before a license would cos 
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Comp. Rate Increase of 
6.86% for California 


,pPROVED BY J. R. MALONEY 


Embraces New and Renewal Policies 
Effective October 1 and Thereafter ; 
Conclusions Reached in Decision 

J]. R. Maloney, Deputy Insurance 
Commissioner of California, has ap- 
proved a proposed increase of 6.86% 
in workmen’s compensation rates for 
policyholders in the state, embracing 
only new and renewal policies effective 
on and after October 1. The increase, 
however, does not make any change in 
ie fevel of pneumonoconiosis surcharge 
rates as available experience indicates 
that the level of such rates continues 
to be adequate. 

In rendering his decision on the pro- 
posed increase, based on findings of the 
Rating Bureau, 
and the effect of such increase upon 
the adequacy or inadequacy of compen- 
sation insurance rates in the state of 
California, Deputy Commissioner Ma- 
lonev reached the following conclusions: 

“The proposals of the California In- 
spection Rating Bureau to increase 
workmen’s compensation insurance rates 
are based upon its contention that the 


king for Me tates heretofore approved by the Insur- 


ance Commissioner are no longer ade- 
quate for all admitted workmen’s com- 
pensation insurers. The bureau urges 
that an increase in rates is needed by 
workmen’s compensation insurers to 
meet increased costs which have not 
previously been reflected in the rates 
and which result from higher fees paid 
to physicians and higher indemnity 
benefits paid to injured workmen sus- 
taining permanent disabilities. * * * 

“The proposals of the bureau specify 
that of the total proposed increase in 
rates of 6.86%, an increase of 4.41% 
is needed to meet increased permanent 
disability benefits. This amount of in- 
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crease is based upon an evaluation of 
the increased costs of benefits resulting 
from adoption by the Industrial Acci- 
dent Commission of the new schedule 
for rating permanent disability. The 
calculations of the bureau appear to 
be actuarially sound and accurate. Since 
in actual practice the schedule for rat- 
ing permanent disability adopted by the 
Industrial Accident Commission carries 
predominant weight in the rating of 
permanent disability, the evaluation of 
the bureau appears to be a_ proper 
measure of the increase in benefits pay- 
able by insurers. 

“Evaluation of the increased cost of 
medical fees which, it is urged, requires 
an increase in rates of 2.45% has been 
based upon a field survey of individual 
companies involving item by item com- 
Parison of current medical fees with 
tees in effect prior to adoption by the 
Industrial Accident Commission of the 
new fee schedule. These comparisons 
have been made without direct reference 
to the fees containd in the schedule of 
industrial medical fees approved by the 
Industrial Accident Commission, since it 


Is recognized that such fees are not 
mandatory. The survey included ap- 
proximately 80% of all medical bills 


submitted to carriers in June, 1950, and 
arising from California industrial injur- 
les. There is evidence that the survey 
was conducted with proper care and 
close supervision. The results may there- 
fore be accepted as reasonable and valid. 
Reappraisal Not Required 

“In approving as adequate for all ad- 
mitted workmen’s compensation insurers 
the classification of risks and premium 
rates at the last regular manual revision, 
the decision of the Commissioner recog- 
nized that, while the loss costs used in 
determining the level of rates were the 
California losses of all admitted work- 
mens compensation insurers, the ex- 
pense loading (40.35% of the final rates) 
Was not based upon the California ex- 
pense costs of all such insurers but 
rather upon the nation-wide expense 
costs of only that type of insurance 
carrier with the highest average cost of 


ek Na 


operation, viz., the non-participating 
stock companies. While recognizing that 
past rate revisions had been based upon 
the premise that the expense loading 
should be so pitched to the nation-wide 
workmen’s compensation insurance ex- 
penses of that type of insurance carrier 
with the highest average cost of opera- 
tion, the decision of the Insurance Com- 
missioner pointed out that a re-appraisal 
of this basic premise before the next 
regular rate revision proposal was in- 
dicated. 

“Such a re-appraisal has not been re- 
quired in the present proceedings since 
the proposals here under consideration 
do not constitute a regular rate revisjon 
proposal within the meaning of the 
language of the previous decision (No. 
S.F. 5350-8B) but rather an interim 
proposal of modification of the last 
regular rate revision. 

“Considerations related to the administration 
of policy contracts and the proper auditing of 
payrolls for the determination of premiums 
make imperative a prompt decision in the 
present matter. On the other hand, the im- 
portance of the legal problem raised requires 
its careful consideration and the conduct of 
extensive and time-consuming research. The ex- 
istence of this legal problem weighs against the 
approval of a rate increase purporting to be 
applicable to outstanding policies. 

“Since it should not be resolved without fur- 
ther exploration and early decision with respect 
to the level of rates is needed, these circum- 
stances lead to the conclusion that the neces- 
sary increase in rate level should be ordered 
applicable only to new and renewal policies.” 
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Dot (the insurance world’s Girl Fri- 
day) Dope writes in to say “How come 
you only hint that Catherine (Loyalty 
Group, Chicago) Meade would tell us 
about those who asked for the end of 
the Russian soldier joke she ran, un- 
finished, in her column, and you fail to 
deliver?” Okay, Dot, here goes! 

* * * 


Let Catherine tell it in her own 
words: “I have been deluged with mail 
since the ‘half-Russian’ story hit the 
Jestinourlane column.  Self-addressed 
envelopes came from all over the United 
States and Canada, and one letter from 
London which explained that English 
postage was not interchaneable with 
ours. One man wanted my telephone 
number because he was coming through 
Chicago but he added: ‘I won’t be on 
the prowl because I will have my wife 
with me.’ Ralph (Ross-Martin Co., 
Tulsa) Curtis wrote: ‘Don’t tell Merv 
that I am that hard up for jokes.’ Some 
persons thought I was pulling a pub- 
licity stunt for myself. 

“Tl think the big point is this—here 











For the U. S. business man, 
the threat of theft loss is 
never-ending. Only the most 
flexible, broad form crime 
coverage can give him the 


DEPT. A. 





A major crime is committed... 
every 18 seconds... 
...every day in the year! 


across-the-board protection he needs. That’s the modern 
3-D Policy which provides theft, burglary and robbery 
coverage on merchandise, and insures money and securi- 
ties against dishonesty, disappearance and destruction. 
May we send your copy of the 1950 3-D Sales Kit? 
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was a simple enough paragraph which 
might well be skipped or passed un- 
noticed. But, it wasn’t. And if readers 
of the paper catch something of this 
sort, I should think it would show ad- 
vertisers that the readers of The East- 
ern Underwriter really read it. Im- 
pressive figures on circulation may at- 
tract advertising men, but me, I’d rather 
reach people who really read a journal, 
week in and week out, than appeal to 
a larger number of people who either 
give the paper a cursory glance or leave 
it unopened in its original wrapper. So 
there.” 
Ss °% 

And to conclude, Katarina adds this 
postscript: “A vacation generally con- 
sists of 2 weeks which are 2 short, after 
which one is 2 tired 2 return and 2 
broke not 2.” 

* ¢ @ 

From Dr. Wesley (Home Office Busi- 
ness Consultant Provident Mutual, 
Philadelphia) Gadd tells the one about 
the wife who said: “Dear, have you 
ever wondered what you would do if 
you had Aga Khan’s income?” And her 
hubby replied: “No, but I have won- 
dered what he’d do if he had mine.” 

we 2e.74 

Letter from Ralph T. (Ross Martin 
Printing Co., Tulsa) Curtis has arrived, 
thanking us for our combination plastic 
letter-opener and magnifying glass. 
Ralph says: “It came in handy the very 
day it arrived.” Fred (Mezey Agency, 
Inc., New York) Mezey shares the same 
opinion. To those readers who spot this 
item and send us a stamped return en- 
velope, we'll see that the Manufactur- 
ers, Larick Manufacturing Co., New 
York, send you one free. They’re nifty. 

* & * 

Donald J. (Manager, Ranni Agency, 
Miami, Florida) Wellenkamp takes time 
out to say that the way to tell the poor 
folks on Miami Beach is to look for the 
ones who wash their own Cadillacs. 

* * * 

John (New York Herald-Tribune) 
Crosby gave his annual sports award to 
a radio announcer reporting a Yankee- 
Tiger game, who said: “That was one 
of the greatest catches I’ve ever seen 
from the standpoint.” John says he saw 
the play, and he would have put it this 
way: “It was one of the greatest 
catches, including that of. Irregardless. 
In fact, from any standpoint, you can’t.” 

* = # 

Definitions by Dow: (none other than 

Kermit F. Dow, of Provident Mutual’s 


Westfield, N. J. office. Fatman: A 
gastronomic figure.” Hurricane: “A 
blow-hard.” Dancer: “Anatomic en- 
ergy.” Cupid: “An archer whose hits 


are scored as Missus.” A Spinster: “A 
gal who remains single but would rather 
knot.” 

—MERVIN L. LANE 





Central Manufacturers’ to 


Be Breakfast Host Oct. 17 


During the convention of the National 
Association of Mutual Insurance Agents 
which will be held October 16-18 at 
Statler Hotel, New York, the Central 
Manufacturers’ Mutual of Van Wert, 
O., will be breakfast host to its agents, 
office employes and friends. The date 
will be October 17 at 8 a.m. in the Stat- 
ler’s Georgian room, and H. A. Kern, 
vice president, will be on the receiving 
line. : 

Guest speaker of the occasion will be 
Dr. William H. Alexander, pastor of the 
First Christian Church of Oklahoma 


City and widely known as radio minister 
of “Oklahoma’s Little Church Around 
the Corner.” Dr. Alexander, a civic lead- 
er in his city, is now running for the 
U.S. Senate as Republican candidate 
from his state. 
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Interesting Problems in Automobile 


Insurance Law Discussed in ABA Panel 


One of the most interesting and, at the same time, one of the least publicized 
of the insurance round table discussions conducted during the recent American 


Bar Association annual meeting, was that on automobile insurance law. 


James B. 


Donovan, general counsel of National Bureau of Casualty Underwriters, served as 
moderator of this session in his capacity as chairman of the ABA committee on 
automobile insurance law. His round table participants were Peter C. Brown of 
Washington, D. C., assistant to the United States Attorney General, who discussed 
the subject: “Diplomatic Immunity as a Defense”; John P. Faude, assistant coun- 
sel, Aetna Casualty & Surety, who read a paper on “Conflict of Laws in Automo- 
bile Insurance,” and John W. English, City Solicitor of Erie, Pa. whose timely 


topic was “Automobile Insurance for Municipalities.” 


Jecause of the keen inter- 


est in the subject matter of these papers The Eastern Underwriter is glad to 


present a review of them on this page. 





Peter C. Brown 





Mr. Brown noted at the outset of his 
address that with indi- 
viduals who comprise the class which is 


he would deal 
generally known as the diplomatic corps 
and to whom the general rules of civil 
not The United 
States, he said, enacted laws for the pro- 


conduct do apply. 
tection of diplomats in the year 1790, 
which laws are still in force and effect. 
They are contained in sections 252-255 
of title 22, United States Code. 

In recent years the problem has arisen 
as to whether the doctrine of diplomatic 
immunity includes foreign governmental 
representatives to international confer- 
ences, courts or other organizations and 
bodies who are not generally regarded 
as diplomats within the meaning of the 

immunity.” As 
3rown, “the functional 


term “diplomatic ex- 
plained by Mr. 
need for protection, courtesies and im- 
munities such 
accordingly, such immunity has been ex- 
tended in the case of such bodies, their 


exists in instances and, 


officials and employes.” 

In the course of his talk Mr. Brown 
brought out that immunity is frequently 
waived in cases of minor officials involv- 
ing violations which should be decided 
on their merits. For example, the United 
States waived the immunity of one of 
the staff members in the American Em- 
bassy, London, in which case the diplo- 
mat was sued for breach of promise. In 
this case the diplomat secured judgment 
in his favor on the merits of the case. 


Violations of Traffic Regulations 


The speaker then declared that viola- 
tions of traffic regulations constitute the 
largest group of violations of law on the 
part of the diplomatic corps in Wash- 
ington, and added: “This is probably 
also true of those enjoying diplomatic 
immunity at the seat of the United Na- 
tions in New York.” Continuing Mr. 
Brown said: 

“In replying to an inquiry some years 
ago by the Attorney General of Mary- 
land, Counselor Polk of the Department 
of State advised that the chauffeur of a 
foreign minister should be regarded as 
immune from arrest, whether or not the 
foreign minister was in the car, and 
whether or not the chauffeur was driv- 
ing it for his own pleasure. It has been 
held that the diplomatic immunity at- 
taching to a passenger in a taxicab does 
not protect the driver—a non-diplomat— 
from prosecution for violating the speed 
laws. However, a contrary view has also 
been officially announced, and this latter 
determination is the more recent deci- 
sion.” 

As to the problems arising out of the 
insurance of diplomats, Mr. Brown said: 
“It is only quite recently that any prob- 
lem has arisen in this field although 
diplomatic personnel have carried casu- 
alty insurance for many years. In most 
instances in the past where damages 








were caused by a diplomat in the opera- 
tion of an automobile, the cases were 
usually settled without much difficulty 
and the question of waiver of immunity 
did not arise. A few months ago, how- 
ever, a serious accident occurred here 
in Washington in which a diplomat was 
charged with negligence, which he ad- 
mitted. He felt, however, that since he 
had insurance coverage there would be 
no difficulty. 


Effect of Legal Liability Clause 


“As the investigation progressed it be- 
came apparent that the damage caused 
would far exceed the amount of cover- 
age in the policy. As a consequence, the 
insurance carrier was hesitant to make 
any settlement until all parties damaged 
had been investigated. At this stage of 
proceedings the attorney for one plain- 
tiff sought the good offices of the De- 
partment of State to secure a waiver of 


diplomatic immunity, but such waiver 
could not be obtained. The policy con- 
tained a ‘legal liability’ clause. At this 


point it occurred to someone that sell- 
ing a legal liability policy to a diplomat 
who, while under immunity, could not be 
subjected to the jurisdiction of a tri- 
bunal to determine legal liability, was a 
practice not to be condoned and one 
that should be discontinued. 

“Most of the casualty companies 
agreed that this was true and many now 
refuse to insure diplomats on such a 
policy without first obtaining a waiver 
of immunity. The case under discussion 
has since been settled and, I believe. 
for an amount somewhat in excess of 
the total coverage. 

“In the case of Dickenson vy. Del 
Solar, the First Secretary of the Peru- 
vian Legation in London was sued for 
injuries caused by the negligent opera- 
tion of a motor vehicle. The Chief of 
Mission at the Peruvian Legation in 
London notified the Court that the First 
Secretary’s immunity was waived, and 
the secretary thereupon sought to in- 
voke the third party liability of his in- 
surance carrier. The carrier defended 
on the grounds that (a) the First Sec- 
retary was not legally liable and (b) 
that, having permitted this immunity to 
be waived, the insurance company was 
discharged. The Court, however, held 
that the First Secretary was not im- 
mune from the law, but only from the 
jurisdiction of the courts. Therefore, he 
was at all times legally liable for his 
culpable negligence. Secondly, it was 
held that the First Secretary’s immunity 
having been waived by his superior offi- 
cer, the secretary had done nothing 
which would discharge the carrier from 
liability.” 

In closing Mr. Brown said: “Lately, 
there has been a hue and cry in the 
United States against the application of 
the doctrine of diplomatic immunity un- 
der any circumstances. It therefore ap- 
pears necessary to present some defense 
of the system. In the first place, the 
size of the class which enjoys diplomatic 
immunity is extremely small. Moreover, 
there has been a minimum of abuse by 
those who enjoy the privilege. Most of 
the cases are adjusted to the satisfac- 
tion of all. Besides, the functions of 
diplomats would be difficult, if not well 
nigh impossible of performance, if such 





immunities were not granted. It would 
seem that there is every reason for a 
continuance of the system without 
change. It is based upon the law of 
nations and it is reciprocal. * * *” 


John P. Faude 


In the introduction to his paper Mr. 
Faude explained that his appearance on 
the ABA program was more or less the 
direct aftermath of one week last Feb- 
ruary when the Aetna Casualty & 
Surety’s claim department in quick suc- 
cession propounded the following two 
cases: 

1. Automobile theft insurance had been is- 
sued in State A, the car suffering damage in 
State B at the hands of a teen-ager who unlaw- 
fully appropriated the car for a joy ride. Un- 
der the decisions of State A, such a_ conver- 
did not amount to a “theft” within the 
meaning of the insurance; the reverse was true 
under the decisions of State B. Accordingly, 
was the company obligated for the loss by 
reason of it having occurred in State B, instead 








sion 


of in the state where the policy was issued? 

2. Automobile liability insurance had _ been 
State X, an occurring in 
arising out of the delivery of mer- 
from the car to the upper floor of a 
Under the State X, the 
of the policy which afforded coverage 


issued in accident 
State Y 
chandise 
building. 
language 
for “use 
ing and 
broad interpretation 


decisions of 


of the automobile, including the load- 


unloading thereof,’ had been given a 


the 
under 


would have 
regarded as covered form of 
policy. However, the of State 
Y, this reference in the policy to “loading and 
a narrower interpreta- 
not 


and case 


been such 
under decisions 
unloading” had received 
that 
regarded as 


have been 


Accordingly, 


the policy would 
this 
could the company take advantage of the favor- 
of State Y the accident 
occurred in State Y? 

Mr. Faude then pointed out that both 
of these cases turned on the same basic 
question: Did the fact that the accident 


tion, so 
covering 


case. 


able case law because 


or loss occurred in a different state 
from that where the contract was con- 
summated alter the substantive con- 


struction to be given the coverage of 
the policy ? 

“That is, when the subject matter of 
the insurance is ‘ambulatory’ by nature, 
as in the case of an automobile, and not 
having a fixed situs as with real prop- 
erty, will the place of the occurrence 
of the insured event be held to govern 
the substantive construction of the in- 
surance contract ? 

“If the answer were that the law of 
the place of occurrence or performance 
did so govern, the net result to insurers 
generally probably would be adverse, 
as inducing a further element of uncer- 
tainty into the administration of casu- 
alty insurance contracts.” 

As to the construction of commercial 
contracts generally, and insurance con- 
tracts in particular, the speaker said that 
the courts have been somewhat divided 
as to the choice-of-laws rules which 
should apply: the rules of the place of 
making, the rules of the place of per- 





= 
formance, and the law intended by th 
parties to govern all having some thes 
retical advantages over the others i, 
brought out further: “In his Treats 
on the Conflict of Laws’ (Vol, 2 See 
332.57), Professor Beale has stated tha 
‘courts who are uttering their insting 
tive views, the expression of their “4 
eral knowledge of legal principle unin. 
fluenced by authority, invariably speak 
of the law of the place of contracting 4s 
the law that governs,’ thus explaining 
in part why the majority of the pie, 
have adopted the law of the place 
making to deteremine the validity, cop. 
struction and interpretation of con. 
tracts, 6 

“Cases in the field of conflict of lays 
in relation to casualty insurance hay 
been relatively infrequent, and even the 
more numerous conflicts cases inyoly. 
ing personal insurance have been fewe; 
than might generally have been sup. 
posed, bearing in mind the many case 
decided each year as to insurance cop. 
tracts and the various interstate ee. 
ments which should potentially raise 
conflict of laws problems as to them, 

“Professor Carnahan, in an addres 
delivered to the ABA Insurance Lay 
Section at Kansas City in 1937, Sug. 
gested that ‘stare decisis as to Paul y 
Virginia’ may have been partly respon. § 
sible, since with insurance not amount _ 
ing to interstate commerce and with 
foreign corporations admitted to dp 
business upon conditions, the result had 
been to accentuate the element of state 
control over the contract. If Professor 
Carnahan’s instinct is correct in this re. 
spect, a further eventual consequence of 
the SEUA decision in 1944 may be an 
increase in the proportion of insurance 
contract cases which are recognized and 
decided as conflict of laws cases. * * * 


Wisconsin Supreme Court Decision 


“The answer to my question as to 
whether casualty insurance policies were 
susceptible of a varying interpretation, 
dependent upon in what state the loss 7 
or accident might have occurred, was) 
shortly forthcoming in the form of a 
very thoughtfully considered decision of} 
the Supreme Court of Wisconsin in § 
March, 1950, in ‘Ritterbusch v. Sexsmith! 
(41 N. W. 2d 611). The case involved a 
so-called ‘joint schedule’ automobile lia- 
bility policy issued in Massachusetts, 
covering a corporation and certain of | 
its employes with respect to certain au- 
tomobiles. One of the covered employes 
employed in Wisconsin met with a Wis- | 
consin accident. The policy contained a 
provision, valid in Massachusetts, to the 
effect that no action should be brought 
against the insurer except after final 
judgment rendered against an insured. 7 
Under the Wisconsin statutes, a liability M4 
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insurer might be joined with the of 
vidual insured-defendant in the initial f 
trial of a damages action. 

“The injured party-plaintiff argued 
that, as to the Wisconsin employe whom 
he was suing, the policy was to be per F 


(Carried back to Page 54) 





STATEMENT OF THE OWNERSHIP, MAN- 
AGEMENT, AND_ CIRCULATION _ RE- 
> ACT OF CONGRESS 


THE OF MARCH 3, 1933, AND 
JULY 2, 1946 (Title 39, United States Code, 
Section 233). 

Of The Eastern Underwriter, published weekly 


., for October 1, 1950. 
and addresses of the publisher, 
editor, and business managers 


at New York, N. 

1. The names 
editor, managing 
are: 

Publisher, Eastern Underwriter Co., Inc., 41 
Maiden Lane, New York 7, N. Y. 

Editor, Clarence Axman, 
Street, New York 14, N. Y. 

Managing Editor, L. Jerome Philp, 25 Rocky 
Road, Larchmont, N. Y. 

Business Manager, W. L. Hadley, 
nam Avenue, Plainfield, N. J. 

The owner is: (If owned by a corpora- 
tion, its name and address must be stated and 
also immediately thereunder the names and ad- 
dresses of stockholders owning or holding 1 
percent or more of total amount of stock. If 
not owned by a corporation, the names and 
addresses of the individual owners must be 
given. If owned by a partnership or other un- 
incorporated firm, its name and address, as well 
as that of each individual member, must be 
given.) 

Eastern Underwriter Co., Inc., 41 Maiden 
Lane, New York 7, N. Y. 

Clarence Axman, 299 West 12th Street, New 
York 14, N. Y. 


299 West 12th 


1111 Put- 


W. L. Hadley, 1111 Putnam Avenue, Plait: 
field, N. J. 

3.. The known bondholders, mortgagees, até 
other security holders owning or holding 
percent or more of total amount of bonds, mott 
gages, or other securities are: None. 

4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder 4 
pears upon the books of the company as trustee 
or in any other fiduciary relation, the name 
of the person or corporation for whom such 
trustee is acting; also the statements in the two 
paragraphs show the affiant’s fuil knowledge at 
belief as to the circumstances and conditions ut 
der which stockholders and security holders wh? 
do not appear upon the books of the compaty 
as trustees, i 
pacity other than that of a bona fide owner. 

5. The average number of copies of eat 
issue of this publication sold or distributed, 
through the mails or otherwise to paid st 
scribers during the 12 months preceding 
date shown above was 3,542. (This informatio 
required from daily, weekly,. semiweekly, 
triweekly newspapers only.) 

Eastern Underwriter Co., Inc, 
W. L. Hadley, Business Manager. 

Sworn to and subscribed before me this 27! 
dav of September, 1950: 

Fred T. Volkwein, 

Notary Public in the State of New York, 

Qualified in Bronx County, 

No. 03-0479900, 

Certificate filed in New York County. 

Commission expires March 30, 1952. F 
(Seal) Fred T. Volkweit 
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